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but NOT by Insurance! 


Never let one of your clients think Fire Insurance is 
coverage enough. Trees blown down are just one of 
the things that can put a hole in a property owner’s 
pocketbook. 

Along with windstorm; hail, falling aircraft, auto- 
mobile damage, riot, and explosion are all common 
hazards which can be covered for your clients by the 
extended coverage endorsement. 

This extension to the regular Fire Insurance policy is 
complete — economical. It can not only save your 
clients from serious loss, but also add plenty to your 
own personal revenue, because every property owner 
who carries Fire Insurance is a Grade A prospect. 


Your local Fire Association or Reliance Field Man 


has some good ideas on how to turn prospects into satis- 
fied clients. Get in touch with him—or write us direct. 

Head Offices: 401 Walnut St., Philadelphia 6, Penna. 
Branches in Atlanta, Chicago, Dallas, New York, San 
Francisco, Toronto. Claims and Settling Agents through- 
out the world. 
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Home Office: Columbia, S. C. 


CALL : LD 72. 
CABLE:SEIBEG 








Edwin G. Seibels, Chairman John J. Seibels, President 


fue YORK OFFICE: 111 JOHN STREET 
PHONE:RECToR 2-0620 
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INSURANCE STOCKS 
Closing Bid Prices 


Furnished through the courtesy of The First Boston Corporation 
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High Low 31, 1951 

TITLE AND Aetna Casualty & Surety Company . - 106 i 41g 
Aetna Insurance Company ........... oe H Day 

INSURANCE COMPANY Aetna Life Insurance Company t i 7814 

Agricultural Insurance Company .. 5 oo 

* | American Alliance Insurance Company 

American Automobile Insurance Company 

American Equitable Assurance Company 


EQUITY GENERAL American Insurance Company 
INSURANCE COMPANY | American Re-Insurance Company 
| American Surety Company . see 
Automobile Insurance Company ... . 
2 Bankers & Shippers Insurance Company 
. , Boston Insurance Company oud 
Conservatively managed capital stock com- Camden Fire Insurance Association 
. : . * 2 . Connecticut General Life Insurance Co 
panies interested in establishing desirable Continental Casualty Company 
connections in additional territories. Continental Insurance Company 
Employers Group Associates .. 
* Employers Reinsurance Company 
Federal Insurance Company ‘ 
FIRE Fidelity & Deposit Company of Maryland 
Fidelity-Phenix Insurance Company 
AUTOMOBILE Fire Association of Philadelphia . 
Fireman's Fund Insurance Company 
and | Firemen’s Insurance Company (Newark) 
General Reinsurance Corporation .. 
ALLIED LINES OF INSURANCE Glens Falls Insurance Company .. 
| Globe & Republic Insurance Company 
* | Globe & Rutgers Insurance Company .. 
Great American Insurance Company 
Home Office Hanover Fire Insurance Company 
37 N.E. FIRST AVENUE Hartford Fire Insurance Company 


Hartford Steam Boiler Insp. & Ins. Co 
MIAMI 32, FLORIDA Home Insurance Company ... 

Insurance Company of North America 
Insurance Co. of North America (New) 
Jefferson Standard Life Insurance Co. . 
Jersey Insurance Company of New York . 
Kansas City Fire & Marine Insurance Co. 
Life and Casualty Insurance Company 
Lincoln National Life Insurance Company 
Maryland Casualty Company 

Maryland Casualty Conv. Pfd 
Massachusetts Bonding & Insurance Co 
Merchants Fire Assurance Company 
Merchants & Mfrs. Fire Insurance Co 
Monumental Life Insurance Company 
National Casualty Company 

National Fire Insurance Company 
National Life and Accident Insurance Co 
National Union Fire Insurance Company 
New Amsterdam Casualty Company 

New Hampshire Fire Insurance Company 
New York Fire Insurance Company 
Northern Insurance Company 

North River Insurance Company 
Northeastern Insurance Co. of Hartford 








SCHROEDER HOTELS 


HOTEL SCHROEDER 
Milwaukee, Wis. 


HOTEL NORTHLAND 
Green Bay, Wis. 


HOTEL WAUSAU 
Wastes, Wis 


HOTEL DULUTH 
Ovieth, Mien 


HOTEL ASTOR 


Mitweskes, Wis. 


HOTEL LORAINE 
Madicen, Wis. 


MOTEL RETLAW 
Fond éu Lac, Wis. 
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Northwestern National Insurance Co 
Ohio Casualty Insurance Company 
Pacific Fire Insurance Company 
Pacific Indemnity Company 

Peerless Casualty Company 

Phoenix Insurance Company 
Providence Washington Insurance Co 


Providence Washington Ins. Co. Conv. Pfd 
Reinsurance Corporation of New York 

Republic Insurance Company (Texas) 

St. Paul Fire & Marine Insurance Co 

St. Paul Fire & Marine Ins. Co. (New) 

Seaboard Surety Company 

Security Insurance Company (New Haven) 
Springfield Fire & Marine Insurance Co 

Standard Accident Insurance Company 

Travelers Insurance Company : 

U. 8. Fidelity & Guaranty Company BOM 
U. S. Fire Insurance Company 6814 
U. 8S. Fire Insurance Company (New) 39 
U. S. Guarantee Company ......... La) 
Westchester Fire Insurance Company 22% 


MOTEL CALUMET 
Fond éu Lac, Wis. 


MOTEL VINCENT 
Bente) Harber, Mich. 


WALTER SCHROEDER, PRES. 


We aim to serve our many Insurance Company 
friends, executives and agents. 
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*Based on Standard & Poor's daily stock piiee tatemee ef 50 industrial, 
20 railroad and 20 public utility stocks com q 


CASUALTY FIRE 
1949-1950 1960 


420.2 479.0 279.3 
414.7 496.8 , d 286.6 
427.1 486.9 d ° 288.3 
413.9 478.1 . 273.8 
405.9 492.8 282.9 
445.0 . 273.4 
413.1 253.6 
447 269.2 
478.9 288.0 
477.0 290.4 
4748 302.2 
466.8 309.4 


NSURANCE stocks were strong in July and closed 
| Re month up 4%. Fire shares more than eliminated 
losses of the two preceding months to bring our index 
to a new high at 313. Casualty shares regained some 
of their lost ground with our index up to 473.3 but re- 
mained below the highs of 1949, 1950 and 1951 


Fire Stocks 


All but four of the fire stocks in our index moved 
ahead in July led by Insurance Company of North 
America, up six points to 73, a gain of 9%. Fireman’s 
Fund, American of Newark and Aetna (Fire) all showed 
gains of better than 7%. Security and St. Paul were off 
fractionally, while Boston and Springfield remained 
unchanged. 


Casualty Stocks 


All but three of the casualty stocks in our index regis- 
tered gains in July led by New Amsterdam and United 
States Fidelity & Guaranty, up 6%, with Fidelity & De- 
posit and Standard Accident close behind. Seaboard 
Surety and Massachusetts Bonding were slightly lower 
and American Surety remained unchanged. 
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One of the finest services Bituminous Casualty 
Corporation offers the agent and his client is the 
research and inspection facilities of the Industrial 
Hygiene Division of the Safety Engineering Depart- 
ment. A leader in this field, Bitumi intai 
a complete Industrial Hygiene research laboratory 
and its staff is always ready to serve you. 

Here is one example of the efficient use of these 
services. Tetryl is an explosive that is used in the 
fuses of shells. Tetry! is also a poisonous substance 
and when not handled properly causes skin discolora- 
tion and irritation, and several forms of systemic 
poisoning. During the last war, production was 
seriously hampered in one plant because of the skin 
irritation suffered by the workmen. Bituminous Engi- 
neers thoroughly surveyed the plant, taking air 
samples to show at what locations tetry! concentrations 
were dangerously high. Ventilating equipment to re- 
duce these concentrations was then designed. Pro- 
tective clothing and specific skin cleansing agents were 
obtained. Improved methods of handling were insti- 
tuted. With this service, the plant was able to operate 
efficiently and with the assurance that workmen were 
not being dangerously exposed to this harmful 
material. 

Again Bituminous serves the client, the agent, and 
the nation. Any agent should be proud to represent, 
and find it profitable to offer the services of a com- 
pany that makes it its business to be a leader in 
Industrial Hygiene and Safety Engineering research. 
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About one out of six fires can be traced to heating equipment. Make sure there are FOUNDED IN 1819 
no holes or rusted spots in smoke pipes and that your chimney is clean. Don't keep U a the Aetna 


, Insurance Company takes its name 
burnable material near your furnace or hot pipes. If you have an oil burner and it 


from the famous volcano, which 
has not been serviced within the past year, call your service man t day 


“though surrounded by flame and 
smoke is itself never consumed.” 
From that day to this—through 


wars, conflagrations and depres- 

A NA INSI IRAN( E GRO JP sions—no policyholder has ever 
suffered loss because of failure of 
AETNA INSURANCE COMPANY + THE WORLD FIRE AND MARINE INSURANCE CO A 
an Aetna Company to meet its 

THE CENTURY INDEMNITY COMPANY + STANDARD INSURANCE CO. OF N. ¥ obligations 


outs Bro. HARTFORD, CONNECTICUT 
D 





This advertisement also appears—in color—in TIME, NEWSWEEK, PATHFINDER, 
U. S. NEWS and WORLD REPORT. Clinton L. Allen, President 
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BALTIMORE 
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NEW YORK 


A PROGRESSIVE 


SURETY and CASUALTY 
COMPANY 














FRANCIS 
SCOTT KEY 


Francis Scott Key 
spired to write the 
Spangled Banner when 
saw the flag flying over Fort 
McHenry after a long bom 
bardment by the British 


was in 


EARLY 
HISTORY 


A trading post was set up 
in 1631 by William Claiborne 

A few years later Lord Balti 
more bought the site from 
the Indians 


ALSO A HIGH SPOT . 


agent’s career is when he 


in any insurance 


joins Hawkeye-Security 


& Industrial’s great team. He knows that these 
two companies are working constantly to build | 


more sales for him. 


equitable settlements, plus 


Prompt, 


skilled 


field representatives to work closely 


with him, help build sales. 


That's 


why the trend is to Hawkeye-Se- 


curity & Industrial. 


HAWKEYE=SECURITY INSURANCE CO. 
INDUSTRIAL INSURANCE CO. 


Des Moines. lowe 








COMPANY DEVELOPMENTS 


SUMMARY of the insurance company developments 
throughout the United States and Canada in recent months 


appears hereafter. 


This summary includes notices of examina- 


tions conducted, and also new, licensed and retired companies. 


ALABAMA Admitted 
Church Insurance Corp. 
Electric Mut. Liab. Ins 
Interstate Fire Ins. Co. 
Protection Mut. Fire Ins 


Co 
Co. 
Admitted 


Company 
Ins. Co. 


ARKANSAS 
Citizens Casualty 


Texas Nat'l Mut. 


Admitted 
Ins. Co. 
Co. 


DELAWARE 
Electric Mut. Liab 
Firemen’s Mutual Ins. 


ILLINOIS Licensed 
Apex Mutual Insurance Co. 
Liquidated 
Progress Insurance Association 
INDIANA Admitted 
Affiliated F M Insurance Co. 


IOWA Admitted 
American Bankers Insurance Co 
Cavalier Insurance C orporation 


Copenhagen Reinsurance Corporation ... 


Market Men’s Mut. Ins. Co. 
National Union Indemnity Co 
Pacific Indemnity Company 
Stuyvesant Insurance Company 


KANSAS 
Electric 
Pa. Life 
Southwest Casualty 
Transport Indemnity 


Admitted 
Mut. Liab. Ins. Co. ... 
Health and Accident Ins. 
Ins. Co. 
Co 


Co 


Admitted 
cay. 
Company 


MISSOURI 
Disability Income Ins 
Transport Indemnity 


MONTANA Admitted 
Cavalier Insurance Corporation 
Citizens Casualty Co. 


NEBRASKA Examined 


Midwest Lumbermen’s Inter-Insur. Exchange 


NEW HAMPSHIRE Admitted 
Attleboro Mut. Fire Ins. Co. 
Transportation Insurance Co. . 

Withdrew 

Fire Ins. Co 


Allemannia 
Fire Ins. Co 


Columbia 
NEW JERSEY Admitted 


Cavalier Ins. 


NEW MEXICO 
Atlantic Mutual Ins. Co. 
Cavalier Insurance Co 
Centennial Insurance Co. 
Citizens Casualty 
Texas Nat'l Mut. Ins. Co 
Yorkshire Indemnity Co 


NEW YORK Incorporated 
American Marine and General Ins 
Examined 

Amherst and Clarence Co-operative 


Corp. 


Admitted 


Co 
Ins 


Chautauqua County Patrons’ Fire 
London Assurance se 
Manhattan Fire and Marine Ins. Co 
Marine Insurance Co., Ltd. 
National Retailers Mutual Ins. Co 
Salem Mutual Town Fire Ins. Co 
Sea Insurance Co., 


Best's Fire 


. .Chattanooga, 


.. Los 


- aiviaiena asta 


Relief 


.... London, 


.New York, N. Y. 
Lynn, Mass 
Tenn 


Chicago, Ill 


N. Y. 


Texas 


New York, 
Fort Worth, 


Lynn, Mass 
Providence, R. I. 


Chicago, 


Chicago, Il. 


mf, 


Prov idence, 


..Miami, Fla 
Baltimore, Md. 
New York, N. Y. 
Milwaukee, Wisc 
Pittsburgh, Pa 
Los Angeles, Calif. 
Ne Ww York, N. Y 


...Lynn, Mass. 
Philadelphia, Pa 
Fayetteville, Ark 
Angeles, Calif 


. Indianapolis, Ind 


-Los Angeles, Calif 


3altimore, Md 
-New York, N. Y 


..-Lincoln, Neb 


Mass 
Il 


Attlebore x 
Chicago, 


Pittsburgh, Pa 
Dayton, Ohio 


Md 


Baltimore, 


York, N. Y 

‘B: altimore, Md 
.New York, N. Y 
York, N. Y 
Worth, Tex 
York, N. Y 


Fort 
. New 


New York, N. Y 
Assn., 
Amherst, 
Assn., 
Jamestown, N. Y 
London, E /.— 
New York, s 
Engiand 
New York, N. 
..-Salem, N. Y 
.Liverpool, England 


N.Y 


and Casualty News 








HIO Examined a. : 
The Ohio Hardware Mut. Ins. Co. Coshocton, Ohio 
Marion Mut. Ass’n. of Mercer County St. Henry, Ohio 


PENNSYLVANIA Merged casualty, fire 


Mutual Benefit Casualty Co. .. Huntingdon, Pa. | 
asmtend automobile and surety 
The Canonsburg Mut. Fire Ins. Co. ...... Canonsburg, Pa. 
Mutual Ins. Co. of Berks County Reading, Pa. reinsurance 
Pa. Threshermen & Farmers’ Mut. Cas. Ins. Co., 
Harrisburg, 


Pa. Threshermen & Farmers’ Mut. Fire Ins. Co., catastrophe 


Harrisburg, 


World Mut. H. & A. Ins. Co. of Pa. ....Philadelphia, Pa. excess of loss 


RHODE ISLAND Admitted : : 
New London County Mut. Fire Ins. Co. ....Norwich, Conn treaty and specific 


SOUTH CAROLINA Admitted 
$ritish America Assurance Co. . ... Toronto, Canada 
Specialty covers including: 
TEXAS Licensed ; I 
Jefson Fire Insurance Company ........Fort Worth, Tex. steam boiler excess 
: : Liquidated _ ae 
American States Under. Mut. Ins. Co ....Houston, Tex. fleets, motor cargo 


UTAH Admitted 
American Motorists Ins. Co -Chicago, Ill. | 
Atlantic Mutual Ins. Co ’ F ..New York, y 


Birmingham Fire Ins. Co. ...... ... Birmingham, Ala. : 
Centennial Insurance Co. .... + New York, N. Y. EXCESS UNDERWRITERS inc. 
DOMINON OF CANADA 

Licensed 90 John St., New York 


United Sec y Insurance Co ae Halifax, N. S. ,; Bid 
nited Security In eS ilifax Citeage office © te ax 


Traders General Insurance Co. .. ... Toronto, Ont. 


aggregate excess 


San Francisco office © 233 Sansome St. 


MANITOBA Admitted 
Cooperative Hail Ins. Co. ..... Regina, Sask. 








NOVA SCOTIA Admitted 
Ministers Life and Cas. Union .......... Minneapolis, Minn. 


CONVENTIONS AHEAD 
AUGUST = Va . 
sieue Ugloe wile Fuiondderest 


Wyoming Association of Insurance Agents, annual meeting, 
Thermopolis. 

Washington Association of Insurance Agents, annual meet- 
ing, Winthrop Hotel, Tacoma. 

West Virginia Association of Insurance Agents, annual meet- 
ing, The Greenbrier, White Sulphur Springs. A BEACON OF HOSPITALITY 
Oregon Association of Insurance Agents, annual meeting, / : 
Baker Hotel, Baker. Just as the friendly beam of the light- 


Idaho Association of Insurance Agents, annual meeting, house welcomes the traveller, so doss 
Sun Valley. , the cordial hospitality of The Fort Shelby 
Montana Association of Insurance Agents, annual meeting, make itself known to every guest. Con- 
Rainbow Hotel, Great Falls. veniently located, the hotel offers rest 
and comfort in its 900 rooms with bath. 
SEPTEMBER In addition, the rooms have chairside 
radio, servidor and circulating ice 
Chartered Property Casualty Underwriters, annual meeting, water. These ere two fine vestewrents, 
Palmer House, Chicago, Ilinois. ; fomous for good food, and an ottrac- 
Maine Association of Insurance Agents, annual meeting,| . 

Belgrade Lakes. 
National Association of Insurance Commissioners, Zone 6, TY AN is GARAGE AND PARKING FACILITIES 
Olympic Hotel, Seattle, Washington. i “Now! TV in 4 An Aivert Pick 
Kentucky Association of Mutual Insurance Agents, Seelbach —. Guest Rooms.” | Ho’ 

Hotel, Louisville. 

International Claim Association, annual meeting, Monmouth 
Hotel, Spring Lake, New Jersey. 

Michigan Association of Insurance Agents, annual meeting, 
Grand Hotel, Mackinac Island. 

National Association of Insurance Agents, annual meeting, 
The Stevens, Chicago, Illinois. 

International Marine Insurance Union, ve as St. Moritz, 


Fn ain of Maul nuance Agen, Het! Tus | il HOTE me) ’ai ¢ HELBY 


Indiana Association of Mutual Insurance Agents, Hotel DETROIT 
Warren, Indianapolis. 
Insurance Advertising Conference, annual meeting, Shawnee- ; 
on-Delaware, Pocono Mountains, Pennsylvania. 


tive cocktail lounge. 








No waiting for the dawn's early light 
to locate the American-Associated man 


American-Associated has a tender spot in its heart for the luckless 
motorist who runs into trouble at odd hours. That's why its 176 


field offices are manned for immediate action, day oF night, 


week-ends of holidays. 


This kind of claim service makes a big hit with the policyholder. 


Makes a hero out of the producer, too —it’s one reason why 
American-Associated js now one of the largest multiple-line stock 


casualty groups in the country. 


AMERICAN avromosile ASSOCIATED INDEMNITY 
mMSURANCE COMPANY CORPORATION 


saint tours \ SAN FRANCISCO 


AMERICAN’ 7 ASSOCIATED 


INSURANCE COMPANIES 
a -————s 


24- Mou sersiee 


pm Amorican-Associated Branch, Service and Claim Offices at 176 Points 





Yo EDITORS 
ORNER 


**kk Problems faced by investment departments of in 
surance companies have been similar to those faced by 
virtually all institutional investors and they have been 
solved in about the same way. Lower interest rates, 
refinancing and refunding of many bond and preferred 
stock issues and government deficit financing have led 
inevitably to a tremendous increase in holdings of U. S. 
Government bonds. Although this development over- 
shadows all other changes, there have been some sig- 
nificant shifts in emphasis among other classes of securi- 
ties as outlined in the study Classification of Admitted 
Assets on page 14 for the stock carriers and on page 
15 for the mutual carriers. 


*** Tn the last few years most states have amended their 
insurance regulatory laws to permit fire and marine 
insurers to write casualty and surety lines and casualty 
and surety insurers to write fire and marine lines pro- 
vided they have sufficient capital and surplus to qualify 
for the underwriting of the additional classes of business. 
Some conception of the degree of progress which has 


already been made can be gained from a study of 


Multiple Line Underwriting on page 17. 


#e* As casualty carriers write such a wide variety of 
coverages, the over-all trend in premium volume and 
underwriting experience can only be understood by 
looking behind the aggregate figures into the results 
on the individual classes. Last month our special study 
covered the operations of the stock carriers—this month 
on page 19 is Mutual Casualty Underwriting. 


*** There has always been a division of opinion as to 
how new types of coverage should be presented to the 
insurance buying public. The companies operating in- 
dependently have favored a greater exercise of judg- 
ment and less reliance on detailed statistical data. Their 
viewpoint is expressed in the article Preserve Competi- 
tion on page 20. On the other hand the companies 
belonging to advisory bureaus have laid their stress on 
the maintenance of stability, on the importance of being 
as sure as is humanly possible that any innovations will 
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result in ultimate benefit to the insuring public. Follow- 
ing this philosophy, one of their spokesmen says, on 
page 21, that it is Time for a Stretch. 

*** It is difficult for the small individual buyer to make 
his views heard so insurance men often can best 
what their customers want by listening to the large 
institutional insurance buyers. On page 25, one of the 
more prominent of these buyers reviews The Past Year 
and outlines the objectives of insurance buyers for the 
coming year. 


learn 


*** Any discussion of plans for the installment pay- 
ment of insurance premiums must take into consideration 
the underlying concept of term policies. The two are 
interrelated and cannot logically be debated separately. 
Our author on page 29 warns that in this, as in all 
other decisions which must be made, a correct conclusion 
can only be reached if we Consider the Essentials. 


**x*x The prospect for accident and health insurance is 
not usually consciously aware of his real reasons for 
buying. There are four basic unconscious urges and 
several buying motives that interplay to affect his de- 
cision. The salesman who knows what takes place in 
his prospect’s mind and why he buys has The Open 
Sesame to accident and health sales as explained on 
page 33. 


*** Direct mail advertising by selling and promoting 
a selective known market can produce almost any de 
sired result within Either a high volume of 
replies or a few selected highly-qualified leads can be 
obtained by proper design and copy. In either case, to 
receive full benefit from an expenditure on this type of 
promotion, all leads and all inquiries must be promptly 
followed up. For a clearer understanding of the poten 
tials of Direct Mail, read the article on page 37. 


reason. 


*** In the July issue we published the first of two 
installments on the /ncome Tax Consequences of In 
In that portion of the article the author dis 
cussed potential tax problems which may arise from 
the settlement of a loss under an ordinary fire insurance 
policy. On page 43 he considers the same problems as 
related to depreciation and business interruption insur 
ance policies. 


surance. 


*** A relatively small number of primary factors are 
responsible for a large percentage of motor truck acci- 
dents. If these can be eliminated or at least minimized, 
the accident record will show a decided improvement. 
The article on page 61 describes a Safe Driving Program 
which has proven itself in actual use and which can be 
adapted to the needs of both the larger and the smaller 
trucking organization 


11 











ESTABLISHED IN 191] eee 


And operating exclusively in the great Midwest, the 
Utilities affords the Agent complete underwriting facili- 
ties for a prompt and efficient casualty insurance service, 
based upon a reputation of integrity and good will. 
* 
Representation in 


Colorado Missouri Oklahoma 
Indiana Nebraska Tennessee 


Ururties INSERANGE COMPANY 


112 North Fourth Street St. Louis 2, Mo. 
and the Affiliate Company: 


Prererreo FIRE inSeRANCE COMPANY 


70! Jackson Street Topeka, Kansas 
JOHN J. NANGLE, President 


PEERLESS 


IRPORATED 


NEW HAMPSHIRE 


REINSURANCES 
FIRE AND INLAND MARINE 
FIDELITY AND SURETY BONDS 
CASUALTY AND LIABILITY LINES 
ACCIDENT AND HEALTH, de doelahh 
SPECIALIZED LINES AND EXCESS COVE 


Editor's Corner—Continued 


*** Chauncey I:. Brockway of the 
Sharon, Pennsylvania, legal firm of 
Brockway, McKay & Brockway, has 
favored us with another letter—this 
time as a result of the article “An 
Uninsurable Hazard” appearing in 
our May, 1951 issue. Mr. Brock 
way says in part, “I have just tried 
a law suit in which a six year old 
child was injured and is no longer 
as mentally competent as he was 
prior to the accident. And within 
the past few days another company 
has sent to our office another suit 
which involves an eight year old 
child that had a severe head injury 
and could not pass his grades the 
year following an accident. These 
are, of course, unfortunate situations 
Might it not be advisable, however, 
to have insurance companies put a 
comment in with the policy at the 
time of delivery calling attention to 
the fact that increased verdicts 
eventually mean increased insurance 
costs; and, therefore, if they serve 
upon juries that they should care- 
fully weigh the evidence in the light 
of total costs. Juries are now aware 
of the fact that most automobile 
drivers are protected by insurance 
and, therefore, they think that they 
may not be hurting the defendant 
The persons that may be hurt are 
each of the 12 jurors and perhaps if 
the insurance company put in some 
carefully worded comment along 
that line when the insurance is de- 
livered it might help considerably in 
relationship to the size of verdicts.” 


DO YOU KNOW? 


What is the difference in the treat 
ment, tax-wise, of payments received 
under a use and occupancy policy 
which insures against loss of net 
profits or gross earnings and one 
which specifies a flat per diem pay- 
ment? (See page 45.) 


What are the ten states whose 
casualty rating laws do not place a 
positive duty upon the commissioner 
to review rate filings before they 
become effective? (See page 59.) 

What are the three primary causes 


of motor truck accidents? (See page 


61.) 











Finan fa 


Tom Jones hadn’t heard about CONTINGENT 
U & O... didn’t realize that the fire that cut off 
his supply of vital materials could be as disas- 
trous as a fire in his own plant. He had plenty 
of fire insurance on his own shop but now, a fire 
at the location of his principal supplier had shut 
down Tom indefinitely. There must be plenty 
of prospects in your community, particularly 
small manufacturers whose source of supplies 
or whose principal market might be cut off 
because of a bad fire, explosion or windstorm. 
Many prospects are not aware that this type of 
coverage is available. You'll be doing them a 


* AUTOMOBILE « MARINE + CASUALTY + SU 


Head Office: 401 California Street, San Francisco 20, California 


Departmental Offices: New York + Chicago + Boston 
Atlanta « Los Angeles « Seattle 


FIREMAN’S FUND INSURANCE COMPANY 
HOME FIRE & MARINE INSURANCE COMPANY 
FIREMAN’S FUND INDEMNITY COMPANY 
WESTERN NATIONAL INSURANCE COMPANY 


290 
TOM JONES 
GEAR WORKS 


big favor by explaining CONTINGENT USE 
& OCCUPANCY insurance—a favor that can 
lead to other business. The selling points of 
this policy are discussed in the August issue of 
the FIREMAN’S FUND IDEA INDEX. Mailed 
monthly to all of our producers, the IDEA 
INDEX has been so succesSful in building their 
business that we are now making it available 
to any agent or broker, whether or not you do 
business with us. Mail the coupon today and see 
for yourself how the FIREMAN’S FUND IDEA 
INDEX service will increase your income. 


Advertising Department, Fireman’s Fund Group 

401 California Street, San Francisco 20, California 
Without obligation, please send me the August issue of 
FIREMAN’S FUND IDEA INDEX. 





CLASSIFICATION OF 
Stockh Carriers 





HE last nineteen years 
have witnessed a tre- 
mendous growth in the fire 
and casualty fields and 
changing economic condi- 
tions have dictated major 
shifts in investment policy. 
These shifts have been made 
gradually and _ principally 
through the channeling of 
new investment funds rather 
than through sales of cer- 
tain classes of securities. 
Problems faced by invest- 
ment departments of insur- 
ance companies have been 
similar to those faced by 
virtually all institutional in- 
vestors and they have been 
solved in about the same 
way. Lower interest rates, 
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Stocks 
Railroad 8.1 
Public Utility 9.4 
Insurance 10.8 
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Miscellaneous 12.7 
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CLASSIFICATION OF ADMITTED ASSETS 


Stock Fire 
1949 1950 


cellaneous common and in- 
surance shares. Holdings in 
railroad stocks show the 
greatest decrease over the 
period. 

Agents’ balances were 
understandably __ relatively 
: higher in depression 1931, 
I. but cash accounts which 
1 were just over 5% in 1931 
were about 9% of 
in 1950 and dollarwise were 


Stock Casualty 
1931 1949 1950 


93 88 5.1 98 9A 


475 45.6 


assets 


very much larger. 

The larger cash balances 
and lower yields on high 
grade bonds has resulted in 
net investment income for 
1950 being only slightly 
higher than it was for 1931, 
despite the increase of more 
than 100% in total assets 
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refinancing and refunding 
of many issues, government deficit financing during the 
depression years and to finance the huge cost of World 
War II led inevitably to a tremendous increase in hold- 
ings of U. S. Government bonds. Such holdings were 
less than $300 million in 1931 but at the end of 1950 
amounted to $4,115 million for the stock fire and casu- 
alty companies. As total assets increased from $3,830 
million to $10,600 million during this period, it is at 
once apparent that a very substantial portion of all 
new funds available for investment have gone into 
U. S. Government bonds. Despite the continued in- 
crease in dollar amounts of U. S. Government bonds 
held by the companies, the percentage of U. S. Govern- 
ment bonds owned showed a decline in 1949 and again 
in 1950. 

Although the tremendous increase in holdings of 
U.S. Government bonds overshadows all other changes, 
there have been some significant changes in emphasis 
among other classes of securities. Railroad bonds were 
the largest class of bonds owned nineteen years ago, 
representing more than 10% of all stock fire company as 
sets and 15% of casualty assets. This classification now 
represents about 1.2% having shrunk from about 
$275 million in 1931 to $120 million at the 
end of 1950. Stocks owned are relatively slightly less 
important now than they were in portfolios of 1931, 
with the increase in dollar amount due to appreciation 
in market value rather than to increased purchases. 
Stock portfolios today, just as they did nineteen years 
ago, show the highest percentage of holdings in mis- 
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during the nineteen-year 
period. Net return on assets was 4% in 1931 but is 
barely over 2% currently. 

In 1950 the 389 stock fire companies showed an in 
crease of about $720 million in assets. U. S. Government 
bond holdings were increased about $150 million, mu 
nicipal issues about $150 million and agents’ balances 
were up $35 million on the larger premium volume. 
Common stocks were $285 million higher due in part 
to market appreciation and preferred stocks were up 
$10 million. 

The 257 stock casualty companies showed an increase 
of about $365 million in assets and followed the same 
general pattern as the fire companies: U. S. Government 
bonds up $75 million; municipal bonds up $120 million. 
Common stocks advanced by $130 million largely on 
an advance in market prices and preferred stocks were 
$15 million higher. 

Although it is hard to generalize, because of the 
varying programs followed by individual companies, 
there are certain fundamental differences between the 
investment policies generally followed by fire and casu 
alty companies. These differences may quite possibly 
have been influenced by the relative differences in fi- 
nancial position. the casualty companies having a gen 
erally smaller margin of assets over liabilities and, 
therefore, smaller capacity to absorb violent fluctuations 
in security values than the generally better capitalized 
fire field. In general, the mutual carriers have been 
even more conservative than the stock carriers in select 
ing investments as indicated in the study opposite 
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ADMITTED 


ASSETS 


Mutual Carriers 





HE mutual carriers 

have faced the same 
general economic conditions 
and factors of rapid growth 
that were faced by the stock 
carriers. The three hundred 
and seventy mutual com- 
panies on which this study 
is based include two hun- 
dred and fifteen in the fire 
field and the balance in the 
casualty field. 

As was the case in the 
stock company field, nearly 
every type of investment 
program has been followed 
in the selection of assets. 
Some companies have con- 
centrated on diversification, 
others on appreciation, 
safety of principal, liquidity 
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CLASSIFICATION OF ADMITTED ASSETS 


Mutual Fire 
1949 


the mutuals are materially 
less than such holdings by 

stock companies, ratios be- 
Bat Gone ing 17% and 36% in the fire 
13.7 9.2 87 field and 7% and 21% in 
the casualty. Most notable 
difference in the stockhold- 
ings is the very natural al- 
most complete absence of 
insurance stocks held by 
mutual carriers and the rela- 
tive importance of such 
holdings particularly in the 
stock fire field. The mutual 
carriers have larger relative 
holdings in real estate and 
mortgages but about the 
same cash balances. 


1950 
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One of the most signifi- 
cant developments in 1948 
which carried over through 
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or yield. However, as a 
group the companies have followed sound conservative 
investment principles and most of them maintain a high 
degree of diversification and marked liquidity. 

The over-all trend for the past fifteen to twenty years 
has been an increase in cash and U. S. Government 
bonds made possible principally through the relative 
reduction in holdings of all other classes of bonds. How- 
ever, in the last two years, although the dollar amounts 
of both cash and U. S. Government bonds continued 
to rise their relative percentage of the total assets 
declined. Government bonds still constitute about half 
of all assets and cash nearly an additional 10%. 

Real estate, including home office property, and mort- 
gages amount to only three and one half per cent of ad- 
mitted assets in the fire field and five per cent in the 
casualty. With the exception of cash, agents’ balances 
and other miscellaneous assets (totaling about 15% ) all 
other items represent invested assets mostly in the form 
of bonds or stocks, usually high grade listed securities. 

The same general differences between the fire and 
casualty mutual companies exist as were noted in the 
stock field, but in lesser degree. The casualty mutuals, 
as a group, own more bonds and fewer stocks than the 
fire mutuals but the difference in such holdings is rela- 
tively small. 

The managements of mutual companies have, in gen- 
eral, invested a larger percentage of assets in bonds, 
the corresponding ratios of mutual and stock companies 
being 64% and 46% in the fire field and 74% and 
59% in the casualty field. Relatively, stockholdings of 
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1949 and 1950 was the open- 
ing up of avenues of investment other than U. S. Govern- 
ment bonds. While the increase in holdings of U. S. 
Government issues overshadowed all other changes the 
very modest increase in holdings of municipals registered 
in 1947 was accentuated in 1948, 1949 and 1950 and was 
extended to other classes of bonds and to mortgages. 

During 1950 the mutual fire companies increased their 
total assets by nearly $100 million of which about $60 
million was reflected in bond holdings. U. S. Govern- 
ments were up $40 million and municipals nearly $10 
million. : 

The mutual casualty companies recorded an increase 
of nearly $145 million in total assets in 1950 of which 
over $100 million was in bonds. Largest gains were 
shown by U. S. Government issues up $70 million; 
municipal $20 million and utility $10 million. Real estate 
holdings increased by about $7 million and conmon 
stocks were up $20 million. 

Just as in the stock field, in reviewing the exhibit 
showing the classification of admitted assets of the in- 
dividua! companies or in interpreting the inveitment 
practices of any company, one very important point 
should be kept in mind—the relation of such investments 
to outstanding liabilities. A company may have a higher 
than average percentage of assets invested in real estate, 
in common stocks or in some other class of security yet 
may, in addition, maintain as high a degree of diversi 
fication and even greater liquidity in relation to out 
standing liabilities than another company with a more 
normal diversification of assets but larger liabilities. 
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HE accompanying tables have been compiled by the 

New York State Insurance Department from Insur 
ance Expense Exhibits filed by companies licensed to do 
business in New York. These tables show countrywide 
earned premiums and incurred losses on a net premium 
basis (after reinsurance). Incurred losses are based on 
case estimate reserves and exclude allocated claim ex- 
penses. 


For the years 1949 and 1950 the tabulations include 


IADILITY EXPER 


figures of both casualty and fire insurers writing auto 
liability insurance. The columnar arrangement of ex 
pense groups has been changed to conform with the 
revised form of Insurance Expense Exhibit. 

3ecause of fluctuations in premium volume from year 
to year, expense ratios have been adjusted so as to relate 
certain types of expense to written premiums in order 
to present more accurate results. It will also be noted 
that expense ratios do not include Federal income taxes 


Automobile Bodily Injury Liability Aggregates 


Net premiums 
Year or Company written earned 
(Stock Companies) 
1946 " 
1947 
1948 
1949 
1950 
( Mutual Companie 
1946 
1947 
1948 
1949 
1950 
( Reinsurance 
1946 
1947 
1948 
1949 
1950 


$293,079,487 
383,593,986 
445,872,197 
494,144,862 


550,339,711 


$261 ,388,308 
347,455,921 
416,951,566 
473,938,918 
529,164,266 


s) 


66,344,453 
88,076,261 
106,430,684 
118,342,116 
134,070,224 


60,670,444 
81,511,357 
100,929,855 
113,354,455 
129,405,944 


Companies ) 
— —-— 17,113,248 
22,358,703 
28,115,062 
25,919,990 
24,715,474 


13,839,479 
20,285,044 
29,661,934 
25,086,904 
23,314,728 


t 


Analysis 
Other Gen. 
acq. to to 


earned earned 


Underwriting Ratios Expenses 
I 
incurred Exp 


earned (adj.)t 


( Taxes & 


fees to 
writter 


Claim 
exp. to 


earned 


mm 
t 
written 


osses 
Net gain 
(adj.)t 


exp 


24.5* 9.2 
24.3* 
23.6* 
19.4 
19.4 


47.8 
45.8 
444 
44.1 
46.4 


11.2 
99 
906 
O98 


12.1 


neon 


34.8 10.3 13.9* 
94 


96 


PANN 


Automobile Property Damage Liability Aggregates 


Year or Comy t 
(Stock Companies ) 
1946 
1947 
1948 
1949 
1950 
(Mutual Companies ) 
1946 
1947 
1948 
1949 
1950 
( Reinsurance 
1946 
1947 
1948 
1949 
1950 


at writter 


$110,416,731 5 
167,668,711 
209,340,563 
240,302,189 
273,385,045 


</ 


$9 33,014 
143,129,054 
191,744,709 
229,097 302 
262,440,649 


25,469,610 22,722,453 
38,331,620 
49,166,926 
59,150,403 
68,569,180 


45,974,080 
56,353,740 
- 65,691,840 
Companies ) 
/ 2,140,892 
3,340,412 
4,158,907 
4,098,989 
3,865,966 


2,913, 92 
3,219,794 
3,910,773 
4,346,883 
$301,517 


Underwriting Ratios 
Losses 
icurred Exp 
earned (adj 


venses Analysis 
Other Gen 
acq.to exy 
earned 


Exy 


Claim Comm 
exp. to ) 


earned 


Net gain 
(adj.)t 


t 


written earned 


\t 


54.7 16.1 26.3* 
26.1* 
25.6* 
21.1 


20.9 


96 
&Y 
8.1 


“+ 


NN SS 
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mings 


43.3 
33.5 
23.9 
22.0 


+ These ratios show results before consideration of Federal income tax 


* Includes other acquisition expense 
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N THE last few years most states have amended 
their insurance regulatory laws to permit fire and 
marine insurers to write casualty and surety lines and 

casualty and surety insurers to write fire and marine 

lines provided they have sufficient capital and surplus to 
qualify for the underwriting of the additional classes of 
business. The degree to which companies have made use 
of the broadened underwriting powers naturally varies 
from state to state. Although managements have been 
preparing for full scale multiple operation, they have ad- 
vanced toward this goal slowly and cautiously because 
of the many internal administrative problems involved. 
Some conception of the degree of progress which has 
already been made can be gained from a study made by 
the New York Insurance Department and outlined in 
the preliminary report of the Superintendent of Insur- 
ance to the 1951 legislature. Although a substantial 

number of companies have obtained multiple line h- 

censes, comparatively few have so far actually entered 

the field. The following table sets forth the number of 
insurance companies which have been licensed for mul 
tiple line operations in New York: 


Multiple Line Powers 


Number of Companies 
Fire & Marine Casualty 

Full cover motor vehicle and aircraft 16 20 
Multiple line reinsurance 19 31 
Multiple line reinsurance and direct out- 

side of United States 21 
Full multiple line powers . ; 4] 7 
Fire companies assuming two or more 

powers 47 
companies assuming one or 
and marine powers 38 


casualty 
Casualty 

more fire 

Some fleets are now pooling all fire and casualty busi- 
ness, while others are reinsuring a portion of their fire 
business in their casualty carriers and a portion of their 


casualty business in their fire carriers. Other groups or 


UNDERWRITING 


fleets have gone a step further and have consolidated 
some of their subsidiary companies. Thus the growth 
in group operation which in the ten years prior to 1945 
added 29 new groups, 30 fire companies and 42 casualty 
companies to bring the total groups to 103 and the 
number of companies engaged in fleet operation to 357 
has been reversed. In the last five years the number 
of companies operating on a group basis has declined to 
318. While there is little incentive to start new fleet 
operations, there are many reasons to continue some of 
those which are well established and a plan of operation 
that has been built up over a period of fifty years will 
not vanish over night 


Package Policies 


There has also been some interest in the development 
of over-all rating techniques and in providing various 
combinations of fire and casualty coverage in a single 
policy at a single rate. A number of fire companies with 
casualty powers have filed a comprehensive dwelling en- 
dorsement for attachment to a fire policy with extended 
coverage which provides coverage for additional perils 
including water damage, burglary and theft, glass, steam 
boiler and elevator. Some companies are developing 
combined peril dwelling policies with rates or premiums 
charged on the basis of combined coverage for various 
unit packages of exposure. 

Another means of providing multiple line insurance in 
a single policy is exemplified by the Manufacturer’s Out- 
put Policy. This policy which affords coverage against 
fire, casualty and inland marine perils is designed for 
large risks in specific industries. A single base rate is 
filed for each industry The rate filings provide 
for experience rating and contain provisions for the 
division of premiums and losses between non-catastrophe 
Credits are given for spe- 


class 


and catastrophe categories 
cific existing fire and extended coverage and deductibles. 


Globe and Rutgers 


Fire Ansurance Company 


Pennsyl 
CMINSYIUANTA 


AMERICAN HOME 


Fire Assurance Company 


111 WILLIAM STREET, NEW YORK 7.N. Y 


For August, 1951 





























0A MERICAN 


REINSURANCE Group 


AMERICAN RE-INSURANCE COMPANY 
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Ww 


Reinsurance Exclusively 


Casually Hidelity Su rely 


Hire Marine 


Mlhied tines 
w 


COMPLETE oA MERICAN PROTECTION 


99 JOHN STREET 
NEW YORK 38, N. Y. 


























UALTY UNDERWRITING 


loss ratios on the important 
workmen’s compensation 
and automobile lines were 
primarily responsible for 
the increase in the over-all 
loss ratio and account for 
recent numerous dividend 
reductions. 

Group accident and 
health showed the largest 
premium gain because of 
the increased writings of 
several of the large mutual 
92.6 f y Y ‘9 life insurance companies 
such as the Equitable, John 
Hancock, Metropolitan 
and Prudential. With the 
exception of the accident 


MUTA 


A i1GREGATE figures 
in the mutual casualty 
field are subject to easy 
misinterpretation because 
of the wide differences in 
size of carriers, class of 
business underwritten and 
plans of operation fol- 
lowed. While most of the 
accident and health busi- 
ness and somewhere near 
half of the automobile busi- 
ness is acquired through 
agency channels on a com- 
mission basis, most of the 
workmen’s compensation 
business is written direct 
and on a_ participating 


* Combined Loss and Expense Ratios 

1949 
96.6 
83.0 
85.4 
87.1 
80.5 
94.0 
115.6 
82.4 
78.2 
49.8 
92.2 


1947 
95.1 
83.2 
87.6 
77.0 
76.7 
77.2 
79.5 


1948 
92.4 
83.0 
84.7 
75.9 
75.4 
72.4 
126.0 
103.4 90.1 
78.4 81.4 
64.5 51.1 
102.6 


1945 1946 
915 91.6 
82.6 75.3 
86.3 93.9 
68.2 68.0 
81.0 82.8 
72.0 569 
52.1 49.4 
87.6 91.0 
78.4 778 
55.5 643 
109.6 115.1 
124.3 109.0 
69.9 719 
90.2 87.4 


All A. & H. excl. Group . 

Group Accident & Health 

Auto Liability 

Lia. other than Auto 

Workmen's Compensation 

Fidelity ine 

Surety 

Glass . 

Burglary and Theft 

Boiler and Machinery 

Auto Property Damage 

Auto Collision 

Other P. D. & Coll. .. 

Miscellaneous Auto. 

Live Stock 

Unsegregated 86.1 

Grand Totals 87.9 88.9 

Premiums Written 
(millions) $877 $1,059 $1,171 $1,327 


$540 $688 


* Losses incurred to premiums earned; expenses incurred to premiums written 


Also included in the 
totals is accident and 
health business underwritten by mutual life companies 
and by carriers operating on the assessment plan. 

Net premiums written in the mutual casualty field in 
1950 advanced about 13% to reach $1,326,760,759, 
a record level some twelve times greater than the writ- 
ings of the early thirties. Rate of growth was greater 
than the 10% advance registered in 1949 but consider- 
ably below the records of the three preceding years. 

Underwriting experience was less favorable, the com- 
bined loss and expense ratio rising nearly four points to 
87.8% on top of a rise of nearly two points in 1949, 
Thus the rising loss ratios of the last two years wiped 


basis. 


and health lines, only auto- 
mobile showed an appre- 
ciable gain in volume in 1950 and workmen’s compensa- 
tion was actually slightly lower for the year. 

The over-all loss ratio in the mutual casualty field in 
1950 was over five points higher than the average for 
the stock casualty carriers for the same period. 

Commissions and brokerage average some ten points 
lower in the mutual field because much of the business 
is written direct. Other underwriting expenses are 
about three points lower in the mutual field due in part 
to the greater percentage of large policies. 

Following is a summary—complete supporting tables 
by companies by lines will appear in the 1951 edition of 


out the reductions of the preceding two years. Rising Best’s Aggregates and Averages. 


+ . 

Comm Undr 

Premiums o and writing 
Earned Brok’ge P. or L. 


4,419 
37,576 
17,939 


Premiums Unearned 
Writter Premiums 


$ 38,381 $ 
30,654 
75,054 
22,538 


170,797 4 20.6 : 35.5 = 
297,140 3. 3.3 
209,912 ' 10.4 
41,610 59.5 92 3,730 
Workmen's Comp 258,117 56,072 256,637 8 2.1 5 34,479 
Fidelity okies 2,504 2,629 2,199 54.. .5 29. 268 
Surety iawa 796 389 756 7. 30.1 3 43 280 
2,785 1,622 2,631 168 ; 35. 326 
4,449 4,030 4,087 99 J dha 1,115 
10,093 6,855 8,971 4.1 5 3,673 
113,751 39,992 109,806 11.2 3,668 
Auto Collision 127,446 44,440 121,173 10.0 29,301 
Other P. D. & Coll 10,016 2,833 9,659 7.1 59 
Misc. Auto .. 6 F ae 45,101 16,688 42, = 12.6 11,923 
Livestock . iecaneae 13 10.1 4 
Unsegregated 11,630 11 3 17.6 


8.5 $149, 697 


172,267 
307,494 
216,868 

43,431 


All A & H excl. Group 
Group Acc. & Health . 
Auto Liability 
Other Liability 
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Glass ° 

Burglary & Theft .. 
Soiler & Machinery ; 

Auto Property Damage 
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Totals & Averages . $1,326,761 $346,472 $1,289,145 


* Last 000 omitted. ¢ Incurred to premiums written. tt Losses and loss adjustment expenses incurred to premiums earned 
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E HAVE heard not a little 

in the past about the re- 
quirement of statistics in 

rate administration under the cas- 
ualty rating laws. We will undoubt- 
edly hear considerably more of this 
subject. We recognize the difficulties 
encountered by insurance depart- 
ments in their conscientious admin- 
istration of the rating laws. We 
recognize that administrative offi- 
cials are justly concerned over the 
proper administration of these laws 
and that they naturally desire statis- 
tical data sufficient in itself to de- 
termine whether rates accord with 
the statutory standards. We have no 
quarrel with this objective but we 
seriously question its practicability. 
We feel that the companies should 
not be subjected to the burdensome 
requirements and additional expense 
of compiling and submitting detailed 
statistics of doubtful value which we 
are unnecessary ‘for ~ the 
proper administration of the laws, 


believe 


and which, in our considered opin- 
ion, serve little useful purpose in the 
public interest. 

The problem of the extent of 
proper statistical requirements arises 
in every state having laws on this or 
other questions regarding the ade- 
quacy and minutia of statistical fil 
ings 


Territorial Data 


We believe that it is sufficient for 
statistical plans to give information 
by territories for each coverage 
rather than to break this information 
down by classifications within each 
territory. In the first place, such a 
breakdown would pinpoint individ 
ual rates and this is not the result 
to be sought under the statistical 
compilation section of the rating 
laws. The compilations made by 
statistical agencies for the purposes 
of rate administration need be only 
comprehensive enough and in such 
form and detail as may be necessary 
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to aid the commissioner in determin- 
ing whether the rating systems on 
file comply with the standards of the 
law. We feel that this determination 
made from statistics which 
reflect a breakdown by territories 
and coverages and that it is unneces- 
sary for a further breakdown by 
classifications within a territory. 


can be 


Specifically, we do not think that 
the statistical section was ever meant 
to give a commissioner authority to 
require statistical data of an advisory 
organization for a particular rate or 
classification which is not commonly 
used by its membership. Neither do 
we think that an advisory organiza- 
tion should be expected or required 
to make compilations of detailed 
statistics which are useful solely for 
the justification of an individual fil- 
ing of a rate or classification. 

In general, we believe that cas- 
ualty rates cannot be scientifically 
made or tested solely or mainly on 
the basis of statistical loss and ex 
pense data reasonably available be 


cause 


(a) Experience based upon suffi- 
cient data to be credible when fully 


matured is usually out of date by the 
time it is available. Constant change 
in economic conditions beyond the 
control of the industry and the 
supervisory officials prevents the 
past experience serving as any real 
measure of the future. 


(b) Much of the 
the scores of detailed rate classifica- 
tions is too limited to be credible for 
either rate making or rate super- 
The greater the subdivision 


experience in 


vision 


process, the less credible the data 
for any purposes. This is the reason 
why dozens of rates are made by for- 
mula and are in fact primarily judg- 
ment rates. 


No Substitute for Judgment 


Valid casualty loss data is at best 
only a rough and often erroneous 
indication of what the future may 
hold. It may indicate trends but 
there will never be any substitute for 
necessary exercise of a high degree 
of judgment in rate making. Judg 
ment is generally as important as 
statistical data and in many situa- 
tions much more important, as in 
new coverages or variations in cov- 
erages or variations in tentative 
classifications or otherwise. 

Because of these limitations on the 
reliability and usefulness of the 
broadest statistical data, at best, we 
consider further detailed breakdown 
into territorial and 
sub-classifications as almost 


of basic data 
other 
useless and as incurring large and 
unnecessary expense for the com 
panies. We fear that this situation 
is indicative of what we have felt for 
a long time, namely, that there is a 
growing tendency under the all-in- 
dustry rating laws for state insur- 
ance departments to encroach upon 
the legitimate rate managerial func- 
tions of the companies, and for the 
state officials to substitute their 
judgments for that of management. 
Commissioner Southall of Kentucky 
has alluded to the function of the 
commissioner of insurance in the 
administration of the rating laws 
and pointed out the two philosophies 
which may.be adopted by a com 
missioner. One is that he can adopt 
the philosophy that uniformity is 
necessary, that existing practices 
should not be changed unless they 
are generally approved by the in- 
dustry, and that new ideas are to be 
discouraged. The other philosophy 
is that the commissioner can take a 
Continued 


on page 58 
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HE past year has been a tense 

one. Conflicting 

have come to blows with the 
use of opposing military forces. In 
ternational politics has both feet 
mired in the mud. If politicians, 
themselves, are not confused, they 
certainly have succeeded in confus- 
ing the rest of us. The result in the 
United 
more Government controls, regimen 
tation, and higher taxes, with more 
It has also been evident in 
the aggravation of our personnel 
problems, whiich has left our busi- 
rather difficult situation 
as regards young pec ple to be trained 
for future responsible leadership 
That is something to be concerned 
are not only 


ideologies 


States has been evident in 


to come. 


ness in a 


about, too, because we 
limited in the acquisition of young 
men for training, but the unnatural 
situations in which present manage 
ment finds itself set a rather poor 
example for clear thinking before 
those who are learning in this en 
vironment. Thus, the conflict in 
Korea finds its counterpart in our 
business. We seem to have not two 
opposing ideologies, but every one 
of us seems to have one of his own 
If we could get them down to two, 
even though opposite, that would 
narrow the field to understandable 
propositions 


Deductibles 


\s an example of what I mean 
there is the simple little subject of 
“deductibles.” There are those who 
insist our contracts should carry no 
deductibles, but charge enough pre 
mium to take care of all losses, re- 
gardless of size. The next gradation 
is composed of those in favor of a 
small deductible to eliminate nui 
sance, or maintenance claims. Then, 
another group wants to make this 
feature optional, at a price differen 
tial, as we do in automobile collision 
coverage. There is at least 
school which is promoting graded 


one 


For August, 1951 


JOHN A. NORTH 
President, 
Eastern Underwriters Association 


deductibles of five, ten, twenty, and 
fifty thousand dollars, with varia- 
tions of premium, which must, of ne- 
cessity, be arbitrary, as no experi 
ence figures exist for such a basis 
Of even more significance is another 
band of pioneers, wno claim the ca 
tastrophe deductible is the right ap 
proach—if one is needed—starting 
at one hundred thousand and ex 
tending upwards. There may be 
other theories ; I don’t know. 


Advantage Fades 


Competitively, all such plans have 
some attraction to the user if he has 
the field to himself. Historically, 
such ideas are met sooner or later, 
and then the advantage to a company 
or an agent If the theory 
turns out to be poor practice, then 
the business is caught in the trap 
\gency pressure is always severe in 


fades 


urging us to meet the newest devel 
opment, and thus it comes to pass 


that we give in collectively, adding 
another chapter to the story of our 
business. The chapter about the in- 
stallment premium payment plans, 
with all their unresolved headaches, 
may be cited as an illustration t 
make this point. 


Not in Public Interest 


It seems to me that a grasp for 
this type of advantage is not in the 
interest of either the general insur- 
ing public or the insurance industry. 


Expressing this thought another 


way, I mean the adoption and use of 
a special form, with increased cover- 
age but without a corresponding in- 
crease in rate, sold at a point below 
a practice against which small, 


cost 
and even large, insurance companies 
could not long compete without fi 
nancial impairment. The attempt to 
give an assured some additional pro- 
tection for no additional premium 
disregards the fundamentals of rate 
making and disregards the necessity 
for developing and following sta 
tistics in order to establish a meas- 
ure by which rates can be maintained 
on a parity with the protection given, 
and thus yield a reasonable under 
writing profit 


A Different Situation 


The condition that this industry 
seems to be gradually approaching 
was best described as long ago as 
1914 by the then Superintendent of 
Insurance of the State of New York 
(Hon. William T. Emmet) in his 
report to the New York State Legis 
lature. He “The 
stable insurance business cannot be 
conducted upon a basis of open and 
acute competition. In this respect, 
the situation differs radically from 
that in an ordinary mercantile busi- 
ness. The grocer, for instance, 
knows the price which he has to pay 
for his goods, and will avoid fixing 


said : fact is, a 


Continued n the next page) 
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Time for a Stretch—Continued 


a retail price so low as to endanger 
his solvency. But, in the case of in- 
surance, the indemnity is sold before 
the cost—that is, the loss—is known, 
and, consequently, the seller of insur- 
ance is tempted in competition to 
reduce his price below what will 
prove to be the cost, measured by 
the actual loss sustained. 

“This inevitable tendency has been 
thoroughly demonstrated in a sor- 
rowful succession of rate wars, and 
it is now pretty generally accepted 
as a fact by those most conversant 
with the insurance business that a 
condition of open competition is ab- 
solutely untenable in practice, how- 
ever it may be in theory, and that 
such a condition simply cannot be 
made the basis for a stable system of 
insurance.” 

It must always be kept in mind 
that the states have adopted the prin- 
ciple that rates shall not be exces 
sive, inadequate, or unfairly discrim- 
inatory. This principle imposes a 
duty not only upon the insurance in- 
dustry, but, also, upon the state au- 
thorities which have regulatory 
power. It seems to me that the rush 
for the addition of new perils, in an 
effort to obtain a sales advantage, 
has left little, if any, time for a study 
of statistics and rate levels to deter- 
mine whether the addition of perils 
is warranted by the rate provided. 
Likewise, regulatory authorities 
seemingly have been too hasty, in 


my opinion, in the approval of these 
independent filings, without suffi- 
cient study to determine whether the 
rates provided are adequate and 
whether the forms provided are un- 
fairly discriminatory. 


Equitable Rates 


The Merritt Committee, which 
was a special committee appointed 
by the Legislature of the State of 
New York to study insurance, very 
aptly reported as long ago as 1911 
as follows: “First, it is recognized 
that a rate equitably should depend 
upon the hazard; that the hazard, 
however, is known in general only 
by experience; that for this no one 
company has a broad enough experi- 
ence of its own and that, therefore, 
the making of equitable rates de- 
mands co-operation ; : 

“Second. It has been 
strated by the experience of all times 
and all places that open competition 
in fire insurance is an unstable con- 
dition which leads to the general 
weakening of the companies, and 
eventually to the elimination of small 
companies ; further that under open 
competition there is always discrim- 
ination in favor of the policy-holder 
with influence.” 

The practice in the retail store of 
selling a product below cost, as a 
leader to attract people to buy other 
commodities at a price above cost, 
should never be countenanced in the 
insurance business. No_ practice 


demon- 








Two prominent Insurance Com- 
panies have selected Vale Tech to 
train their Automobile Insurance 
Adjusters. 


To date, more than 500 men from 
these two Companies have completed 
their training Course and are now ad- 
justing auto damage claims. 





Vale Tech, one of the country’s 
largest Auto and Body Mechanics 
Schools has the experience . . . the 
plant . . . and the personnel to train 
your Adjusters thoroughly and at 
minimum cost. Would you like com- 
plete information on how this Course 
is conducted? Drop us a note, there 
isn’t the slightest obligation. 


VALE TECHNICAL INSTITUTE 


BLAIRSVILLE, PA. 
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would be more dangerous to the 
stability or financial solvency of 


the insurance business. Regulatory 
bodies have an obligation to the in- 
suring public, but, also, a corollary 
obligation to the insurance industry, 
to protect the solvency of the insur- 
ance companies. Without solvency, 
there is no protection to the insuring 


public. 


To Maintain Stability 


It, therefore, is incumbent upon 
regulatory bodies, when application 
is made by individual companies for 
the use of new forms which carry 
additional perils without material 
change in the rate, to make a com- 
prehensive study of the entire sub- 
ject matter to determine, upon the 
evidence presented, whether there is 
any justification for the form, 
whether the use of it would reason 
ably be expected to result in an un 
derwriting profit, whether the rates 
provided for are adequate, and 
whether the form is unfairly dis 
criminatory. Only by the perform 
ance of such duty can the stability 
of the insurance business be main 
tained. 

It may be wiser for our bureaus 
and advisory bodies to adopt each 
new plan, file it, let those who wish 
to, use it, and exercise some measure 
of control over form and rate. What 
gives me concern, though, is that 
some members fail to make use of 
the research facilities available in 
such organizations to put new plans 
to a comprehensive test first, before 
offering them to the public. Changes 
are taking place so fast today, that 
agents, let alone the rating bureaus, 
cannot catch their breath. 

So far as I know, large deductibles, 
as presently offered, have not been 
sufficiently explored to determine 
whether or not they are unfairly 
discriminatory ; what effect they will 
have on co-insurance, on rate levels, 
on distribution of the expense load, 
on the need for special engineering 
appraisal; and whether or not large 
property owners, capable of carry 
ing their own liability of $100,000 
and up, need such a market. If they 
do, then mere bigness should not be 
favored at the expense of the little 
fellow, who cannot afford to be with- 
out full protection 
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Multiple-peril Rating 


Apparently, time was not sufficient 
to work out a plan in our presently 
constituted organizations for rating 
multiple peril covers. There has 
come into existence a new rating bu- 
reau, conceived in the minds of its 
progenitors as fulfilling a pressing 
need as well as plugging the gap of 
“no jurisdiction,” which had been 
pointed out by supervisory officials 
as a possible open gate through 
which Federal legislation might en- 
ter. Combinations of coverage for 
which no existing rating body is li- 
censed is the special aim of this mul- 
ti-peril rating body—but it appears 
now that some of their members 
would extend its purposes beyond its 
original concept and take catas- 
trophe deductibles and comprehen- 
sive dwelling forms under its wing. 

Multiple underwriting conjures so 
many possibilities to one’s imagina- 
tion that perhaps this new rating bu- 
reau is the one to ultimately absorb 
all others—fire, marine, and casu- 
alty. 


Pressure of Time 


I mentioned above that pressure 
of time played a part in some of the 
newer developments of the past year 
However, I think we move a little 
too fast and impulsively, without the 
necessary study being given to these 
concepts. 

Due to personnel shortages and 
the prospect of losing more young 
men to the armed services, our 
agencies, rating and inspection bu- 
reaus, as well as our own companies, 
are in a rather poor position to con- 
template successfully so many new 
and radical changes in the business, 
without some unfavorable reactions 
from the public. There is also dan- 
ger that these untested plans, coming 
as they do on top of inflationary 
impact on our reserves, will force a 
repetition of market curtailment at 
the very time when protection is 
needed most by property owners. 


A Moratorium 


It seems to me that a very real 
need exists right now for a breather 
Even baseball gives the customer a 
seventh-inning stretch. A mora 
torium, perhaps, is in order to catch 
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up, clarify some of these develop- 
ments, and perfect some of the forms 
which we throw out to agents at a 
pace that neither they nor the policy- 
holders can possibly absorb with 
complete understanding. If I am 
charged with obstructing progress 
because of this recommendation, 
there must be quite a few who would 
welcome relief from constant com- 
mittee meetings, and from the nerv- 
ous strain and high blood pressure 
engendered by the avalanche of new, 
hurriedly conceived proposals pre- 
sented within so short a_ period. 
Traditionally, our business has been 
one to follow gradual evolution, to 
measure effect of prospective 
changes upon the public, the agent, 
and the stockholder. In the “speed 
up” process, some of these tradi- 
tions may be left by the wayside, 
but, company management has obli- 
gations to producers, policyholders, 
and the public, who are stockholders, 
that should never be overlooked or 
abandoned. 


May I also add that, if we need 
new organizations to handle each 
new development that comes along, 
how about finding a new way to 
protect ourselves from self-destruc- 
tion? It doesn’t do much good to 
organize for control of some form 
of coverage, and then have a member 
immediately go off at a tangent to 
seek some temporary advantage. No 
organization at all is better than an 
epidemic of them, none of which is 
able to prevail on its members to 
exercise a measure of self-restraint. 


Commission Competition 


This thought leads me to inject 
in these remarks a comment on 
agency commission wars. If the 
companies cannot appreciate that un- 
welcome dividends accrue from such 
reckless abandon of sound practices, 
there are those who may be in a 
position to carry the struggle to such 
fantastic limits that only legislation 
will be able to correct the situation. 
This warning is another reason for 
slowing down the pace and taking 
inventory now and then. 


We have had splendid cooperation 
from our casualty friends in the Na 
tional Bureau of Casualty Under- 
writers this last year. Progress has 
been made on the suggestion of joint 
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review by fire and casualty interests 
on physical damage insurance cover- 
ages, as a first step in a program of 
offering the public broad protection 
by both classes of carrier. Progress 
can be reported in that direction 
through cooperation in exploring the 
use of a theft endorsement for at- 
tachment to fire policies and the de- 
velopment of a fire liability form that 
embraces the established casualty 
principle of defense of claim and pay- 
ment when liability is determined. 


Comprehensive Coverage 


Another case in point is our joint 
study with the National Bureau into 
the “Comprehensive Dwelling Cov- 
erage.” Perhaps history is really 
being made in our business by this 
type of research, but, in any event, 
it would give agents, the public, and 
ourselves more confidence if research 
were more prevalent. 

It is the kind of work that pro- 
duces sane results, for which no 
moratorium need be _ proclaimed. 
This, I advocate, and hope the EUA 
will encourage. Our business doesn’t 
need to stand still—it only needs to 
be steered on a safe course. So let's 
use our established organization for 
a thorough study of all new ideas, 
innovations, deviations, or plans, in- 
stead of each one for himself rushing 
to use something untried and un- 
studied, with the idea of gaining a 
temporary advantage, only to find 
later, to our regret and consterna- 
tion, that we have set up a Franken- 
stein and destroyed the very ideals 
that we have bound 
follow and preserve. 

It’s time for a stretch; it’s the 
seventh inning—but there are still 
a few innings to go and, fortunately, 
there is yet time for team play, a 
change of pitching, and even time to 
win the game! 


ourselves to 
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6 MONTHS POLICY 


EASIER TO BUY... 


. . . from the standpoint 
of your clients, who 

will appreciate the 
convenience of paying 
their automobile insurance 
premiums semi-annually 
without danger of lapse 
of the policy. 


EASIER TO SELL... 


. . from the standpoint 
of agents and brokers, 
for the same reasons. 
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BUYER §’ 


R O UN D 


THE PAST 


ANY insurance 
executives 


company 
have expressed 

resentment of insurance buy- 
ers who have given voice to sugges- 
tions which the buyers 
should be adopted by the insurance 
industry to improve service, reduce 
costs or better meet the 
needs. 


believed 


insured’s 
The past months have wit 
nessed the fruition of many of these 
suggestions. The results are not only 
advantageous to the insurance buy- 
ing public but also to the insurance 
companies. 

Indeed it has been said, things 
are moving so fast that those saying 
it can’t be done are interrupted by 
those doing it. 


We Salute 


Insurance buyers salute the com 
pany executives responsible for these 
advancements. They salute particu- 
larly the courageous men who have 
dared venture into fields to 
broaden coverage and reduce costs. 
It was great to hear New York State 
Superintendent Bohlinger state that 
executives who feared to go forward 

no matter how powerful they 
would not be per- 


new 


might be 
mitted to stand in the way of for- 
ward-looking insurance company ex 
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ecutives who dare to venture into 

new fields 

The past twelve months have been 
epic making in many ways from an 
The 
National Insurance Buyers Associa 
tion came into being; the effects of 
multiple line underwriting powers 


insurance buying viewpoint: 


have begun to assert themselves; 


EAR 


new forms of coverage became avail 


able, such as deductible insurance, 
excess insurance and manufacturer's 
output insurance; multiple location 
fire insurance contracts became offi 
cially available in different forms 
written by practically all companies 
and all risk coverage and improved 
extended coverage has started to be 
offered to home owners 

The folding of two companies do 
ing a national business emphasized 
two important axioms to insurance 
buyers, (1) The best insurance is 
not alwavs the cheapest and (2) An 
insurance company is not always as 
good as its financial statement. It is 
important that an insurance buyer 
subscribe to a good insurance pub 
lication and take time to read it. In 
that way he can best keep abreast 
of developments in 


insurance and 


insurance companies which he will 
find a valuable aid in buying and 


checking his insurance coverage 


Greater Importance 


of all this and because 


day by day insurance is becoming a 


3ecause 


larger factor in business, the im 
portance of the insurance buyer has 
grown daily. Business generally now 


{Continued on the next pace 
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The Past Year—Continued 


finds that it needs executives trained 
and informed insurance-wise be- 
cause it has become a full-time job 
to handle the insurance requirements 
of a concern of even moderate size. 
The demand for men qualified for 
such positions exceeds the supply. 
Many colleges are including insur- 
ance in their courses. It is hoped 
that the American Management As- 
sociation, the Insurance Society, the 
National Insurance Buyers Associa- 
tion or some similar organization 
will create a means for providing 
mail courses for assistance in train- 
ing insurance buyers—not only for 
those who lack experience but also to 
continually keep informed the ex- 
perienced. 

The existence of this need is by 
no means an indication that brokers, 
agents or insurance service men are 
not doing a job. The fact that they 
are doing a job is partially the cause 
of this condition. The better in- 
formed an insurance buyer is of his 
insurance requirements, the wider is 
the market for insurance and the 
broader is the protection secured. 

3usiness organizations whose size 
prevent an executive in charge of 
insurance from giving adequate time 
to study of his needs are under a 
great handicap today. A broker or 
agent probably cannot possibly pro 
him with all of the 


vide services 


required being economically limited 
by the compensation that they derive 
from the insurance purchased. 


A Direct Interest 


Loan institutions such as banks, 
life insurance companies, and the like 
have begun only now to realize the 
direct interest that they have in the 
insurance carried by their borrowers, 
and many today are setting up meth- 
ods of checking into various forms 
of insurance carried and their ade- 
quacies, when they make large loans 
particularly to going business op- 
erations. 

[ believe that I can speak authen- 
tically when I say that any informed 
buyer could honestly write pages on 
the accomplishments of our insur- 
ance companies, the soundness of 
their stewardship, the progress they 
have made. However, insurance 
group are never 
tent with the status quo or they 
would not be made of the stuff that 
made America great. They know 
of some things they want in the in 
surance market which they cannot 
get and therefore seize every oppor- 
tunity to express their ideas so the 
insurance industry may know where 
it can further improve for the mutual 
benefit of the insurers, the producers 
and the insured. 

The insurance markets have im- 
proved in the past year but there are 
still many things that insurance buy 


buyers as a con- 
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ers would like to see 
existence. 

A national standard basis of fire 
insurance rating has been promised 
although any steps taken in this di- 
rection, to our knowledge, so far 
have only been conversational. There 
is still a great need for a national 
uniform method of arriving at fire 
insurance rates with adequate credits 
for improved risks, and 
charges for non-standard conditions 
We realize that the mills of God 
grind slowly, but we feel that the 
movement of the mills in this instance 
is imperceptible. 

Some progress has been made to- 
wards renewal by certificate, and 
this has been adopted by many lines 
of insurance. It is hoped that in the 
near future it will be an accomplished 
fact in all lines, where desired by 
the insured. 


come into 


severe 


Multiple Coverage 


The standard fire insurance policy 
has served a need in the insurance 
business. However, with the com- 
ing of multiple peril coverage under 
a single policy, the use of the stand- 
ard fire insurance contract is an 
awkward impediment to the proper 
writing of this full coverage insur- 
ance. Steps should be taken to 
amend the laws of various states 
which now require the use of the 
standard policy when the perils in- 
sured include fire. In these states, 
a standard all peril insurance con- 
tract should be legalized which would 
properly meet the needs of the pres- 
ent day situation. A part of this 
reformation to 
simplify and clarify the wording of 
all insurance contracts. 

Similarly, the present method fol- 
lowed by insurance companies of 
having separate rating organizations 
for each form of coverage is expen- 
and creates which 
should be eliminated. The recently 
formed National Multiple Peril Rat- 
ing Bureau for all forms of insurance 
written by all forms of carriers 
should absorb all the 57 varieties 
now operated separately. One source 
of statistics—one source of rulings 
which will not overlap. The efh- 
ciency and savings will be a boon to 
all. 

These are some of the objectives 
for the year of insurance 
buyers. 


move should be a 


sive obstacles 


comung 
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In most states Comprehensive Personal Liability may be written as 3. A new cartoon-illustrated folder on the PPF. 
an endorsement on the Personal Property Floater. The CPL can also 4. A new, attractive folder on the CPL. 
be endorsed on a Sports Equipment or Golf Equipment Floater, 
an Outboard Motor Policy, or any personal inland marine cover such . ' 
‘ : and the four valuable selling aids listed, simply 

as Jewelry and Furs. In some states the CPL may be endorsed on a , ; . 

et i shor buildi ’ “ b complete and send in the coupon. There is no 
resi jence re po icy - eit er building or contents. Since oth the cost or obligation and perhaps these up-to-the. 
Security and The Connecticut Indemnity are multiple-line companies, minute sales promotion helps will give you ideas 
both companies are writing these useful combination policies. that will guide your agency toward more, and 


If you would like to see samples of the Bulletin 


very profitable, personal insurance premiums and 


This has several advantages from your viewpoint as an agent. You ‘2 
) commissions. 


have only one bill to send and one expiration record to make, thus 
reducing your office overhead. You make a larger commission on 
each sale, thus reducing your selling cost. You can conveniently sell 
a coverage that’s extremely important to your clients’ safety — thus 
giving better service to your clients. 


To help our agents spread the good word about this valuable 
combined protection, we are sending them a Bulletin explaining 
the new combination and suggesting ways to sell it. Available to 
them are these four valuable sales helps: 


1. Personal Property Floater Rate & Information Guide. SECURITY-CONNECTICUT COMPANIES 
New Haven, Connecticut 


2. Comprehensive Personal Liability Rate Chart. 
Please send me, without cost or obligation, samples 
of your CPL and PPF rate and information charts 
your new folders on these covers and your Bul- 
lodia on this new combination policy giving 
ideas on how to sell it. 
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Security insuRANCE COMPANY OF NEW HAVEN ; “°° 
tHe Connecticut inDEMNITY COMPANY | > 
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HOME OFFICES: NEW HAVEN, CONNECTICUT ! {O" nim sot os 
1841 — "SECURITY", THE NATION’S WATCHWORD — 1951} cial 
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If a big risk, with all its many requirements for Then write today for full information about 
special coverages, tends to give you the jitters . . . ZEtna’s H. O. Casualty and Surety Sales Course. 


“Every hour in Ztna’s Sales Course has 
been worth $100 in new premiums to me” 


— Dwicnr H. Teas, Ztna-izer 
Wisconsin Rapids, Wisconsin 


“In a small community, a local agent like myself is 
expected to know all forms of insurance. For years, I 
tried to keep up with the various lines but my knowl- 
edge was limited. 

“Then, early last year, I attended the Ztna's Home 
Office Casualty and Surety Sales Course where I learned 
about the lines I had been ducking. Within a few 
months after returning home, I easily added 58 brand- 
new accounts to my books. For the year, I sold 136 
new policies of various kinds, with premiums totaling 
$28,400. So far, I believe that every hour spent in 
the Course has been worth better than $100 in new 
premiums to me.” 


FEtna Casuatty AND Surety Company AGENCY 
The Aina Life Affiliated Companies write practically every form of insurance and bonding protection BU { LDI NG 
LIFE AND CASUALTY FIRE AND MARINE 
Etna Life Insurance Company Automobile Insurance Company = iS OUR BUSINESS 
Ema Casualty and Surety Company Standard Fire Insurance Company ~ + 


Hartford 15 Connecticut 
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OR some years past, and par- 

ticularly in recent months there 

has been much talk about de- 
ferred installment premium payment 
methods when the real core of the 
subject is in the fact that no one, 
be he fire insurance company execu- 
tive, rate technician or actuary, any 
longer even attempts to justify the 
old term rule, of two and a half 
annuals for three years, three and 
a quarter for four and four annuals 
for five years. 

I wish at the start to have it un- 
that I make a definite 
distinction between deferred install- 
ment payments on term policies, 
written for definite terms of three, 
four or five years and the so-called 
annual renewable contracts under 
which the insurer offers the insured 
an option to renew at some specified 
percentage of the rate at time of 
issue or of the rate at date of re- 
newal. 

The term contracts will be written 
as to term, and as to preservation 
of rate for the term, exactly as term 
policies have been written under 
advance payment contracts. The only 
difference will be in the deferred 
installment feature. As an agent | 
would deliver such a contract and 
believe seriously that I faced no need 
to resell my contract at every pay- 
ment period. I would merely bill 
my client for each payment as it be- 
came due and face probably less 
collection trouble than I would face 
were I to be old fashioned and stub- 
born, and think that my company in 
offering me such a collection method 
was increasing rather than decreas 
ing my collection problems. 


derste 1 rd 


A Resale Problem 


On the other hand, were I to sell 
the annual renewal contract at 100% 
of rate for the first year, and at a 
reduced rate for four additional 
years, I would probably face a re- 
sale problem every year. In the first 
place my competitors during the 
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renewal period might make life diffi- 
cult and embarrassing for me by 
suggesting to my client that I satisfy 
him as to why my rate was $1.00 for 
one year, and 80 cents for the next 
four years instead of being eighty- 
four cents for each year. 

There is one main reason why no 
selling this annual re- 
newal scheme has been able to satisfy 
me that it does not constitute dis- 
crimination between the insured 
who buys the renewal form contract 
as compared with an insured who 
because of misinformation or lack of 
information, or mere misunderstand- 
ing is “sucker” enough to buy for 
one year at $1.00 rate, and perhaps 
for additional years at the same $1.00 
rate. 


company 


Unearned Premium Liability 


Of course I realize that one very 
important reason back of the offer- 
ing of this contract is in the avoid- 
ance of the unearned premium 
liability. 

Lest I be picked up for not men- 
tioning that feature as regards the 
deferred installment payment con- 
tract, let me say that I see no diffi- 
culty in the accounting problem 
although I will admit possible 
difficulty for insurers not the 
fortunate possessors of adequate 
surpluses. But even for such com- 
panies I see no reason why they 
could not set up and carry full term 
unearned premium liability, and 
carry their deferred premiums as 
assets. Not being due such premiums 
could be carried under ‘admitted 
assets” as premiums not past due. 
In such event the accounting prob- 
lem would be very similar to the 
present handling of term unearned 
premium reserves, and the reserve 
problem is no different than if pre- 
miums were paid in advance. 


Now it seems necessary to com- 
ment on the small extra premium 
included under deferred premium 
endorsement contracts. I can under- 
stand why some top fire executives 
who never knew much about 
casualty practices, and less about 
life insurance practices should be 
as ignorant as they apparently are 
in not knowing that such additional 
percentages on deferred installment 
payment life contracts have been 
part of the life insurance rating 
methods for many years. Anciently 
the life insurance agents rate book 
indicated 100% of the annual pre- 
mium in case of advance collection, 
52% for each of two semi-annual 
premiums, and 26'4% for each of 
four quarterly payments. 

To the best of my knowledge such 
life insurance collections are all 
handled as premium and not split 
into premiums and interest, or in- 
terest and collection expense. In- 
surer and insured were perfectly 
aware that the extra premiums were 
necessary in lieu of ability by the 
company to earn its interest, but 
nevertheless it has been handled as 
premium and nothing but premium. 

Certainly I believe no insurance 
department representative should or 
would demand accounting methods 
for fire installment premiums which 
his department had never demanded 
of the life insurance companies. 

Let us, in this modern age, pay 
not too much attention to those 
executives who object to change in 
procedures just because life is 
easier without such changes. 


The Term Rule , 


To return to my discussion of the 
outmoded term rule let me say, I 
am just old enough to have a faint 
memory of its being two annuals 
for three years but I have known the 
present rule for at least 50 years. 
Now fifty years ago a dollar was a 
dollar and not so many cents com- 

(Continued or 


the next page) 
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paratively—and money at interest 
was worth a very real 6%, and fire 
insurance companies probably earned 
4% or more on invested assets. 
Hence it is easy to believe that the 
financial men in insurance executive 
ranks of those days could justify a 
rule of two and a half annuals for 
three years and four for five years. 
Certainly the term rule had such a 
firm acceptance that even few agents, 
let alone insureds, have realized the 
teachings of recent years that the 
term rule has little, if any, increasing 
value to an insured for a term be- 
yond four years, at which point the 
average annual rate is 81'4% of a 
one year rate as compared with a 
reduction to only 80% for the five 
years term. 


Installment Payments 


The battle for installment payment 
of premiums began in my own ex- 
perience over twenty years ago when 
the leading agents of Pittsburgh 
formed the Insurance Premium 
Finance Company, so as to have a 
vehicle through which to finance the 
term premiums of their clients. That 
was in the days when the bankers 
were still “bankers” and “high hat- 
ted” the financing of merchandise 
and chattels. Nevertheless they 
recognized the impeccable character, 
as collateral, of the unearned pre- 
mium value of the insurance policy 


by rediscounting our insurance 
premium finance paper. 

Admittedly we needed and we 
used insurance premium financing 
on much annual business, but it was 
the term rule that first caused our 
Pittsburgh agencies to realize that 
there was so much saving in the 
insurance cost under the term rule 
that they, as agents, operating a 
premium finance company, could 
make another profit in financing such 
term business. Moreover, they could 
eliminate a long standing evil in 
their wit—collection 
trouble. 

I have never forgotten the begin- 
ning of my next lesson on the 
fallaciousness of the term rule in dis- 
cussions which I had, while still an 
agent, with one whom I try to honor 
by mentioning as not only a fine 
character, and a good friend, but 
as one of the top executives of the 
fire insurance business of his day- 
Charlie Hannah of the Firemans 
Fund. Years ago he sold me the idea 
that many fire insurance executives 
recognized the inequities in the term 
rule, but admitted that they, and he, 
did not know how or did not dare 
to force a change in the rule. 

In times since then I have seen 
several actuarial attempts at pro- 
ducing a term discount that could 
be justified. Repeating that | am no 
actuary, I, nevertheless, as a practi- 
cal insurance man believe that in- 
stead of 75% of the first year rate 
for each additional year, a change to 
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85% would be as near as could 
be agreed upon as a justifiable term 
rule for adoption in this, the middle 
of a century, when the dollar of the 
1900’s is a debateable number of 
cents in the 1950's. 


Overdue Changes 


I suggest that the fire insurance 
industry should quit fighting about 
the three or four methods of deferred 
installment payments now under dis- 
cussion and face the real issue—the 
fact that by continued use of an out- 
moded term rule, the insurance com- 
panies discriminate in the price 
charged to the term purchaser of in- 
surance as compared with the annual 
purchaser, and that the supervisory 
officials continue to sanction it. 
Having gone that far, I might as 
well go further and suggest that top 
flight company executives should 
stop waiting and hoping that the 
supervisory authorities would do 
this job for them. It is my honest 
belief that regardless of political 
affiliation, commissioners, directors 
and superintendents still believe that 
this is a free America and that they 
should only supervise and should 
not impose their will on executives 
who can still be trusted to save free 
enterprise for this country, and more 
particularly for the insuring public 
of this country. The people who pay 
for the insurance look to the com- 
pany executives for leadership and 
to them for the changes which are 
long overdue in rating methods. 


Correction Not Difficult 


Again as a practical insurance 
man and not as an actuary or rating 
expert, I suggest that correction in 
rates at least so far as concerns the 
business which qualifies under the 
term rule should not be difficult. 
On the basis of recent national ex- 
perience, we may presume that pre- 
miums as collected under the term 
rule are fair enough, and that it is 
only the discrimination between cost 
under the term rule with cost on 
an annual which must be 
eliminated. 


basis 


Let us take a $1.00 annual rate. 
With 75% as the increasing factor 
for each additional year, a five year 
rate is four times the annual, or is 
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$4.00. Now return to my suggestion 
of 85%, as one near enough to 
actuarial result averages, as to be 
acceptable and the term rate for 
five years becomes $4.40. 

Again let us presume we do not 
question the fairness of the present 
five year premiums—as contrasted 
from the rate. If so, we divide $1.00 
plus four times eighty-five cents, or 
a total of $440 into $4.00, the 
present annual premium. 


Contents Rates 


By dividing 4.40% into 4.00% 
and carrying the answer to the third 
decimal point, I found that the $1.00 
of annual rate would be reduced to 
$.90909, and that rate plus four 
times 85% of that rate will bring 
the rate, and, therefore, the premium 
to the age old figure of $4.00. Now 
I remember just enough of my ex- 
perience on schedules to be aware 
that the complication comes—not 
with the building rates that are sus- 
ceptible to term rule, but to the fact 
that contents rates are developed 
from and beyond the building rate. 

Again presuming that the con- 
tents premiums, as presently charged 
are correct, on a loss experience and 
expense allowance basis, the rating 
experts would have to come up with 
a change in factors, in producing the 
present contents rate from a reduced 
building rate to keep present con- 
tents rates in balance with experi- 
ence. 

I have adequate faith and belief 
in our rate men to realize that the 
problem is easy from a mere actuar- 
ial and schedule change basis. How- 
ever, I realize, also, that the real 
trouble and expense would arise 
from the need to refigure and re- 
print multitudinous schedules, and 
reprint rate cards on a similar num- 
ber of risks. 

However, again I express my faith 
in the “know how” and the leader- 
ship of our present fire insurance 
executives. They can and should do 
it—and once in a half century the 
expense would seem to be justified. 
I suggest, furthermore, that it might 
be well to do it in a period of fire 
insurance company prosperity than 
to face the risk of making such a 
change in less prosperous days when 
a real clamor for some such change 
might be forced upon the industry. 
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... but no change in the friendly, dependable 
service you've known so many years 
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INSURANCE DEPARTMENT RULINGS 


fies New York and Illinois 
Insurance Departments have 
ruled that on all fire insurance term 
policies where premiums are payable 
in installments, premium writings 
should be reported in annual state- 
ments by including in “premiums 
written” the total premiums (in- 
cluding finance charges, if any) 
charged the assureds during the 
statement year. Future installments 
shall not be entered until the year 
in which such installments come due. 
The allowable asset for uncollected 
premiums will be limited to install- 
ment premiums due from the as- 
sureds (less commissions allowed 
thereon) not over ninety days due 
on the statement date. The unearned 
premium reserve as of the state- 
ment date should reflect the un- 
earned premium on the total of such 
amounts charged the assured, reg- 
istered and in force on the statement 
date. This ruling conforms with the 
action of the National Association 
of Insurance Commissioners at their 
annual meeting. 

New York and Ohio have followed 
the recent pattern of several other 
states in suspending filing require- 
ments for catastrophe fire insurance 
policies which meet certain criteria. 
A minimum uninsured retention of 
$100,000 for each loss is required. 


Both the plan of the Multiple 
Location Service Office and the so- 
called independent plan for rating 
multiple location fire risks have been 
rejected by the Louisiana Insurance 
Rating Commission on the grounds 
that neither is consistent. The Com- 
mission has indicated that it will 
reconsider its decision if a single 
nationwide plan is submitted. 

Commissioner Nelson of Minne- 
sota has approved the levy by the 
city of Duluth of a 2% tax on fire, 
lightning and sprinkler leakage 
premiums. M. H. Doyle, assistant 
attorney general of Michigan, has 
given as his opinion that the state’s 
automobile financial responsibility 
law is inapplicable where an accident 
occurs on private property. The 
Nebraska Department has adopted 
the nationwide definition of the 
insuring powers of marine and 
transportation underwriters. Full 
multiple line underwriting becomes 
permissible in Nebraska after Au- 
gust 27, 
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. ‘Tee ALERT AGENT who is equipped to make a complete 
survey, a detailed sale and to follow up with real service finds 
every automobile owner a ready prospect. Automobile Liability 
and Property Damage, in adequate amounts for example, 
are just two of the vital coverages more readily sold when 


the survey method is used. 


Agents of The American Insurance Group are securing 


excellent clients by doing a complete job of surveying, selling 
and servicing with the HARRY HAZARD Personal Survey 
Kit. They are selling Accounts of Insurance . . . not 


individual policies. 


a HARRY HAZARD 

mA ANG am BLUEPRINT OF 

(<5) vy PERSONAL PROTECTION 
Newark, New Jersey 


The American Insurance Co. Bankers Indemnity Insurance Co. The Columbia Fire Insurance Co. The Jersey Fire Underwriters 


THE OPEN SESAME 


ERY few men, if any, have 

ever utilized the maximum 

degree of their capacity in 
life and only a very small per cent 
in the selling profession. I believe 
that most salesmen get by on prac 
tically their minimum potential ca- 
pacity. A bureau in Washington 
some years back made a rather ex- 
tensive investigation and found that 
the average man utilized only about 
25% of his natural efficiency in earn- 


ing a living. 


Degree of Potential 


I like to compare a salesman’s 
potential to that of a battery. When 
it is run down and barely able to 
kick the engine over, it is getting 
by on its minimum potential—like 
too many salesmen do. When it is 
fully charged with its maximum hid 
den power, it is functioning at its 
maximum potential—like outstand 
ingly successful salesmen. Anything 
between these two conditions is a 
degree of potential of either battery 
or salesman. Since salesmen are not 
born but made, I firmly believe that 
any salesman who is getting by in 
the accident and health business on 
his own, thus having demonstrated 
his aptitude for selling accident and 
health insurance, can increase his 
earnings to any degree to which he is 
really determined. He can be a fully, 
or a partly, charged battery, or can 
become a dead one. It is certainly up 
to him. 

Thousands of salesmen and sales 
authorities, many of whom have 
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passed on, have furnished us with 
proven and tested sell- 
ing ideas, principles, and techniques 
that click. Now psychology tells 
why they click. They have given us— 
figuratively speaking—power tools, 
if we will but use them. Power tools 
that, if used correctly, could easily 
make a difference in our earnings of 
up to thousands of dollars a year. 


successful 


The skilled use of these power tools 
can change mediocre salesmen into 
star salesmen, comparable to a 
charged battery functioning at its 
maximum potential. The masterly 
use of enough of these principles, 
ideas, and techniques is, in my opin 
ion the magic Sesame—the open 
door—to a successful career in the 
accident and health profession. 

Much has been written on the es- 
sentials of successful salesmanship. 
There are books about 
mindedness, knowing your product, 
your competition, planning, time con- 
trol and quotas, developing the 
necessary qualities of personality, 
such as self-discipline, correct atti 
tude, enthusiasm, perseverance, self 
confidence, and the many other posi 
tive attributes. 

I believe that the 
important Open Doors to successful 
selling is to know what takes place 
in the prospect’s mind and causes 
him to buy. The prospect, in many 
cases, does not know why he buys, 
Even though the 


success- 


one of most 


but he does buy. 


prospect does not know why he buys, 
the salesman should know why he 
buys. The salesman should under- 
stand the prospect even though the 
prospect does not understand him- 
self. Many successful salesmen have 
attained this important understand- 
ing of others, possibly through intut- 
tion or experience. But the rest of 
us, to be most successful, must learn 
what motivates the prospect to buy 
and what decision he must, con 
sciously, or unconsciously, make be 
fore he buys. If we know these 
mental that must take 
place in the prospect’s mind, it is 
only reasonable to suppose that we 
can more effectively bring about the 
necessary decisions 


prt cesses 


Numerous Wants 


The great Texan, Sam Houston, 
soldier, statesman, governor, senator 
and president of the Republic of 
Texas, is reported to have said: 
‘““Man’s needs are few but his wants 
and desires are many.” He could 
say this authoritatively because, hav- 
ing lived with the Cherokee Indians, 
he learned how few, indeed, were 
man’s actual needs and as a politi 
cal representative of his white con 
stituents, he learned how numerous 
were their wants. 

Without these desires in man, the 
advancement of civilization would, 
doubtlessly, have been very much re 
tarded. Without these wants and 
desires, inborn in each of us, in 
addition to our actual needs; food, 
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Open Sesame—Continued 


shelter and clothing, the salesman’s 
field would also be very limited. 
Many of these desires are caused 
by unconscious urgings and since it 
is these unconscious desires and urg- 
ings that cause people to buy most 
of the things they do buy, aside from 
their actual needs, it behooves the 
ambitious salesman to learn what 
they are and how to appeal to them 
in order to make their prospect, as 
Elmer Wheeler so aptly puts it, 
“Thirsty or Hungry” for the com- 
modity you are selling. 


Four Basic Urges 


There are four basic unconscious 
urgings, that greatly influence human 
behavior ; desire for  self- 
preservation or life ; a desire for ade- 
quacy; romance and masculinity. 
From these four come many clas- 
sifications of human urgings and also 
the several buying motives to which 
science has taught salesmen to ap- 
peal, in making their sales. It is the 
appeal to these buying motives that 
brings about the necessary buying 
decisions that must be made by the 
prospect before he buys. 

One of the strongest buying mo- 
tives is a desire for gain. Most-in- 
tangibles are purchased because of 
the appeal to the prospect’s desires 
for profit or gain. The Brooklyn 
Bridge has been sold innumerable 


one’s 


times because of the sharper’s appeal 
to the victim’s desire for gain. 

Another very strong buying mo- 
tive is a desire for comfort. If you 
were to walk into a room in which 
there were several hard, straight- 
backed chairs and one soft, over- 
stuffed chair, which would you be 
most likely to select? Undoubtedly 
the most comfortable one. 

A desire for convenience is also 
a very powerful buying motive be- 
cause of a person’s desire to save 
time and energy. The appliance busi- 
ness in the United States has be- 
come one of the largest industries 
in the world because of this powerful 
buying motive. The coal stove and 
the old icebox did the job pretty 
well, but how many do you see in 
use today? We, today, like the com- 
fort and convenience of merely press- 
ing a button to have our meals pre- 
pared. 


Protection and Security 


Another impelling motive is the 
desire for protection and security. 
Under this buying motive, protec- 
tion, comes fear of loss. As an ex- 
ample: If you had been awake for 
forty-eight hours and had finally 
gone to bed, were just getting to 
sleep, and one of your neighbors 
called you up and said, “John, come 
over right now, I know where we 
can make $25,” you would probably 
slam the receiver in his ear. But let’s 
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assume that under similar circum- 
stances your neighbor called you up 
and said: “John, there is someone 
in your garage! It looks as though 
they are stealing your lawnmower, 
or your spare tire!” Your immedi- 
ate reaction would be to jump up, 
grab your pants, and run out to 
protect what is yours; indicating 
that fear of loss is a more impelling 
buying motive than a desire to gain. 
This explains why backing the am- 
bulance, or hearse, up to the door, 
is so effective in selling accident 
and health insurance. 

People buy a good many things to 
satisfy their pride. This buying mo- 
tive reverts directly to a desire for 
adequacy. People like to feel im- 
portant—to be recognized—to have 
their self-approval and the approval 
of others. Therefore, if, as a sales- 
man—you want to make a friend 
ask the opinion or advice of your 
prospect—this makes him feel im- 
portant. 

Another buying motive is the de- 
sire for satisfaction of affection; the 
desire to express love and 
affection in a concrete way by pro- 
viding for their comfort, welfare 
and happiness and by protecting 
them and providing them with se- 
curity. 


one’s 


Impediment to Buying 


People are impelled to buy be- 
cause of the appeal to one, or more, 
of these buying motives. However, 
they are impeded from buying by 
their inability to make up their 
minds to buy. There is a definite, 
pre-determined, mental process that 
the prospect must undergo before 
he purchases even so much as a 
postage stamp. As an example: You 
would not think of buying a new hat 
unless you felt a need for it. There 
may be numerous reasons why you 
feel you need a new hat. You may 
feel you need it as a protection 
against the sun, rain and snow, or 
even to cover up a bald spot, or to 
please or impress a member of the 
fairer sex, or you buy the hat to go 
with a new suit you recently pur 
chased ; but, before you buy the hat. 
you must first of all recognize a need 
for it. 

The second decision that you must 
unconsciously make before you pur 
chase a hat is: Does the hat you are 
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looking at serve the purpose? When 
you have found a hat that is the 
right color, style, size and fabric, 
you will make this decision. After 
you have found the hat that you con- 
clude serves the purpose best, the 
next decision you must make is 
whether or not it is a good hat. 
Proof of reliability. Of course, if 
you are looking at a nationally ad- 
vertised brand, such as an Adam, or 
a Stetson, you accept these names 
as proof of reliability. However, 
if you are looking at a hat that you 
have never heard of before, you may 
be a little skeptical as to the proof 
of reliability. If you are dealing 
with a haberdasher in whom you 
have confidence and if there is no 
question in your mind but what he 
will stand behind the hat, you will 
accept this as proof of reliability; 
otherwise you would prefer a na- 
tionally advertised brand. 

The fourth decision you must 
make is: Is the hat worth the price 
asked? Is the cost comparable to 
that of other hats of like quality? 
If the price is within reason, and if 
the previous three decisions have 
been made, this is a minor decision 
to make. 

You are now ready for the last 
decision: When to buy. Should you 
buy now, or wait until payday? It 
is not necessary that these decisions 
be gained in any particular order, 
but before a sale can be closed, they 
must all be made. 


Only One Step 


We who are engaged in the acci- 
dent and health industry are engaged 
in selling the easiest commodity in 
the world to sell. In selling any 
other commodity, a salesman spends 
a great deal of his time creating 
recognition for the need of his com- 
modity and when this is accom- 
plished, he then spends the re- 
mainder of his time dealing with the 
other necessary buying decisions, 
and he must gain each and every 
one of these decisions before closing 
his sale. We, who are engaged in 
the insurance business, deal essen- 
tially with only one of these five 
buying steps. Insurance men need 
not dwell upon the need to the ex- 
tent salesmen for other commodities 
do, because we know that every 
mature adult is seeking financial se- 
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“ Jah. 
SIGNIFICANT TO ALL— 
VITAL TO SOME... 


NEW YORK 
COLUMBIA 
MEMPHIS 

LOS ANGELES 
HOUSTON 
RALEIGH 
MONTGOMERY 
JACKSON 
DALLAS 


From infancy, when our first years are spent vir- 
tually living in a world of cotton, through the 
adult years, cotton plays an important role in the 
lives of all of us. As feed for our livestock, as 
fabric of every description, cotton is a product 
basic in our economy. 

Never is this significance more clearly demon- 
strated than during those periods when our na- 
tion is engaged in war. COTTON is vital to our 
defenses—not only as warm clothing and soft 


bandages, but as the base for smokeless powder, 
essential plastics, and many chemicals. 

The protection of this vital crop from various 
perils is the job of the Cotton Insurance Associa- 
tion, its member companies, and their agents. 


, COTTON-The fibers of peace; the sinews of war. 


™ COTTON INSURANCE ASSOCIATION 


ATLANTA 


curity for himself and his loved ones. 
For years insurance companies have 
spent millions and millions of dol- 
lars in educating the populace. Even 
the Government is helping in this 
educational process with mediums 
like Social Security, the March of 
Dimes, and G. I. insurance. Yes, 
even the threat of socialized medi- 
cine has contributed to the education 
which makes every American, who 
has any sense of his responsibility, 
recognize the need of protection and 


GEORGIA 


security through insurance. We 
must, however, analyze his problems 
to learn his basic needs, and concen 
trate on filling them 

Consequently, we do not have to 
create a need, we need only talk 
about taking care of the need that 
already is dormant in the prospect's 
mind, by explaining, and proving 
the benefits and advantages of our 
policy. And, the remarkable thing 
about it is, that as we take care of 


(Continued on page 82) 
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ASSISTANCE! 


@ For many years—since the 

company’s founding in 1926—direct mail 

has been the fundamental advertising medium for AMICO 
representatives. Self-mailers, postcards, promotion 

and processed letters are combined to provide a year-’round 
campaign on various Coverages. 

Before any direct mail letter is incorporated with the 
direct mail kit, it is road-tested against other letters on the 
same coverage. The tests determine the most effective 
headline, copy approach and enclosures. 

The successful letters are then put to work to help 


AMICO representatives’ production. 
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Direct Mai 


HERE are a number of 
things about direct mail that 
are misunderstood—and these 
misunderstandings are a real prob- 
lem among those responsible for 
sales. They are serious because all 
too often the lack of understanding, 
and lack of appreciation of direct 
advertising, is most rife and ram- 
pant at top levels, where policy de- 
cisions are made. It is essential that 
top management understand this 
medium, and its real potentials, so 
that they will be quick to approve, 
or even recommend, its use. A pres- 
ident, or a vice president, by a single 
pronouncement of opinion, can com- 
pletely knock the props out from 
under a well-laid sales promotion 
program, simply because he doesn’t 
have any informed idea of what di- 
rect advertising is really designed 
to accomplish. 

Here’s a particular case where 
misunderstanding of the medium was 
applied, with damaging effect. A 
corporation head wanted to cancel a 
50,000 mailing to a particularly spe- 
cialized group because, as he put it, 
“everyone knows these people get 
more mail than anybody.” He sim- 
ply ignored the fact that the people 
on his mailing list were known pros- 
pects of high purchasing power, and 
with an exceptional potential for 
continuing, repeat use of the product 
he had to sell. 


The misunderstanding is plain. 
This executive made a basic mistake 
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LEONARD J. RAYMOND 
President Dickie-Raymond, Inc. 


in failing to recognize or appreciate 
the role of direct mail as a medium 
of selling and promotion to selective 
known markets. As a matter of 
fact, this is all that direct mail is 
designed to do. He regards direct 
mail and publication advertising as 
fulfilling comparable functions, as 
competing in the same job, which is 
not the case at all. He fails to see 
that properly prepared direct adver- 
tising gives guaranteed preferred 
readership in his most important 
markets—a readership that can be 
proved by replies and results re- 
ceived. He misses the point that the 
reason some people do get more mail 
than anybody is the fact that they 
are better prospects for more things 
than most people, and that they are 
more mail-responsive. He overlooks 
the high percentage of reading that 
direct advertising gets—he just 
doesn’t seem to realize that repeated 
direct mail contacts can build last- 
ing loyalty among people with the 
bigyrest potential as friends and cus- 
tomers of his business. 


Selective Selling 


I’m not against any form of space 
advertising—far from it. But I am 
against executives who pit space 
against direct mail, without recog- 
nizing, or knowing, the strengths of 


both media. A lead editorial in 
Printers’ Ink made the point that 
no one can write an ad for a publi- 
cation that will have 100% appeal, 
or that will find all readers pros- 
pects. The editorial went on to say 
that many products can’t have an 
appeal to more than 10% of a par- 
ticular publication’s audience—yet 
that 10% can offer a highly profit- 
able market. Direct mail comes in 
on the act at this point, because this 
medium pre-selects the 10% market, 
and concentrates all its sales fire 
right where the sales prospects are 
best. The audience is specialized, the 
appeals are specialized to that audi- 
ence—that’s why results from direct 
advertising can be so good. And 
that’s why direct mail can be such a 
productive aid for sales. 

Many executives have learned 
what direct advertising and direct 
mail can do for their businesses. A 
client of ours has used direct mail 
to convert cold calls averaging $24.50 
in merchandise sold, into nicely 
warmed calls averaging $51 because 
the prospect has already self-selected 
himself by expressing an interest, 
via response to direct mail, in the 
product offered. 

Experimentation in mail tech- 
niques builds knowledge. When we 
encounter a company which has fallen 
into using self-mailer broadsides in 
mailings to an executive market, to 
sell a product involving policy and 
a rather high investment, it is not 

(Continued on the next page) 
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Direct Mail—Continued 

too difficult to prove that envelope 
enclosed mailings, incorporating a 
letter, will be sure to bring better 
results. This is an example of the 
rules that can be learned from ex- 
perience and that can be applied 
generally—providing the circum- 
stances of the sales problem are es- 
sentially the same. Yet it is aston- 
ishing to see the money that is 
wasted on direct mail material that 
form, wrong in ap- 
proach and selling argument, for one 
reason or another predestined to 
failure. 


is wrong in 


The experienced direct mail spe- 
cialist recognizes a very important 
thing. With a few exceptions, direct 
mail material incorporating a reply 
feature can be designed and written 
to produce any desired result, within 
reasonable limits. To be more spe- 
cific, if a high volume of replies, or 
leads, is desired, these can be ob- 
tained—by a low-pressure approach. 
If, on the other hand, a few selected 
highly-qualified leads is the objec- 
tive, then the mailing can be planned 
to accomplish this result. In any 


case, judgment on the effectiveness 
of direct mail cannot be achieved 
without full understanding of the 
basic objectives of the promotion in 
the first place. One-half of one per- 
cent reply can be successful promo- 
tion for some  propositions—for 
others, 10% can be a failure. Only 
by weighing all these things can a 
reliable conclusion be reached. 


Follow Up Leads 


Let's consider further the use of 
direct advertising to increase the 
productivity of salesmen. Previously 
I mentioned how sales from cold calls 
averaged $24.50 while sales from 
direct mail leads went up to $51. 
Still more can be done when leads 
are followed up promptly. Two or 
three basic principles enter in. 
First, when you get an inquiry, set 
yourself up to answer it immedi- 
ately—that is, to dispatch the in- 
formation or literature requested 
within two or three days at the 
latest. 

While it might be much better to 
use personalized processed letters in 
response to both magazine and direct 
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mail leads, I think that speed in 
reply is the first requisite. I re- 
cently ran into a situation where an 
industrial firm was answering their 
own inquiries and attempting to fill 
in personalized letters. Sometimes 
the load was so great that inquiry 
fulfillment was ten day to two weeks 
behind. 

When someone inquires about a 
product, the main thing he is inter- 
ested in is getting the information— 
and if you can’t do it any other way 
than by just putting in a printed slip 
or a processed letter with no fill-in, 
do it that way—get the material 
out—but quick! 


Speed Is Essential 


Then, have the salesman’s call 
follow-up the receipt of literature 
just as quickly as possible. One 
company analyzed a recent direct 
mail campaign and totaled up the 
number of leads received and the 
total dollar volume of business done. 
This showed an average value per 
lead of $45. But, when the leads 
were followed up promptly by per- 
sonal calls—say within a week or ten 
days at the most—the dollar value 
per lead actually went up to over 
$100 because the prospect was con- 
tacted while his interest was still hot 
and while he was still in a buying 
mood. A quick follow-up skims the 
top cream of leads received, closes a 
higher percentage of them, and the 
earlier the follow-up, the richer the 
cream. 


Repeated Call-Back 


There is also a corollary to this, 
and that is, that repeated call-backs, 
even long after the initial inquiry, 
pay big dividends. This is shown by 
the experience of the same company 
cited above. After making quick 
calls and securing a dollar value in 
sales of over $100 per inquiry, this 
company then required its salesmen 
to continue calling back at intervals 
up to a period of eighteen months. 
Just because the top cream has been 
skimmed, doesn’t mean that there 
isn’t still plenty of cream left which 
amounts to substantial dollar sales 
totals. 

Both prompt follow-up and con- 
tinued call-backs pay off in a big 
way. 
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Markel motor carrier coverage— 
ME HE RR 


safety sells it—service makes it pay 


BUT YOU HAVE NO SERVICE HEADACHES, 
THANKS TO MARKEL-MEN LIKE NORMAN BERGENTHAL 


His job is talking about safety to the ‘show me” over-the-road truck and 
bus drivers. He is skilled in the rules of the road, knows the people, the 
language, the problems, the solutions . . . and he is kept right up to the 
minute by Markel research. Result? Drivers listen to — and heed — Markel 
safety men — and Markel assureds enjoy a lower accident rate (17% 
below the national average) — with corresponding savings on premiums 
through improved loss experience. 


This is Markel service in action. Successful agents make Markel the greatest company of its kind 
in the world. Our agents are successful because Markel-Men 
panprienater. like Norman Bergenthal and hundreds of other safety engi- 
Markel service is highly saleable! neers like him do a complete service job. MARKEL AGENTS 
You close more often ! HAVE NO SERVICE HEADACHES! They spend their time on 
, profit-making production! Markel Service offers you a source of 
untapped profits in bus and truck insurance, if you are an alert 
career agent with an eye to the future. Write for details. 


It pays off for Markel agents because 


MARKEL AGENTS OFFER TO THEIR PROSPECTS MARKEL AGENTS HAVE AVAILABLE TO THEM 
© 24-HOUR ENGINEERING SERVICE © DAY AND NIGHT CLAIM A 10 POINT TESTED SALES AND PROMOTION PLAN 
ALONG INSURED S ROUTES SERVICE PLUS THE SERVICES OF 36 REGIONAL OFFICES. 
Effective accident-prevention program at no cost to insured, including MAIL COUPON NOW—YOU NEED NOT BE A SPECIALIST. 
© SAFETY MEETINGS FOR © LOWER PREMIUMS BASED ON 
DRIVER PERSONNEL LOSS EXPERIENCE : . 
RESEARCH PROGRAM ON © MECHANICAL INSPECTION OF Markel Service, Inc., Richmond, Va., Dept. BIN-8 
SAFETY METHODS AND ROLLING STOCK GENTLEMEN: Please send me complete details or Markel Service. 
DEVICES @ HIGHWAY DRIVER-CHECKS BY | am interested in selling this coverage. 
NON-PROFIT WASHINGTON EXCLUSIVE CAMERA-EQUIPPED 
BUREAU FOR ASSURED S USE PATROL CARS 
AWARD SYSTEM FOR SAFE © TRAFFIC-HAZARD REPORT 
DRIVERS SERVICE 
NO RISK TOO SMALI—FLEET SIZE OR SINGLE UNIT OPERATION 


NAME 





ADDRESS 





ae sa es 


me RA MARKEL SERVICE INC. 


ook for this symbol! of sofety Exclusive Underwriters for the American Fidelity & Casvelty Company, Inc., 
on America’s trucks & buses the largest stock company in the world specializing in motor carrier coverages. 











In their French blue uniforms 
trimmed with silver lace and but- 
tons the dashing Natchez Fencibles 
melted maidens’ hearts. John An- 
thony Quitman, organizer and 
leader of this volunteer company, 
won the hand of a wealthy Natchez 
belle who gossip said had rejected 
fifty other suitors. Lest he be con- 
sidered a fortune hunter, in the mar- 
riage contract the youthful lawyer 
waived all claim to his wife’s estate 
if she died childless. 

Quitman, a native of New York 
State, had fulfilled an early ambition 
to live in the South by settling in 
Natchez where, as a young man, he 
rose rapidly in the legal profession 
and achieved eminence in politics. 
Monmouth, which has been de- 


The Home, through its agents and 
brokers, is America’s leading 
insurance protector of American homes 


“4 MAN’S HOUSE” 


scribed as “a man’s house,” had a 
sturdy, simple style of architecture 
befitting his character. It was ac- 
quired by Quitman in 

1826 and had been built * 

a few years earlier by 

John Hankinson, an- 

other New Yorker, 

whose tenancy was brief 

and tragic. Out of kind- 

ness, Hankinson and his 

wife sheltered an ailing 

man whose malady, yel- 

low fever, was fatal to 

all three. 

Quitman’s interest in military 
affairs began when he led and per- 
sonally defrayed the expenses of an 
expedition to assist the Texans in 
their struggle for freedom. During 


C(fasurance 


and the homes of American industry. 


the Mexican War he was appointed 
major-general in recognition of his 
bravery at the battle of Monterey. 
In the bitter fighting that took place 
before Mexico City was captured, he 
fastened his red silk handkerchief to 
a rifle and, waving it aloft, urged on 
the assault. Next day, with the rim 
of his hat shot away and with only 
one shoe, Quitman led his troops 
into the city. 

In 1849 Quitman was elected Gov- 
ernor of Mississippi and at his in- 
auguration white-gowned women 
threw flowers before him and sang 
“Hail to the Chief.” He was begin- 
ning his second term as Congress- 


man when his health failed and he 
died at Monmouth in 1858. This 
lovely dwelling which was his home 
for thirty-two years is still privately 
owned, 


* THE HOME* 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
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° MARINE 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 
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Liability Insurance—An insurer Who 
Pays a Judgment Against Its Insured 
Under a Loan Agreement Is the Real 
Party in Interest for Purposes of a 
Suit Against a Primary Tort Feasor 


Cleveland Paint & Color Co., vs 
Bauer Mfqa. Co., (1951 Ohio) 97 
N.E. 2d 545. 


The insured was a retailer who 
sold a ladder to a painter. The 
ladder had been purchased by the 
insured from a manufacturer. While 
being used by the painter, a rung 
of the ladder broke resulting in the 
painter sustaining severe injury. He 
instituted suit against the insured 
for damages. The defense of this 
suit was tendered to the manufac- 
turer but the tender was declined. 
A substantial judgment 
tained against the insured. 

The insurer paid the judgment 
and at the same time obtained from 
the assured a receipt in which it 
was recited that the sum paid by 
the insurer to satisfy the judgment 
was a loan by the insurer to the 
insured, which loan was repayable 
only to the extent of any net re- 
covery the insured might obtain 
from the manufacturer of the ladder. 

Thereafter, suit was instituted 
against the manufacturer in the 
name of the insured. Among other 
defenses set forth in the answer 
of the defendant was the existence 
of the loan agreement and that the 
real party in interest was the insurer 
and not the insured. A demurrer 
was filed to this defense which de- 
murrer was overruled by the trial 
court. On appeal to the Supreme 
Court of Ohio the ruling of the trial 
court was affirmed. Said the court: 

“It is the view of this court that, 
in the instant case, under the facts 
conceded by the demurrer the 

‘loan agreement’ is a pure fiction ; 


was ob- 
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that, under Section 11241, Gen- 
eral Code, providing that ‘an 
action must be prosecuted in the 
name of the real party in interest,’ 
the insurer was a necessary party ; 
and that, under Section 11256, 
General Code, providing that 
‘parties who are united in interest 
must be joined, as plaintiffs or 
defendant,’ the plaintiff and its 
insurer were united in interest and 
required to be joined as parties 
plaintiff or defendant.” 


Liability Insurance — Coverage Pro- 

vided by a Liability Policy Held to 

Be on a Pro Rata Basis with That of 
an Automobile Policy 


Re ed 


z Co., 
(19 


's. Pacific Indemnity 
50 Calif.) 225 P.2d 255. 


The Reed Meat Packing Com- 
pany, doing business in California, 
carried a comprehensive _ liability 
policy with the Pacific Indemnity 
Company, with limits of $50,000 and 
$100,000 for personal injuries and 
$5,000 for property damage. At the 
time of the issuance of the policy 
the insured was required to pay a 
deposit premium, and the policy pro- 
vided for periodical audits by Pacific 
to ascertain any increase in hazards 
in the insured’s operations, which 
audits looked to an additional pre- 
mium. One of the hazards covered 
by the policy, and included in the 
rates used in determining the amount 
of the deposit premium, was the 
coverage of automobiles. 

The policy required the insured 
to maintain records of data neces- 
sary for premium computation with 
respect to each hazard. It did not 
require the insured to notify Pacific 
of a hazard change. Its sole duty 
was the maintenance of hazard 
records for audits by Pacific. 


While the policy was in effect the 
insured purchased a Chevrolet truck, 
which fact was promptly entered in 
the records kept by the insured for 
the automobile hazard. At the same 
time the insured also procured a 
policy of automobile liability insur- 
ance from the London & Lancashire 
Indemnity Company of America. 
This policy contained the same 
coverage limits as did Pacific’s, 
namely, $50,000 and $100,000 for 
bodily injuries, and $5,000 for prop- 
erty damage. 

Both policies contained “other in 
surance” provisions which were, to 
the following extent, identical: 


“If the insured has other insur- 
ance on a loss covered by this 
policy, the company shall not be 
liable under this policy for a 
greater proportion of such loss 
than the applicable limit of lia- 
ability stated in the declaration 
bears to the total applicable limit 
of liability of all valid and col- 
lectible insurance against such 


“ee 
loss ; . 


Pacific’s policy, however, 
tained the following proviso: 


con- 


“provided, however, that the in- 
surance under this policy shall be 


excess insurance with respect 
* * * (2) to loss against which 
the named insured has other in- 
surance disclosed to‘the company 
as in effect on the effective date 
of this policy and upon the basis 
of which the premium for the 
insurance under this policy is 
modified but in such event the 
insurance under this policy shall 
apply only in the amount of which 
the applicable limit of liability 
stated in the declaration exceeds 
the applicable limit of liability of 
such other insurance.” 
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The Judge Says—Continued 


Phe Chevrolet truck, while being 
driven by an employee of the insured 
and on the business of the insured, 
became involved in an accident in 
which six other automobiles were 
damaged and ten persons sustained 
bodily injuries. No audit had been 
made by Pacific prior to the happen 
ing of the accident and no chang: 
had been made in the premium. As 
i result of the accident several law 
suits were filed against the insured 
for damages in a total in excess of 
the limits of both policies. Pacific 
denied liability because of an alleged 
delay in receiving notice of the ac 
cident. It also claimed that even if 
it were liable Its coverage was 
secondary to that of the automobil 
policy issued by London 

In a declaratory judgment action 
instituted by the insured to deter 
mine the lability of acific, both 
issues were resolved against Pacific 
It was held that the insured had not 
breached the notice provisions of 
the policy, and, further, that the 
coverage of Pacific was on a pro 
rata basis with that of London. The 
holding of the Court on the latter 
issue can best be set forth by quot 
ing the following language from the 
opinion : 

“We believe that a reasonable 
construction of said proviso is that 
unless and until the premium for 
the comprehensive policy is modi 
fied on the basis of the other in 
surance, the coverage under the 
comprehensive policy remains pro 
rata insurance. There is no pro 
vision in appellant's policy which 
required respondents to notify 
ippellant of the issuance of the 
London policy, but respondents 
had a right to secure a separate 
and additional policy when they 
purchased the Chevrolet truck 
and there was no reason for them 
to notify appellant unless they 
wished to have the premium modi 
fied. If apy* llant had exercised its 
right to audit respondents’ books 
ind had learned of the London 
policy and had, prior to the ac 
cident, modined the premiums on 
the basis of said policy, it could 
then be held that under said 
proviso of Condition 13 
its policy the coverage 
Chevrolet truck was excess 


surance.” 
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CALVIN N. SOUTHER, Wilbur, Beckett, 


Oppenheimer, Mautz and Souther 


TAK 


reac hed in 


HE 


last month's article in regard 


conclusions 


to ordinary fire insurance 
should apply with equal force to de 
preciation insurance. The main dit 
ference between depreciation insut 
mice and ordinary fire insurance is 
that the insured receives more un 
der the depreciation insurance. An 
ordinary fire insurance policy speci 
fies the payment of actual cash value 
which has been interpreted to mean 
reproduction cost less depreciation 
Depreciation insurance makes up the 
difference between the reproduction 
cost less depreciation and the repro 
duction cost. Since the insured re 
ceives more under the depreciation 
policy, the likelihood of gain is in 
creased and consequently the prob 
lems in regard to the treatment of 
gain are magnified. 

Regardless of the type of fire or 
casualty the tax 
quences may definitely be affected 


insurance conse 
when the insurer resists the claim 
of the insured under the policy. For 
example suppose X’s building was 
destroyed by fire in 1949. The build 
ing is covered by insurance but the 
insurance company resists the claim 
under the policy. As a result of lit 
gation or compromise the insurance 
company makes payment under the 
policy in 1950. Is the loss in excess 
of the insurance proceeds deductible 
by X in 1950 rather than 1949, or is 
the loss completely deductible im 
1949 and the insurance proceeds 
treated as taxable income in 1950? 
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EDITOR'S NOTE 


Last month Mr. Souther considered 
the potential tax problems arising 
from the settlement of a loss under 
an ordinary fire insurance policy. In 
this, the concluding installment of his 
article, he deals with the same prob- 
lems as related to depreciation and 
business interruption insurance. 


Lhe are not too clear on the 
question but seem to hold that the 
oss is not deductible until 1950 on 
the ground that it is not until then 
that the extent of the loss is deter 


mined, the extent of the loss being 


Cases 


the difference between the actual loss 
and the insurance proceeds recov 
ered. On the other hand the Com 
missioner has argued that the total 
loss is deductible in 1949 and the re 
covery treated as income in 1950 
The Commissioner will take which 
ever view results in the 

When the insurer resists 


under the policy the insured may be 


most tax 


recovery 


faced with some difficult tax prob 


lems 


Business Interruption Insurance 


\ Additional tax problems are cre 
ated by use and occupancy or busi 
ness interruption insurance. Such 
insurance may be divided into two 
main categories for the purpose of 
the 


In one 


analyzing tax consequences 
is use and 
occupancy the 
actual loss of net profit from a busi 


ness prevented by the destruction of 


thereof category 


insurance imsuring 


INSURAN 


Inuldings, machinery or equipment 
and paying fixed charges and ex 
penses which necessarily continue 
during a total or partial suspension 
\lso in this category is use and oc 
cupancy insurance covering gross 
earnings rather than net profit. In 
the other category 1s use and occu 
pancy insurance which pays a fixed 
per diem rather than net profit or 
vYTOss 


rhe 


both policies are payable for the same 


earnings sums under 


reason, 1.e.—an interruption of busi 
ness due to the destruction in whole 
or part of buildings, machinery or 
equipment by fire or whatever other 
casualties may be specified in the 
policies. 

that X 


carries use and occupancy insurance 


lirst we will assume 
in the first category which insurance 
is in addition to the $50,000 of insur 
ance on his building. The building is 
completely destroyed by fire and X 
collects $25,000 under the use and 
insuring the net 
profits or gross earnings. In addi 
tion X also collects the $50,000 in 
Is the $25,- 


occupancy policy 


ordinary fire insurance. 
OO0 received under the use and occu 
policy treated in the 
manner as the $50,000 in ordinary 
fire insurance so that the $25,000 


pancy same 


from the use and occupancy policy 
may qualify under Sec. 112(f) if the 
building is replaced and so that the 

$25,000 is taxed as a capital gain 
Since the $25,000 was received un 
der a use and occupancy policy which 
{Cc nt nued r the 
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in effect specifically states that it is 
a substitute for net profit or for 
gross earnings, it is not surprising 
that the Commissioner of Internal 
Revenue and the Courts have held 
that the proceeds so received shall be 
taxed in the same manner as the in- 
come for which the proceeds are sub- 
stitutes, which means that the $25,- 
000 is taxed as ordinary income and 
cannot qualify under Sec. 112(f). 
Such is the holding in the case of 
International Boiler Works Co. 3 
B.T.A. 283 (1926) wherein it is 
stated : 

“The insurance is expressly 
stated in the policy to be against 
the loss of net profits on business 
prevented. Such profits, had they 
not been lost, unquestionably 
would have been gross income, 
and there is no reason why an 
amount received in substitution 
for net profits should be any more 
excluded from tax than if received 
directly in the conduct of the busi- 
ness. But the taxpayer presents 
the argument that the right to earn 
profits is a property right, and that 
the insurance proceeds were only 
the pecuniary conversion of this 
property right, which, like other 
property, is not taxable except as 
it comes in from capital or labor 
or both combined. The argument 
is too attenuated to merit lengthy 
discussion. All that is responsible 
for earnings, such, for example, 
as the hand and brain of man, is 
not capital under the statute. We 
therefore hold that the amount of 
$7,500.02 was correctly treated by 
the Commissioner as gross income 
within the taxable year.” 


A Similar Conclusion 


\ similar conclusion was reached 
by the Federal Circuit Court which 
held as follows in Miller v. Hocking 
Glass Co. (C.C.A. 6th 1935) 80 F. 
2d 436: 

“The insurers agreed to be li- 
able for the actual loss sustained 
‘consisting of net profits’ measured 
by the profits of the preceding 
year. The purpose expressly 
stated was to insure anticipated 
earnings which might be inter- 
rupted by the destruction of the 
plant, earnings to arise out of ‘the 
business which is thereby pre- 


vented.’ So regarded, the sum re- 
ceived was taxable income within 
the broad provision of section 
213(a) of the Revenue Act of 
1924, 43 Stat. 267, title 26 sec. 
954 (a) [now sec. 22(a)], U.S.C. 
(now 26 U.S.C.A. secs. 22(a), 42 
and note). The use to which the 
appellee put these particular insur- 
ance proceeds does not affect the 
question. If income is taxable, the 
manner in which it is expended 
does not relieve the owner thereof 
from the tax. 

“The policies offered the usual 
business interruption insurance, 
which might better be termed 
earnings insurance. Under such 
a policy the insured is protected 
in the earnings which it would 
have enjoyed had there been no 
interruption of business. Hartford 
Fire Ins. Co. v. Wilson & Toomer 
Fertilizer Co., 4 F. (2d) 835, 837 
(C.C.A. 5); Hutchings v. Cale- 
donian Ins. Co. of Scotland (D.C.) 
52 F. (2d) 744; Fidelity-Phenix 
Fire Ins. Co. of New York v. Ben- 
edict Coal Corporation, 64 F. (2d) 
347, 352 (C.C.A. 4). 

“If appellee’s buildings had not 
been destroyed in the ordinary 
course of business, earnings would 
have been realized which, after the 
deduction of fixed charges, would 
have been taxable as net income. 
When the plant was destroyed, by 
virtue of the policies appellee re- 
ceived the sum in lieu of earnings. 
This constituted taxable income, 
and section 203 (b) (5) of the 
Revenue Act of 1924 [now Sec. 
112(f)] has no application. 

This case is followed in the recent 
case of Massillon-Cleveland- Akron 
Sign Co., 15 T.C. 8 5 (1950). The 
case of Oppenheim’s Inc. v. Kav- 
anagh (D.C. Mich. 1950) 90 F. 
Supp. 107 holds that use and occu- 
pancy or business interruption in- 
surance insuring against reduction 
of a gross earning is treated for tax 
purposes the same as “net profit” 
use and occupancy insurance. 


The Insured's Position 


Suppose X takes his $75,000 in 
insurance proceeds ($50,000 from 
the ordinary fire insurance plus the 
$25,000 from the net profit or gross 
earnings use and occupancy policy) 
and uses it all in the erection of a 
new building. If X makes payments 





for the erection of the new building 
in accordance with the provisions of 
Sec. 112(f), he has no recognized 
gain in respect of the $50,000 from 
the ordinary fire insurance since rec- 
ognition of this is precluded by Sec. 
112(f). The $25,000 from the use 
and occupancy policy, however, can- 
not qualify under Sec. 112(f) so X 
has $25,000 of income taxable at 
ordinary rates. X’s tax basis for the 
new building will be $45,000 which 
is the $20,000 basis of the old build- 
ing plus the $25,000 in use and occu- 
pancy proceeds taxed at ordinary in- 
come rates. If X avoids Sec. 112(f), 
he has a capital gain of $30,000 un- 
der the ordinary fire insurance plus 
ordinary income in the sum of $25,- 
O00. 


Suppose X received the $25,000 
in use and occupancy insurance un- 
der a policy in the second category 
which pays a flat per diem rather 
than insuring net profits or gross 
earnings. Under such a policy the 
$25,000 is treated as additional fire 
insurance rather than as a substi- 
tute for profits or gross earnings. 
Such is the holding of several Tax 
Court cases in which the Commis- 
sioner has acquiesced. In the case 
of Williams Furniture Corporation, 
45 B.T.A. 928 (1941) the court re- 
views as follows the distinction be- 
tween the tax consequences of the 
two types of use and occupancy in- 
surance: 


“It seems to be well settled that, 
if under the terms of a use and 
occupancy insurance contract the 
taxpayer is insured against actual 
loss sustained of net profits in the 
business, then it is true that the 
proceeds received under such a 
policy are not proceeds of an in- 
voluntary conversion, but are in- 
come in the same manner that the 
profits for which they are substi- 
tuted would have been. /nterna- 
tional Boiler Works Co. 3 B.T.A. 
283; Miller v. Hocking Glass Cc., 
80 Fed. (2d) 436; certiorari de 
nied, 298 U.S. 659. If, however, 
the contract of insurance does not 
insure against the loss of net 
profits, but is a contract to pay the 
insured a flat per diem allowance 
for the loss of the use and occu- 
pancy of the property destroyed 
by fire, measured from the date 
of the occurrence of the fire to the 
time when the destroyed property 
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Income Tax—Continued 
can, with ordinary diligence, be re 
placed and operations resumed, 
then upon receipt of the proceeds 
under such 
loss should be recognized, provid 


a policy no gain or 


ing the proceeds are expended in 
the acquisition of other property 
similar or related in service or use 
to the property destroyed. Pied 
mont-Mt. Airy Guano Co., 3 
B.T.A. 1009; Flaxlinum Insulat 
ing Co., 5 B.T.A. 676 
* * * x * 

“For the purposes of the appli 
cation of section 112(f), supra, 
we know of no valid reason why 
proceeds from use and occupancy 
policies of the type here involved 
should be treated any differently 
than the from the 
straight fire 


] Tocee( l Ss 


insurance policies. 


We think the evidence clearly 
hows that petitioner’s plant (as 
a result of the tire) was involun 
converted nto 


proceeds 


tarily money, 


namely, from straight 
fire insurance and proceeds from 
use and occupancy insurance, and 
that this money was forthwith in 
good faith expended in the acqui 
sition of other property similar or 
related in service or use to the 
All of the 
money thus received was so ex 
We, therefore, hold that 
supfa, me 


pre yperty so converted 


pended 
under section 112(f), 
gain or loss should be recognized 
upon the receipt: of the proceeds 
of the use and occupancy insur 
ance in the amount of $120,000 
Piedmont-Mt. Air) 


supra, Flaxlinum Insulating Co 


Guano Co 


supra.” 
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The Williams Furniture case and the 
cases therein cited dealt with Sec 
112(f) and no case has directly de 
cided the question under Sec. 117(j) 
but if there is an involuntary con 
version of property within the mean 
112(f), there should also 
within the 
117(j) which em- 


Ing of Sec 
be such a conversion 
meaning of Sec 
ploys similar phraseology. Conse 
quently the $25,000 received from 
the per diem use and occupancy pol 
1C\ should be entitled to the favorable 
capital gain treatment 

Suppose X takes the $75,000 in 
insurance proceeds ($50,000 in ordi 
nary hire imsurance plus $25,000 in 
flat per diem use and occupancy in 
surance) and expends it in the erec 
tion of a new building. If he com 
plies with the provisions of Se 
112(f), there is no taxable gain and 
the tax basis of the new building is 
$20,000. If X avoids Sec. 112(f), 
he has a capital gain of $55,000 and 
a tax basis for the building of $75, 
O00, 


Past and Anticipated Profits 


It may be a little difficult to com 
prehend why there should be such a 
marked difference between the tax 
consequences of insurance proceeds 
received under a net profit or gross 
earnings use and occupancy policy 
and proceeds received under a flat 
per diem use and occupancy policy, 
especially in view of the fact that the 
flat per diem specified in the per 
diem use and occupancy policy may 
be based upon the past earnings and 
future anticipated earnings of the 
company together with estimated 
fixed charges that will continue in 
the event of a business interruption. 
If the flat per diem is solely an esti 
mate of daily net profit plus continu 
ing fixed charges, the per diem use 
and occupancy policy is merely a 
variation of a net income or gross re 
ceipts policy. So far the cases on the 
subject have not discussed the ex 
tent to which the flat per diem rate 
in a per diem use and occupancy pol 
icy was based upon past or antici 
pated net profits or gross earnings 
of the insured, nor have the cases 
indicated what effect, if any, such 
would have upon the decisions. It 
is of course possible that the Com 
missioner and Courts might reach a 
different conclusion ‘if it could be 
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definitely shown that the flat per 
diem in a use and occupancy policy 
was based solely or predominately 
on past profits and anticipated profits 
or gross earnings. 

Even if the flat per diem in a use 
and occupancy policy should be 
based upon profits or earnings, there 
is more than a technical distinction 
between a use and occupancy policy 
specifying a flat per diem and a use 
and occupancy policy insuring 
against loss of net profits or gross 
earnings. To be entitled to the 
favorable capital gains treatment un- 
der Sec. 117(j) or to qualify under 
the postponement provision of Sec. 
112(f) it is necessary that there be 
an involuntary conversion of the 
property into money or other prop- 
erty. While the Tax Court stated 
in the International Boiler Works 
case that the right to earn a profit 
cannot be considered as a property 
interest, subsequent cases definitely 
recognize that the right to use a 
building, machinery or equipment is 
a component of the property interest 
in the building, machinery or equip- 
ment. The right to use property is 
just as much a property right as the 
physical bricks or steel making up 
the property. 


Subject to Conversion 


The property interest composed of 
the right to use same is subject to 
conversion into money just as is the 
physical portion of the property in- 
terest. The problem is to evaluate 
this property interest, being the right 
to use the property. A primary con- 
sideration in evaluating such prop- 
erty interest is the earning power of 
the property. If a person is setting 
a value upon a factory or hotel, he 
not only considers the reproduction 
cost but also gives considerable at- 
tention to the past earning record 
and anticipated future earning rec- 
ord. Wher such elements of past 
and anticipated profits go into the 
determination of a sales price of 
property, it does not mean that the 
purchase price received upon the sale 
takes the form of ordinary income. 
Likewise when past and future 
profits form the basis for establishing 
a flat per diem value upon the prop- 
erty right of using a building, ma- 
chinery or equipment, the per diem 
received upon an interruption in the 
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use should be considered proceeds 
from the involuntary conversion of 
the property rather than ordinary in- 
come in the form of profits or gross 
earnings. 

On the other hand where the use 
and occupancy policy insures against 
a loss of net profit or loss of gross 
earnings, the policy in effect specifi- 
cally states that the proceeds there- 
from are a substitute for net profit 
or gross earnings which leaves the 
Courts little alternative but to hold 
that the proceeds from such policy 
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should be taxed in the same manner 
as the net profits or gross earnings 
for which they are substitutes. 
When the proceeds are considered 
as a substitute for net profits or gross 
earnings, there is no conversion of 
property and consequently the pro- 
visions of Secs. 117(j) and 112(f) 
are not applicable. 

It is realized that there are a num- 
ber of practical considerations which 
determine whether a flat per diem 
use and occupancy policy or a net 
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Income Tax—Continued 


profit or gross earnings use and oc- 
cupancy policy is issued to a particu- 
lar insured. These practical consid- 
erations may well outweigh any tax 
considerations. The purpose of the 
foregoing discussion is merely to 
point out that there is a substantial 
difference between the slice that 
Uncle Sam will take out of the pro- 
ceeds from a net profit or gross earn- 
ings use and occupancy policy and 
the slice he will take out of a flat 
per diem use and occupancy policy. 
This difference in the slice Uncle 
Sam takes may exceed 50 per cent 
of the proceeds received under the 
policies, being the difference between 
the 25 per cent maximum capital 
gain tax rate applicable to the flat 
per diem use and occupancy pro- 
ceeds, and the ordinary income tax 
rates applicable to net profit or gross 
earnings use and occupancy pro- 
ceeds, which ordinary income tax 
rates in the case of an individual may 
equal 91 per cent on the top dollars, 
and may equal 77 per cent for a cor- 
poration on the top dollars (includ- 
ing excess profits tax). 


Nothing to Lose 


In diagnosing the use and occu- 
pancy insurance needs of a client 
there may be border line cases where 
the tax considerations discussed 
above may well make it worth while 
to go out of the way to write a flat 
per diem use and occupancy policy 
rather than a net profit or gross 
earnings policy. As cautioned pre- 
viously, the Commissioner of In- 
ternal Revenue or the Courts may 
change their attitude on the subject,* 
or may find some basis for distin- 
guishing the treatment of any par- 
ticular policy, but even if the tax 
consequences hoped to be obtained 
by a per diem policy are not realized, 
the result is not different than if the 
policy were written as a net profit 
or gross earnings policy in the first 
place. 

In short, purely from a tax point, 
there is nothing to lose and may be 


* The author has heard that the Commissioner 
may have changed his attitude as indicated by 
unpublished rulings in specific instances al 
though he has not formally withdrawn his ac 
quisition in the above cited Tax Court cases 
In any event, the advantages to be gained 
should be worth litigation with a good chance 
of success in view of the favorable Tax Court 
decisions. 


considerable to gain by writing a flat 
per diem use and occupancy policy 
rather than a net profit or gross 
earnings use and occupancy policy. 
In closing it should be pointed out 
that due to limitations of space the 
foregoing discussion is general and 
does not attempt to consider the va- 
riety of exceptions and complications 
which may arise in any particular 
instance. The discussion certainly 
will not enable an insurance agent 
to solve the tax problems of his in- 
sureds, not even the tax problems di- 
rectly growing out of the insurance 
which he may sell. At most the fore- 
going may enable him to recognize 
potential tax problems and he should 
be more than satisfying any obliga- 
tion to his clients if he is able to 
point out to them in a general fashion 
the possible tax problems which may 
exist and leave it to them to work 
out an analysis and solution of the 
problems with their tax counsels. 


INSURANCE DEPARTMENT 
PERSONNEL 


EORGE F. MAHONEY has 

been appointed Commissioner 
of Insurance of Maine to succeed 
David B. Soule. He was president 
of the Mahoney-Burrill Agency in 
Ellsworth, Maine. 

John R. Lange has been reap- 
pointed as Commissioner of Insur- 
ance of Wisconsin for a six-year 
term at a salary of $10,000 a year. 
He has spent his entire business life 
with the department. 

Joseph R. Glennon, formerly chief 
examiner of the lowa Insurance De- 
partment, has joined the Illinois 
Insurance Department as Deputy 
in Charge of Company Regulation. 

John H. Coppage has been ap- 
pointed Acting Deputy Insurance 
Commissioner of Maryland succeed- 
ing Hazelton A. Joyce who retired 
July 31 as Deputy Commissioner. 

J. Calvin Cruickshank has suc- 
ceeded Charles E. Conner as deputy 
superintendent of insurance of the 
District of Columbia. Mr. Cruick- 
shank entered the department several 
months ago and previous to that had 
served in. the sales tax department 
of the District. Mr. Conner has 
joined the mortgage loan depart- 
ment of Peoples Life Insurance 
Company, Washington, D. C. 
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QUESTIONS & ANSWERS 
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PART II—INSURANCE PRINCIPLES AND PRACTICES 


QUESTIONS 6 AND 7 


As a broker, you have been asked 
to make an insurance survey of a 
chain grocery store company which 
operates in three contiguous states 
In these states, it owns stores, leases 
stores, leases and owns warehouses 
(some of which are cold storage), 
owns and operates trucks (for com- 
pany business only), owns and op- 
erates a processing plant in which 
some of its merchandise is packaged 
in its own labeled containers, pro- 
vides parking space adjoining its 
stores, some with a fee and super- 
vision, others free and unsupervised. 
Several concessions are granted for 
certain items such as _ bakery 
products. The stores are fully 
equipped with modern self-service 
facilities. Currently, several new 
stores are being constructed under 
contract. The company also owns 
and operates several truck farms. 
Cash from its stores is collected by 
an armed messenger in the com- 
pany’s own car. Its purchasing 
agents, district supervisors, and 
managers use their own cars on 
company business, for which a rate 
per mile is allowed them. 

(a) Give the reasons for the se 
quence of the various steps you 
would take in completing and pre- 
senting the survey. 

(b & c) Indicate with 
your insurance recommendations for 
the protection of each of the hazards 
you discover in your survey. 


reasons 


Answer 


(a) The first step would be to 
obtain complete and accurate in- 
formation about all property owned 
or leased, and detailed information 
about the operation of the business. 
This is best accomplished by the 
use of a prepared questionnaire and 


by. property inspection and ap- 
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praisal. It should be done first be- 
cause it supplies the fact basis upon 
which subsequent steps depend. 
The step would be to 
analyze and record the hazards and 
risks of loss disclosed by the above 
data. Such hazards and risks of loss 
should then be classified as those 
that are uninsurable and those that 
are insurable. The insurable losses 
should be further classified to indi- 
cate that insurance protection is “es- 
sential,” “advisable” or “available.” 
Chis should be done at this time be- 
cause it establishes the exposures to 
insurable loss and provides informa- 
tion essential to succeeding steps. 
The next step is the careful audit- 
ing of existing insurance policies, 
the lessees’ as well as the insured’s, 


second 





DEAN'S NOTE 


This complete set of answers to the 
June 1950 Chartered Property Cas- 
ualty Underwriter examination given 
by the American Institute for Property 
and Liability Underwriters, Inc., has 
been prepared from the papers of the 
examinees. Editing was necessary to 

each posite answer and 
present it in condensed form. How- 
ever, the content in some cases is 
more complete than was required for 
a high grade and answers have been 
given to all the questions even though 
the candidate had a choice. 

It should also be mentioned that al- 
though these answers have been taken 
from meritorious papers, they are not 
necessarily perfect. Many of the 
questions involved judgment on the 
part of the candidate and no hard 
and fast solution could be required. 
Credit was given for, the reasonable- 
ness of the answer and the evidence 
of intelligent application of a candi- 
date's knowledge. 

Candidates are cautioned not to 
rely on this set of questions and an- 
swers as a method of direct prepara- 
tion for the C. P. C. U. examinations. 
They may be useful as a guide to the 
type of questions asked and the con- 
tent of answers desired by the Insti- 
tute, but they cannot be a substitute 
for thorough study and mastery of 
the subject matter of the Institute's 
curriculum. 














first for their application to 
insurable exposures determined to 
exist and second, for their correct 
preparation from the standpoint of 
appropriate form; accurate risk in- 
formation; proper rates; adequacy 
of amount insured and integration 
with other related insurances car- 
ried. This step is an important pre- 
lude to the succeeding step because, 
insofar as it is practical, existing in- 
surance should be utilized in the 
establishment of a revised insurance 
program. This step is also necessary 
to illustrate to the insured the extent 
of his present insurance program in 
relation to his insurable loss 
exposures. It might also disclose 
improper servicing of existing in- 
surance. Concurrent with this step 
there should be a thorough rate 
analysis and development of a safety 
engineering program. 

The next step is determination 
of the insurance program to be 
recommended. All prior steps are 
incidental to this, the major objec- 
tive, and each has supplied essential 
information. The results should then 
be put in written form, setting forth 
corrections suggested on existing in- 
surance and the recommendations 
necessary to put the revised program 
into effect. This step records in a 
predetermined sequence the matters 
to be taken up with the insured and 
upon which decisions are necessary. 

With the survey completed, the 
final step is to advise the insured 
and arrange an appointment when 
he can give sufficient time to prop- 
erly review and consider the report. 
The report should not be mailed, or 
left with the insured, until this joint 
review has been made, because much 
of its value will be lost unless the 
broker can enlarge upon and ex- 
plain the written report as it is re- 
viewed. 

(Continued on the next page) 
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(b & c) On all property the in- 
sured is subject to the hazards of 
fire, lightning, and the various perils 
included in the extended coverage 
endorsement. Insurance against 
these risks is recommended because 
they represent substantial loss possi- 
bilities and may be insured on an 
economical basis. 

On buildings owned, including 
farm buildings, fire and extended 
coverage is recommended and, where 
advisable, depreciation insurance, 
architects’ fees, removal of debris, 
vandalism and malicious mischief, 
and unearned premium insurance 
should be included. 

On furniture and fixtures, 
machinery and equipment, and im- 
provements and betterments, fire 
and extended coverage insurance is 
recommended for the same reasons 
given above and where advisable, 
should include removal of debris, 
vandalism and malicious mischief, 
and unearned premium insurance. 

A schedule policy for each state 
would be advocated applying to 
buildings, furniture and fixtures, 
machinery and equipment ; improve- 
ments and betterments on a term 
basis. Local board forms or rules 
might make it necessary or advisable 
to separate the farm property. 

On stock, a reporting form fire 
and extended coverage insurance is 
recommended so that insurance to 
value may be easily maintained. 
Where advisable, it should include 
removal of debris, vandalism and 
malicious mischief and unearned 
premium insurance. Where neces- 
sary, consequential loss protection 
should be provided. 

Fire and extended coverage on 
a builders risk form is recommended 
for the stores under construction 
unless the builder has assumed the 
responsibility for maintaining such 
insurance and submitted evidence 
thereof. Protection is required be- 
cause a large loss is possible during 
construction. 

If the rentals on the leased prop- 
erties are for less than those for 
similar properties in the present 
market, then the difference should 
be protected by fire and extended 
coverage leasehold insurance for the 
balance of the term of the existing 
leases in the event the leased prop- 
erties are made untenantable by the 
insured perils. 


Because of the possibilities of a 
substantial loss, business interrup- 
tion insurance is recommended for 
loss caused by fire and extended 
coverage perils with special emphasis 
given to the processing plants and 
stores. Because this risk is pre- 
dominately mercantile, the gross 
earnings form would probably be 
preferable. Where desirable, van- 
dalism and malicious mischief, and 
unearned premium insurance should 
be provided. 

Workmen’s compensation and 
employers liability insurance is rec- 
ommended for the three states in 
which operations are conducted to 
meet the statutory requirements. It 
is recommended that the policy in- 
clude an “other-states”” endorsement 
so that if employees occasionally 
operated in another state, the in- 
sured would have protection. It is 
also recommended that the policy 
include, where necessary, occupa- 
tional disease coverage, extra medi- 
cal expense, and an increased limit 
of employers liability for accidents. 
These coverage extensions are es- 
sential for the insured’s protection 
and are available. 

Liability for injuries to persons 
or damage to property of others is 
a serious loss possibility and should 
be insured to the fullest extent. A 
comprehensive liability policy is 
recommended with adequate bodily 
injury and property damage limits 
including all automobile exposures, 
both owned and non-owned, and in- 
cluding all the optional coverages ; 
such as, products liability, completed 
operations, blanket contractual lia- 
bility, and medical payments. Bodily 
injury should be on an “occurrence” 
basis. 

A garage keepers legal liability 
policy covering fire, theft and 
collision is recommended for the 
attended parking lot exposures, in- 
asmuch as coverage at these lots 
would not exist under the compre- 
hensive liability policy for the loss 
of or damage to property in the care, 
custody and control of the insured. 

Fire legal liability on premises 
leased is recommended unless such 
liability insurance is rendered un- 
necessary by the terms of the lease 
provisions. 

Boiler and machinery insurance 
is recommended to the extent that 
large loss exposure exists or gov- 
ernmental inspection requirements 
are in effect. Such insurance would 





apply to boilers, piping, pressure 
vessels, compressors, refrigerating 
equipment and electrical equipment. 


It should not include bodily injury | 


liability which would be insured un 
der the comprehensive liability pol- 


icy. It should include consequential | 


damage where necessary (this is 


especially important at the cold | 
storage warehouses). To the extent | 
that an accident to insured objects | 


would affect earnings, use and oc- 
cupancy insurance should be pro- 
vided. 

The risk of loss due to dishonest 
employees is increased by the spread 
of operations and an apparent rapid 
expansion. Substantial sums of cash 
are accumulated at each location and 
even greater sums transported by 
the company’s messenger. A 3-D 
policy is recommended with a sub 
stantial blanket fidelity bond limit 
and sufficient broad form money and 
securities coverage to insure both 


the premises and transit exposures. | 


Depositors forgery should be in 
cluded. Where necessary open stock 
burglary insurance should be pro- 
vided. 

“All risk” transportation insur- 


ance is recommended to the extent | 


that the transit is at the risk of the 
insured because such insurance pro- 
tects against perils for which the 
carrier may not be liable and facili- 


tates collection of damage claims. It 


also insures property being trans 
ported on vehicles owned by the 
insured. 

On owned automobiles, a com 
prehensive material damage policy is 
recommended with the question of 
including collision insurance decided 
according to the relationship of the 
premium to the exposure and past 
experience. Such insurance is neces- 
sary to protect the substantial in 
vestment in this type of equipment 
especially for the concentrated ex 


posure if a number of the vehicles | 


are garaged at night or over week 
ends at one location. 

If there is a high value in farm 
equipment exposed to loss, a farm 
equipment floater is recommended. 
Chis policy would insure against the 
majority of perils to which it is ex 
posed and wherever it may be 

Plate glass insurance is recom 
mended where a substantial value is 
at risk or where insurance company 
replacement facilities are desirable 

Other applicable insurance should 
be listed and discussed; such as, 

Continued on the next page 
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power interruption, water damag¢ 
and water damage legal liability, 
sprinkler leakage, valuable papers 
coverage, accounts hail 
and crop insurance, and performance 
for the construction opera 


receivable, 


bonds 
tions. 


QUESTION 8 


(a) In the “insurance 
question (VI & VII) wherever there 
is an alternate to the type you recom 
mended for insuring a hasard ea 
plain why you did not recommend 
the alternate. 

(b) Refer to the facts in the “in 
surance survey” question (V1 & 
Vl) and indicate the information 
you need to determine the 
amount of insurance (and limits) 
which should be 
cover each of the hazards you hav 
identified. 


survey” 


would 


recommended to 


Answer 


(a) The principal alternates to 
the types of coverages recommended 
in VI and VII and the reasons for 
not recommending the alternates are 
follows: An alternate to the 
schedule policy on buildings, ma 
chinery and equipment, furniture 
and fixtures, improvements — and 
betterments, would statewide 
blanket policy. This was not recom- 


as 


be a 


mended because, under the coinsur 
loss 


ance provision, in event of 
involving only one item, the insured 


could be required to furnish current 
values on all property covered by 
the policy. Under a schedule policy 
comsurance would apply to each 
item separately and he would only 
have to furnish values on the item 
lost or damaged. Furthermore, the 
coinsurance percentage for blanket 
insurance would ordinarily be 90% 
compared with 809% on the schedule 
policy, yet the rates would be the 
same. Therefore, the cost of blanket 
insurance would be higher. 

An alternate to the stock report 
ing form would be fixed amounts of 
insurance, either under a schedule 
or specific policies. Fluctuation of 
value is an inherent characteristic 
of stock so that fixed amount poli- 
cies either do not provide enough 
insurance or an excessive amount 
must be maintained which 
more than the average values at risk 
warrant. Furthermore, there is or- 
dinarily no automatic protection for 
additional locations under fixed 
amount policies. It would also be 
possible to insure furniture and fix- 
tures and improvements and better- 
ments under the stock reporting 
form but this was not recommended 


costs 


because values do not usually fluctu- 
ate enough on this property to jus- 
tify the loss of the term credit. 
Another alternate would 
statewide blanket policy covering 
“all contents” or “all property, real 
or personal.”” The reason these were 
not recommended is because they 


be a 
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have the same defects as the two 
preceding alternatives. 

An alternate to the business in- 
terruption insurance would be extra 
expense insurance but it is likely 
that a chain grocery would not be 
under the same compulsion to con 
tinue its services, regardless of cost, 
as would a newspaper or milk com 
pany. 

An alternate to a single work- 
men’s compensation policy would be 
separate policies for each state. This 
was not recommended because the 
insured would the value of 
unified coverage which is important 


lose 


when employees cross state lines and 
would possibly lose the advantage 
of interstate experience rating and 
retrospective plans. 

\n alternate to the comprehensive 
liability policy would be individual 
manufacturers’ and contractors’; 
owners’, landlords’ and_ tenants’; 
products; automobile; and other 
specific liability policies. Again unity 
of protection would be sacrificed, 
gaps or overlapping could occur, 
and different insurers might be in 
volved in borderline cases. Further 
more, the combination of risks might 
result in better rate treatment than 
individual policies. 

An alternate to the 
would be — individual 
against the employee dishonesty and 
forgery hazards; and 
office robbery; safe burglary and 
other specific policies. A broad form 
money and securities policy would 
individual 


3- D pe icy 


coverages 


messenger 


also be available as an 
policy. Individual policies were not 
recommended because this practice 
would increase the possibility of 
these closely related coverages being 
insured by different companies with 
resultant loss complications. 

An alternate to the farm equip 
ment floater would be to insure such 
equipment under the fire and ex- 
tended coverage policy which was 
not recommended because it confines 
coverage to a location and leaves the 
collision and other important haz- 
ards uninsured. 


(b) The amount of property in 
surance can be determined by an 
appraisal or inventory of the prop- 
erty at risk. From this data both 
the probable maximum loss and the 
amount to the co- 
insurance requirements can be 
tablished. 


necessary meet 


es 
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The amount of insurance required 
on improvements and betterments 
would be the actual cash value 
thereof with a policy provision to 
the effect that for the purpose of loss 
adjustment the insured shall be con- 
sidered to be in the position of sole 
and unconditional owner of such im 
provements and betterments. 

Leasehold insurance would be 
based on the value of the lease for 
the unexpired term of the lease. 

The fire legal liability limit would 
depend on the value of the buildings 
in the care, custody, and control of 
the insured and not owned by the 
insured. 

To determine the amount of busi- 
ness interruption insurance a current 
operating statement would be _ re- 
quired; an estimate of the trend of 
the business; and information on 
contracts for heat, light or power. 
In addition the coinsurance per- 
centage must be known. 

For comprehensive liability insur- 
ance there is no yardstick for de- 
termining the amount of insurance 
required. Information as to the 
highest individual judgment ren- 
dered in a negligence action would 
serve as an indication of the per 
person limit required. The per ac- 
cident limit would require an 
analvsis of the catastrophe exposure. 

Under workmen’s compensation 
information would be needed as to 
which states had limited medical 
benefits and whether employers’ lia- 
bility was limited in amount. 

For the boiler and power plant it 
would be necessary to determine the 
value of the machinery and to esti- 
mate the probable maximum damage 
to the insured’s own property and 
property in care, custody, control 
of the insured, by reason of loss 
caused by one of the hazards insured 
against. 

Consequential damage would 
necessitate an_ estimate of the maxi- 
mum value at risk which is subject 
to loss, for example ihe value of 
perishable products in cold storage 
warehguses. 

For garage keepers’ legal liability, 
the basis would be the maximum 
value and number of cars exposed 
to the perils on each lot. 

For cargo insurance, the 
would be the maximum value of 
cargo for each truck and catastrophe 
exposure. 


basis 
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For the comprehensive 3-D pol- 
icy, the fidelity limit of liability 
would be difficult to determine from 
a review of the insured’s operations. 
Oftentimes the cumulative total of 
continuous small dishonesty losses 
amounts to a considerable sum over 
a period of years. Information as 
to fidelity losses of similar organi 
zations would be of value. 

The and securities 
would require information on the 
maximum exposure at any one time 

The open stock burglary and 
theft limit would require values at 
risk at each location and an estimate 
of maximum possible loss in order 
to provide sufficient insurance and 
to meet coinsurance requirements. 


money limit 


SEATTLE * WASHINGTON ® 


Los Angeles New York 


San Francisco Vancouver, Canada 


QUESTION 9 


The National Safety Council re 
ports that in 1948 under the follow 
ing general headings there 
35,000 persons killed in “home” ac 
cidents in this country 

Falls 
Burns 


Suffocation 
Poisonings 


were 


18,200 
6,000 
2,050 
L800 
1,450 
1,150 


Poison gas 
Firearms 
Before attempting a campaign of 
home accident prevention it is desir- 
able to ascertain the methods 
procedures that have proved su 
cessful in other fields of loss preven 


and 


tion. 


Continued on the next pace 
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(a) Which of the features of the 
“Heinrich technique” of industrial 
accident prevention programs do you 
believe (1) can be (2) cannot be, 
applied to the prevention of home 
accidents? Give reasons for your 
answer. 

(b) What features of a commu- 
nity program to reduce automobile 
accidents (1) can be, (2) cannot 
be, used to advantage in a “home” 
accident prevention campaign? 

(c) Give specific reasons why it 
is essential for agents and brokers 
to be skilled in and actively engaged 
in the prevention of losses to life, 
limb and property. 


Answer 


(a) The first feature of the Hein- 
rich technique of industrial accident 
prevention is the creation and main- 
tenance of active interest in safety. 
This may be applied to the preven- 
tion of home accidents by means of 
continuous publicity by radio, news- 
papers, magazines, contests, 
and discussions on the 
schools. 

The second feature of the Hein- 
rich technique is fact finding of the 
cause of accidents. This would be 
almost impossible for home accidents 
there is no statutory require- 


essay 
safety in 


since 


ment to enforce reporting the exact 
facts of such home accidents. 

The final feature of the Heinrich 
technique is corrective action based 
on the facts which requires super- 
vision and enforcement of remedies. 
Heinrich found that about 90% of 
all industrial accidents were caused 
because of lack of proper supervision. 
In the home there is no supervision 
along the lines required for proper 
control and prevention of accidents 
and therefore this feature would be 
inapplicable. 

(b) A community program on 
automobile accident prevention is 
generally based on a committee sys- 
tem predicated on the following ap- 
proach : 

(1) Fact finding 
(2) Education 

(3) Enforcement 
(4) Engineering 

The first step would be to obtain 
the necessary facts as to home ac- 
cidents. This feature was described 
in (a) above and would not be work- 
able. 

Education for home safety would 
be the second step. This can be ap- 
plied by means of safety programs 
on radio, television, schools and con- 
tests. The third feature would be 
enforcement, which could not be ap- 
plied because of the lack of authority 
to go into homes to enforce regula- 
tions and safety edicts. 
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Safety engineering standards for 
homes could not be applied because 
they would be limited to an advisory 
basis on homes already built. They 
could be enforced on new construc 
tion by building codes. However, 
at any given time such new con 
struction represents only a small 
portion of the total value of homes in 
the community. 

(c) The agent’s or broker’s loss 
prevention activities would demon- 
strate his interest in prevention of 
losses and accidents and not just the 
sale of insurance. They would in- 
dicate a community spirit and would 
emphasize the important part that 
insurance plays in the welfare and 
safety of the community. Such de- 
sirable publicity would obviously 
work to the agent’s financial advan- 
tage. 

In addition to humanitarian and 
conservation aspects, loss prevention 
is also good business. The reduction 
of accidents and losses usually pro 
duces lower insurance rates. The re- 
sult is an over-all increase in the 
amount of insurance that people can 
buy. This would naturally benefit 
the agent and broker. 

Improvement in the loss ratio 
would result in a distinct reduction 
of the risk placing problem. As the 
experience improves, the companies 
are more willing to write that class 
of business and to improve the pro- 
tection afforded 


QUESTION 10 


A fatal fire in a hospital has caused 
the directors of a similar institution 
considerable concern inasmuch as 
they had been confident that steel 
and concrete construction made both 
hospitals “fireproof.” 

(a) Why is the expression 
and concrete” construction inade- 
quate to determine the fire-resistive 
qualities of a building? In 
answer explain briefly cach of th 
other construction 
must mect minimum standards in 
order to qualify a building as “fire 
proof” (fire-resistive). 

(b) What items in the fre in- 
surance rating report of the hospital 
could be used by the directors to 
determine the relative fire safety of 
their institution? Your answer 
should indicate the siqnificance of 
each item mentioned. 


“steel 


your 


featurcs tw! 
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(c) Describe briefly the items in 
the recommended building code (ab- 
breviated edition) of the National 
Board of Fire Underwriters, that are 
intended, in event of fire, to provide 
for prompt and safe exit from a 
butlding other than a dwelling. 


Answer 


(a) Steel and concrete construc- 
tion, in and of itself, is not sufficient 
to make a building fire resistive. 
Other construction features needed 
to meet the fire resistive classifica 
tion are: 

1. Steel should be protected with 
at least two inches of fireproof ma- 
terial such as concrete, brick, terra 
cotta or gypsum block. 

2. No 


wood 


finish 


used 


interior wood or 
trim should The 
absence of such material would re 
tard the spread of fire within the 
building. 


be 


3. All floor openings such as stair 
ways, elevators, light shafts, pip 
shafts, should be constructed of in 
combustible materials and all open 
ings into the floors should be pro 
tected by standard self-closing fire 
doors. This retards the spread of 
fire from one floor to other floors. 

4. All elevator shafts, stair shafts, 
and light shafts, should have thin 
glass skylights with a fire screen 
above. The thin glass will break 
easily if fire enters the shaft and al 
low heat and flame to leave the build- 
ing. The wire screen will prevent 
embers of an exposing fire from en 
tering the building and also embers 
from leaving the building and start 
ing an exposure fire. 

5. All exterior window openings 
should be protected with metal 
frame and wired glass or iron shut- 
ters to prevent exposure fires or 
fire spreading through the windows 
from one floor to another floor of 
the same building. 

6. Roofs should be of incombus- 
with 
approved composition and slag or 
blue stone to prevent e>‘osure fires. 


tible tile or concrete covered 


(b) The fire insurance rating re- 
ports are generally based on the fol 
lowing items: 

Construction 

( Private protection 

(3) Exposure 

(4) Management and housekeeping 


1) 
2) 
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In general, fire safety deficiencies 
would be indicated by rate charges 
and satisfactory or superior features 
of fire safety would be reflected by 
rate credits. 

The existence of superior con- 
struction features as outlined in (a) 
above would tend to reduce the rate. 
Those items less satisfactory would 
increase the rate. See 
for examples and significance of con- 
struction items. 

The effectiveness of private pro- 
tection could be measured by credits 
the rate computation. 
Such private protection would con- 
sist of sprinkler systems, fire ex- 
tinguishers, alarm systems, watch- 
men service, and the like. All of 
these would increase fire safety. 


(a) above 


allowed in 


Exposure charges would reflect 
the characteristics of surrounding 
property. For example, the con 
struction and occupancy of adjoin 
ing buildings would be factors that 
would determine the 
charges. Ordinarily unsatisfactory 
exposure conditions are not within 
the insured’s control but neverthe- 
less affect the relative fire safety of 
the hospital. 

Faults of management and house- 
keeping would be reflected as 
charges in the rating report 
features could readily be corrected 
by the hospital and would increase 
the fire safety. 

Based on the foregoing, it can be 
seen that reference to the insurance 


exposure 


These 


(Continued on the next page) 
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fire rating report would assist the 
directors in determining the relative 
fire safety of their hospital. Elimina- 
tion or correction of sub-standard 
conditions which are reflected by 
charges in the report or the adoption 
of improvements for which further 
rate credit would be allowed would 
increase the relative fire safety of 
the hospital. 

(c) In the event of fire, the fol- 
lowing items in the building code are 
intended to provide for prompt and 
safe exit from a building. 


1. The minimum number of exits 
are specified in proportion to area 
or number of persons capacity. This 
requirement varies with occupancy 
capacity. For example, every room 
or space having a capacity of 100 
or more persons shall have at least 
two exit doorways. 

2. The size, type and location of 
exits are specified in relation to 
nature and extent of occupancy. For 
example, all exit doorways serving 
more than 40 persons shall have a 
width of at least 34 inches and shall 
be hung to swing open in direction of 
exit travel. 
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3. The size, construction and ar 
rangement, of all interior stairways 
are specified in relation to the type 
of building and its occupancy. For 
example, interior stairways shall be 
constructed of non-combustible ma- 
terial. 

4. Adequate lighting is required 
for stairways, hallways, and other 
means of exit in relation to nature 
of occupancy and size of building. 

5. Exits must be clearly marked 
and where directional 
signs provided to direct occupants 
to exits. 

6. The height of institutional 
buildings and public buildings is 
specified in accordance with the na- 
ture and the capacity of occupancy 
For example, for institutional build- 
ings of semi-fireproof construction, 
the maximum height is 75 feet. For 
ordinary construction, heavy timber 
construction, and non-combustible 
construction, the height shall not 
exceed two stories nor 35 feet 


necessary, 


7. Floors of public buildings such 
as assembly halls, schools, bowling 
alleys, must have floors of not less 
than one hour fire resistance. 

8. Public buildings and _institu- 
tional buildings not equipped with a 
sprinkler system are required to be 
equipped throughout with an ap- 
proved automatic fire alarm system. 


ASSIGNED RISK POOLS 


ERTAIN changes approved by 
the Department of 
have been put into effect by the 
Illinois Automobile Assigned Risk 


Insurance 


Pool. The 15% surcharge on s¢ 
called nominal risks has been elimi 
nated; a $5 application fee will be 
charged but credited to the insured 
when the premium is paid and letters 
of declination have been abolished. 

The Oregon Automobile Assigned 
Risk Plan is considering the estab- 
lishment of a solvency fund through 
contributions on a pro-rata basis by 
all members. It is felt by the gov- 
erning committee of the plan that 
such a fund would have great public 
relations value in the case of a fail- 
ure by a member company and 
would forestall one argument which 
might be used by proponents of a 
managed compulsory auto- 
mobile insurance law. 


state 
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WAR DAMAGE COVERAGE 


BILL much wider in scope than 
Atte War Damage Corporation 
Act of World War II has been 
recommended to a subcommittee of 
the Senate Banking and Currency 
Committee by Elmer B. Staats, as- 
sistant director of the Bureau of the 
Budget. The proposed plan is based 
on the assumption that any future 
war might cause damage beyond the 
resources of private insurance car- 
riers and that the government has 
a responsibility in such an event to 
provide for the essential needs of the 
entire population. A limit of liability 
of $20 billion for private property is 
proposed but there would be no 
specific time limit on the operation 
of the act. The President would 
have the power to declare a mora- 
torium on any public or private 
insurance, retirement or compensa 
tion system should it become neces 
sary to preserve its solvency. The 
bill also provides for the employment 
of the claim adjustment facilities of 
private insurance companies. 


Agents’ Resolution 


At its annual meeting, the Ameri- 
can Association of Managing Gen- 
eral Agents passed a resolution that 
“all losses occasioned by or arising 
from enemy attacks, direct, clandes- 
tine, or by sabotage, or from state 
or governmental acts or measures 
in defense or protection of our na- 
tion, are not proper subjects for 
insurance and should be absorbed by 
the national government up to its 
capacity to provide reimbursement 
therefor.” 


New York Superintendent of 
Insurance Bohlinger has approved 
three endorsements for workmen's 
compensation policies and munici- 
palities designed to provide protec- 
tion for civilian defense workers 
Coverage is mandatory for regular 
employees assigned to civil defense 
activities and for voluntary auxiliary 
firemen and reserve squad members, 
It is permissive for other municipal 
defense volunteers. In New York 
State all defense workers, whether 
regular or volunteer, legally 
considered employees of the political 
subdivision in which they serve 


are 
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NEW BOND FORMS 


HE Surety Association of 

America has revised the In- 
surance Companies Blanket Bond, 
Standard Form No. 25, and has pro- 
mulgated a new form of bond, Life 
Insurance Companies Blanket Bond, 
Standard Form No. 25-L. Both 
forms became effective June 25, 
1951. 

The format of the insurance com- 
panies blanket bond has been re- 
arranged to harmonize it with 
the bankers blanket type of bond. 
The new life insurance companies 
blanket bond, Standard Form No. 
25-L, includes coverage on agents 
as set forth in the bond. There are 
no manual rates presently in effect 
for coverage on such agents, but 
after a sufficient number of submis- 
sions have been acted upon it is an- 
ticipated that a uniform rating plan 
will be developed for filing in the 
various states. This form is identi- 
cal with Form No. 25 with some 
exceptions : 

Riders for use with Form No. 
25-L are available to exclude a 
designated class of agent, and to 
limit the amount of coverage on 
a designated class of agent to an 
amount less than the bond amount 
but not less than $10,000, It is in- 
tended that the classes designated in 
these riders will be one or more of 
the classes of agent as specified in 
the bond, i.e., general agent, solicit- 
ing agent, and servicing agent, and 
that such exclusion or limitation, 
as the case may be, will apply to 
such class as an entirety. 


SATISFACTORY FIRST 
YEAR'S OPERATION 


PPROXIMATELY 

000 was paid to 
during the first year’s operation of 
the New York temporary non-occu- 
pational disability benefits law, 
according to a report of Mary 
Donlon, chairman of the Workmen’s 
Compensation Board. A minimum 
of friction in the operation of the 
law and in the settlement of claims 
was experienced during the first 
year which ended July 1. About six 
million persons are covered by this 
type of insurance. 


$40,000,- 
employees 


O.P.S. RULING 


AST month the Los Angeles 
L, flice of Price Stabilization ruled 
that insurance brokers, and perhaps 
agents, would be required to post 
rate and commission schedules in 
their offices and file those schedules 
with the O.P.S. Furthermore, the 
amount of the commissions would 
have to appear on bills to their 
clients. Producers groups were 
aroused and a ruling was sought 
from the Washington, D. C. office 
of the O.P.S. Washington ruled 
that the regulation requiring the 
posting of rate and commission 
schedules does not apply to insur- 
ance agents or brokers. 
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CHASE CONOVER & CO. 
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Wolfe, Corcoran & Linder 


Consulting Actuaries 
Auditors Accountants 


116 John Street, New York, N. Y. 








WOODWARD and FONDILLER, Inc. 
Consulting Actuaries 
Insurance Accountants 


524 West S7th Street, New York 19 
Telephone Pleze 7-6612 
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Preserve Competition—from page 20 


practical approach to rate adminis- 
tration and preserve competition by 
permitting insurers to devise new 
coverages and new rates to meet the 
exigencies of business. 


Liberal Interpretation 


Commissioner Southall, in an ad 
dress at the Zone 3 meeting of the 
National Association of Insurance 
Commissioners, made the following 
comment: “I know that each of us 
is daily confronted with problems 
that tax all our facilities and re- 
sources, and I know that each of us 
is understaffed and without the tech 
nical assistance and facilities that we 
may need at times to give us the 
facts as to complex issues of rates 
or forms, so that we may arrive at 
proper decisions. But as to most of 
our problems I do not think we need 
to be statisticians or actuaries, rate 
experts, or lawyers to determine 
where the public interest lies on an 
over-all basis.” 

He then this 
fellow commissioners : 

“We must be willing to look for 
merit in new or different ideas as to 


advice to his 


gave 


policies, endorsements, 
and combinations, and ways of doing 
business, and not condemn them be- 
cause they are new or because they 
do not meet the approval of some of 
our friends in the industry. We 
should use great care in evaluating 
the ‘advice’ of the privately 


coverages 


con 





LOW COST SALVAGE SERVICE 


Get our estimate before you settle. 


No d ge is 


All Clothing. 
Rugs, Carpets. 
Linens. 

Laces. 

Tapestries. 
Furniture Fabrics. 
Cushions. 
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Embroideries. 
Etc., Ete. 
REWOVEN, RESTORED, REPAIRED 


Recommended by Nat'l Museums, 
Cos., and Adjusters everywhere. 
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ducted rating bureaus as to matters 
beyond the narrow sphere of the 
statistical and technical surveying 
and rating services as to which our 
protection should extend under Pub 
lic Law 15. We should be especially 
careful in evaluating objections to 
filings desired by minority members 
or subscribers of rating bureaus to 
which they must belong by practical 
force of circumstances. 
* * a 

“Free enterprise, ce ympetition and 
change go hand in hand. Let it 
never be said that in insurance the 
state insurance commissioners evér 
helped destroy the one by obstruct 
ing the others. Free enterprise has 
made America strong. Free enter- 
prise—the right to compete—to do 
things differently—must be pre- 
served to American insurance if it 
is to do its job in the challenging era 
that lies ahead for our country.” 


The Fundamental Thesis 


There in a nutshell you have it! 
There is an expression by a rate 
supervisory official charged 
with the responsibility of administer 


who, 


ing rating laws, has grasped the 
fundamental thesis behind these laws 
and who expresses in clear, concise 
terms the declarations by which in 
dependent insurers stand. Our job 
the job of the insurance industry 
and the state insurance departments 
alike—is to administer to the insur 
ance needs of the public and to pro 
vide the public with adequate insur 
ance at reasonable cost 
not 
should we object, to reasonable re 
quirements imposed upon us for the 
protection of the public, we still in- 
sist that we be not unduly hampered 
by overly-zealous rate supervisory 
officials in our attempt to bring our 
product to the public. There 
be instances where a company can 
not by statistics prove whether a rate 
on a given risk is or is not correct, 
but if the judgment of the company 


Though we do mind, nor 


may 


is such that the company is willing 
to risk its capital and reputation, it 
should be permitted to do so, and 
the judgment of the state super 
visory officials should not be substi- 
tuted for the judgment of manage- 
ment to prohibit or restrict the com- 
pany in adopting a new coverage, a 
new classification, a new territory, 
or a new rate.! 

We contend that the rating laws 
should be so administered as to pre- 
serve competition. This is the first 
commandment found in the first sec- 
tion of the all-industry rating law 
where it is stated: “Nothing in this 
\ct is intended * * * to prohibit or 
reasonable competition 

this principle mini 
mizes statistical considerations, they 
should be minimized and discounted 


discourage 
ae 


Function of Management 


Rate making is the function and 
obligation of company management, 
who must operate the business, pre 
serve solvency and pay the losses. 
Che commissioner is not required to 
have detailed statistical proof to ap 
prove rates. He may use his judg 
ment. The burden is upon him to 
prove that a rate is wrong, and if he 
does not have clear and convincing 
evidence and reasons that a rate is 
wrong, he should not disapprove it 
In such cases, he should defer to the 
insurer and permit the rate filing 
He is not the 
rate maker under the law and should 
not upon data 
as would enable him to prescribe the 


to become effective. 


insist such detailed 
rate. 

Competition will, as in the past, be 
the best regulator of rates. Compe 
tition, if given fair play, will be self- 
correcting, especially if adequate loss 
are required. 
forced down by 


reserves Excessive 
rates will be 
petition where it exists It 
when no real competition exists that 
the public really needs much rate 
Unfair discrimination 
among risks should be removed, but 


com 
is only 


regulation. 


competition will also do most of this, 
for the reason that it will hit hard at 
pro 


those classifications which are 


portionately too high 


Rate regulation is not necessary 
for solvency and will not guarantee 
solvency. Capital and surplus re 


quirements and adequate supervision 
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of unearned premiums and especially 
reserves under existing laws 
will better assure the public that 
losses will be paid. Many companies 
have profited on less than normal 
rates. Many have met disaster on 
the normal or bureau rates. There 
can be no substitute for good selec- 
tion of business and good manage- 
ment. Strict rate regulation, founded 
upon elusive statistical eruditeness, 
is not the answer. 


le ISS 


Various State Laws 


This philosophy of liberal rate 
regulation and free competition is 
embodied in the California and Mis- 
souri casualty rating laws where no 
rate filings are required, and in the 
1951 Idaho law where there are to 
be no filings unless the commissioner 
determines that competition does not 
exist. The Montana law requires 
filings only of rating bureaus, not 
independent companies. The laws of 
Arizona and Oklahoma contain es 
sentially the California provisions 
that no rate shall be excessive if 
competition exists, nor inadequate if 
it does not endanger the solvency of 
the insurer. On this latter point, the 
laws of Minnesota, Nebraska and 
Utah are also substantially the same 
as the California provision. 

In Michigan and West Virginia, 
it is possible, under an alternative 
filing section, to put rates into effect 
upon filing without a waiting period, 
but subject to later review by the 
commissioner. The casualty rating 
laws of ten states (Arizona, Maine, 
Massachusetts, New Hampshire, 
Ohio, Oklahoma, Utah, Vermont, 
Washington and Wyoming) and the 
District of Columbia contain no posi- 
tive duty upon the commissioner to 
review rate filings before they be- 
come effective. 


Review Not Intended 


It is evident that the rating laws 
of these states do not intend that the 
commissioner should be obliged 
review rate filings before they be- 
come effective, and in four states 
casualty rate filings are not required 
at all. Public Law 15 does not de- 
mand detailed prior approval of each 
and every rate before it can be used 
There is sufficient state regulation 
to satisfy Public Law 15 if the stat 
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| Pin me | 


AND COMPA 


REINSUE ANC 


EXCESS A 


ute establishes rating standards, i.« 
that rates must not be excessive, in 
adequate nor unfairly discriminatory 
and gives the commissioner power 
to enforce compliance by subsequent 
District 
Mis 
ten 


such as in the 
California, Idaho, 
the other 


investigation, 
of Columbia, 
souri, Montana and 
states mentioned.* 


Legislative Action 


If the rating laws in the “All-In 
dustry” states are not administered 
in their true spirit to preserve com 
petition, legislative changes to effect 
that purpose may be necessary. In 
dependent insurers should — stand 
ready to lead the way for 
changes. The direction has 
charted by the laws of the 
states mentioned. Insurers must not 
permit competition to be 
stifled under the rating 
creeping statistical 
shackles uniformity 
dustry. Uniformity 
all initiative progress and judgment, 
lock the strait 
and create monopolistic evils worse 
than existed prior to the SEUA de 
Under strict interpretations 


these 
been 
several 


slowly 
laws by a 
paralysis that 
the in 
destroy 


upon 
would 


industry in a jacket, 


( ision 


27] NV. R. ¢ 
Fla. 439, 137 So 
Corp. v. M Pa 
40 S.W. (2d) 524 
Sec. 278(d) 


(1931); 


AR 
Y ing. 
EK 


LINES 


N 
7 


statistical 
can existing 


and burdensome 


ments, 


require 
how 
their 


companies 


change coverages, classifica 


tions or rates when there may be no 
credible statistics to prove the point ? 

\ new company ts practically re 
quired to file 
bureau and use 
the 
pany, 


bureau rates or join a 
its rates. Why? If 
management of the new com 
after examining all availabl 
factors, believes that it can offer the 
public a different policy coverage or 
the 
than currently 
shouldn't it be 
provided the statutory requirements 


Same coverage at a lesser rate 


being charged, why 


permitted to do so, 


for unearned premium and loss re 
maintained 
adequate initial check on 


serves are These would 
provide an 
commissioner. 


solvency. Besides, a 


has power to review the rate after 
the company has had the opportunity 
to test its adequacy in the crucible 
of experience. How else can new 
ideas and new competitors get a foot 
hold the laws 


were to destroy 


Certainly, rating 


never meant com 


petition by levelling the rates so that 


new companies are unable to com 
pete on price 

The 
theoretical 
Che 
and 
market to shop around for different 


Notl 


public is not interested in 


statistical justifications 


public wants reasonable rate 


sound insurance, and an open 


coverages and different rates 


ing else matters 








New, Fast-Acting, Automatic 
“SMOKE-FIRE DETECTIVE’ 


“For Air Conditioning 


Smoke in your air conditioning spreads 
fast ... causes panic, extensive spoilage 
and needless expense...now all can 
be avoided by installing a modern, 
fully approved C-O-TWO Automatic 
Smoke Detecting System. 

Smoke, smoldering and fire are spot- 
ted in the incipient stage anywhere 
throughout the air conditioning ducts, 
as well as via the return air from air 
conditioned spaces. Four types of 
smoke detectors and several different 
installation arrangements are available 
to fit your particular needs... for small 
air conditioning units, for large air con- 
ditioning systems, and whether with or 
without electrostatic precipitators. All 
C-O-TWO Automatic Smoke Detect- 
ing Systems function by drawing con- 


perforated smoke accumulating pipe 
smoke accumulating pitot tube 
(alternate) 

pipe line for carrying continuous 
air samples to smoke detector 
smoke detector 

audible alarm 


tinuous air samples through simple 
piping to a smoke detector. The first 
trace of smoke sets off an alarm, based 
on an exclusive operating principle... 
no chance of smoke spreading... .the 
air conditioning instantly shuts down, 
dampers close and fire extinguishing 
systems actuate. 

Act now for complete free informa- 
tion and descriptive literature on this 
newest contribution to modern fire 
fighting. An expert C-O-TWO Fire Pro- 
tection Engineer will be glad to help 
you in planning up-to-date, economical, 
fully approved fire protection facili- 
ties for your air conditioning without 
obligation. 

(Special assistance rendered to 
qualified air conditioning contractors.) 


TYPICAL INSTALLATION C-0-TWO 
AUTOMATIC SMOKE DETECTING SYSTEM 


FOR AIR CONDITIONING DUCTS | 


F fresh air intake and duct 
G return air duct 
oir cleaning unit 
oir fan 
air cooling and heating unit 
supply air duct 
floor level 


C-O-TWO FIRE EQUIPMENT COMPANY 


NEWARK 1 


* NEW JERSEY 


Sales and Service in the Principal Cities of United States and Canada 
Affiliated with Pyrene Manufacturing Company 


MANUFACTURERS OF APPROVED FIRE PROTECTION EQUIPMENT 


Squeez-Grip Carbon Dioxide Type Fire Exti 


s * Dry Ch 





i Type Fire Extinguishers 


Built-In High Pressure and Low Pressure Carbon Dioxide Type Fire Extinguishing Systems 
Built-In Smoke and Heat Fire Detecting Systems 
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| Storm damage in the area was more 


| during the 





MONTHLY FIRE LOSSES 


HE National Board of Fire 

Underwriters reports that fires 
during June destroyed American 
property with an estimated value of 
$56,403,000. This is a decrease of 
1.3% from losses of $57,116,000 
reported for June, 1950, and a de- 
crease of 4.0% from losses of $58,- 
744,000 reported for May, 1951. 

Losses for the first six months of 
1951 now total $387,441,000, an in- 
crease of 5.5% over the first six 
months of 1950. 

These reported losses under fire 
insurance policies include an allow- 
ance for uninsured and unreported 
losses. 

1950 
$ 52,980,000 
49,878,000 
45,922,000 


1949 
$ 49,592,000 
50,150,000 
49,678,000 
48,914,000 49,953,000 
53,116,000 55,790,000 
67,279,000 66,820,000 


1951 
68,686,000 
69,136,000 
71,507,000 
62,965,000 
58,744,000 
56,403,000 


July 
August 
September 
October 
November 
December 


1950 
58,823,000 
58,340,000 
72,468,000 
61,605,000 
58,765,000 
57,116,000 


January 
February 
March 
April 
May 


June 


Totals $685,864,000 $708,784,000 


HEAVY DAMAGES 


ORNADOS in 
Kansas have caused 
able property damage and loss of 
life. The small village of Duncan 
in Northern Iowa was virtually 


and 
consider- 


lowa 


| wiped out and the nearby town of 


Lake severely damaged. 
than $2,000,000. Six blocks of 
homes in Wakeeney, Kansas were 
demolished and at least five persons 
killed and fifty injured. The disaster 
came after floods already had caused 
between $10,000,000 and $20,000,- 
000 damage to crops in the state. 

The flood waters which ravished 
some two million acres of land along 
the Kansas and Missouri rivers 
middle of July caused 
damages in excess of $750 million 
and some loss of life. Added to the 
depredations of the flood waters was 
destruction by raging fire unchecked 
for days at a time. Early unofficial 
estimates placed the fire damages at 
several million dollars. It is re- 
norted that less than 1% of the 
industrial plants in the Kansas City 
area which were inundated carried 
flood insurance. 





& FIRE CONTROL 


SAFE DRIVING PROGRAM 


HE motor truck is destined 

to play a role of ever-increas 

ing importance in our econ- 
omy. Hence, the problem of acci- 
dents involving injuries to trained 
drivers, damage to equipment, dam- 
age to valuable cargo becomes more 
vital than ever. C. E. Preslan & Co., 
Inc., specialists in motor transporta- 
tion insurance, have felt that insur- 
ance against traffic accidents should 
go beyond the claims and adjustment 
phase of the coverage extended to 
the truck operator. They have de- 
veloped a program of accident pre 
vention designed to supplement the 
activity of the truck operator. 


The Smaller Operator 


This program has been developed 
with full realization that the respon- 
sibility for maintaining such a pro 
gram lies wholly with the truck 
operator. The program is also prem- 
ised on the belief that the operator 
with only ten trucks needs a program 
embodying all of the fundamentals 
just as much as the operator of one 
hundred trucks and, that, due to the 
cost of such a program, the small 
operator is less likely to adopt such 
a program on his own initiative. 

The shortage of trained personnel 
to conduct such a program for the 
truck operator is also a significant 
factor. Personnel experienced in set- 
ting up and conducting an effective 
fleet program are difficult to find. 

The program has been very care- 
fully designed to combat effectively 
just one thing: Elimination of the 
primary causes of accidents. Each 
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accident therefore becomes a part of 
a comprehensive cause analysis. This 
analysis shows that the three pri- 
mary causes of accidents are: 

20.4% 
16.1% 
22.9% 


59.4% 


Too fast for conditions 
Following too closely 
Unsafe backing 


With full realization that such an 
analysis is worth little unless the in- 
formation furnished is used as the 
foundation of future accident pre- 
vention activities, the entire program 
is geared to combat the primary 
causes. Furthermore, since no 
driver wants to be involved in an 
accident, the program becomes one 
directed to correct the unsafe habits 
of the drivers and to attempt to de- 
velop the proper attitudes 


The First Step 


rhe first step is a well planned 
drivers meeting of the conference 
type, where the primary causes are 
A magnetic board 
vehicles is used to 


discussed fully. 
with miniature 
show : 


Why speed, too fast for existing 
road and traffic conditions, is the 
cause of many accidents. 

Why following too closely and 
attempting to pass from this po- 
sition is tnsafe and a prime 
cause of trouble. 

Safe procedures for right and left 
turn and backing. 


Each driver is asked to tell how 
many feet he needs to make an 


emergency stop, on a dry road with 
good brakes, to avoid hitting a 
pedestrian. The answers vary from 
8 feet to 500 feet, with over 80% 
of the drivers asked unable to stop 
within the distance they give as an 
answer. 

The electric detonator is then used 
as a demonstration of the distance 
actually needed for such a stop, with 
the drivers who give the lowest 
answers doing the driving. Drivers 
are almost always sincere in believ- 
ing they can make this emergency 
stop at 30MPH within the distance 
they give on their answers. They 
will wager any amount that they can 
do it. 


It Takes Time 


They are confounded when they 
discover the 85 to 90 feet needed to 
make this stop on a dry road. They 
begin to realize that it takes time 
to think, react and brake a vehicle 
to an emergency stop, and, much 
more time and space than they had 
realized. 

The importance of good vision is 
discussed and driver is 
given a thorough eye examination 
on visual acuity test instruments. A 
very large percent are found to have 
visual deficiencies that could easily 
be the cause of eye strain, fatigue, 
headaches, lack of judgment of dis- 
tances and speeds of other vehicles, 
and, color blindness. Those who 
have these deficiencies are referred 
to an eye specialist for further ex- 
amination and corrective action. A 


also each 


(Continued on the next page) 














RULE OF 
THUMB 


Carpenters and tailors 
started it — using their 
thumbs as a rough meas- 
ure for an inch. Today a 
rule of thumb is any 


handy guide for approxi- 
mate measure where 
speed is more important 
than accuracy. 


As an agent you are 
keenly aware that in in- 
surance there can be no 
rule of thumb. Speed can 
neither be substituted nor 
sacrificed for accuracy. 
That’s why thousands of 
agents and brokers rely 
on Hanover and Fulton 
for fast service, intelli- 
gent cooperation, and ex- 
perienced advice. We're 
proud of our reputation 
for doing it fast and get- 
ting it right. 


* 


THE HANOVER 
FIRE INSURANCE CO. 


OF NEW YORK 
Org. 1852 


THE FULTON 
FIRE INSURANCE CO. 


NEW YORK 


* 


HOME OFFICE 
tll John Street, N. Y. 38, N. Y. 


WESTERN DEPT. 
Insurance Exchange Building 
Chicago 4, Ill. 
PACIFIC COAST DEPT. 


340 Pine Street 
San Francisco 4, Cal. 

















Safe Driving Program—Continued 


careful follow-up is made on all 
cases so referred to determine the 
effectiveness of this phase of the 
program 

These meetings are designed to 
put the driver at his ease. Thinking 
and discussion is calm and quiet. 
No driver is criticized for past acci- 
dents or attitude. No discussion is 
ever allowed to get out of order, even 
though arguments do develop. Driv- 
ers readily admit that this type of 
meeting is extremely worthwhile 
and educational to them. 


Road Check 


The road patrol is the next step 
in the program, and again it is 
geared to detect the unsafe driver 
habits that contribute to the primary 
causes 

Patrol cars operated by trained 
engineers are sent to those areas 
where the highest frequency of ac- 
cidents is indicated on a spot map 
that is kept up to date. 

Observation reports, indicating 
violations on the driver’s part, are 
forwarded immediately to manage- 
ment. Stress is again placed on: 

Too fast for conditions 
and 
following too closely 


plus, unauthorized passengers, cut- 
ting in and out, unsafe passing, etc. 
The patrol cars in addition are 
equipped with emergency fire extin- 
guishment equipment, first aid kits, 
flares and fusees, etc. Any driver, 
commercial or otherwise, who is in 
difficulty is given assistance by the 
engineer whenever or wherever pos- 
sible. In addition, the engineers 
assist at the scene of an accident in 
any possible manner. 





CASUALTY UNDERWRITING 
EXECUTIVE 
30 years experience in home 
office and branch office opera- 
tions. Qualified to manage a 
complete casualty department. 
Excellent references. Available 
now. 
Box 128 C 

ALFRED M. BEST COMPANY, INC. 

75 FULTON STREET 

NEW YORK 38, N. Y. 











In addition to detecting and in- 
forming management of the unsafe 
driving habits of a driver, the op- 
eration of patrol cars has a definite 
stabilizing effect on drivers who are 
inclined to break the safe driving 
rules when away from the immedi- 
ate supervision of their employer. 


Disciplinary Action 


Disciplinary action is left entirely 
to the truck operator with no recom- 
mendations on what form it will 
take. The reasoning behind this is 
obvious, since such corrective ac- 
tion must, to be effective, be on a 
case basis. 

\ regular schedule of terminal 
inspections is maintained with par- 
ticular attention paid to fire haz- 
ards, and the type of emergency fire 
fighting equipment available. 

The inspection of all equipment is 
also an important feature of the 
overall program. These inspections 
are made both on the road and in 
terminals, with repair orders issued 
if needed. Special attention is paid 
to flares, flags, fusees, ete. A repair 
order signifies that the equipment 
must be grounded until the signed 
repair order is returned, indicating 
that repairs have been made. 

Drivers safety letters, payroll in- 
serts, etc., are issued as a means of 
keeping the program constantly in 
the minds of the drivers. 

To select the right kind of a man 
for the job, personnel tests, I.Q., 
traffic and driving knowledge test, 
etc., aid in finding stable, satisfied 
drivers and lower driver turnover 
for the operator. Road tests are 
then given to carry out the driving 
knowledge test. 

One of the most important steps 
in the program is the safe driver 
award system, in which recognition 
is given to the drivers for a job well 
done. The impartial judgment of a 
board of four men examines and 
passes sentence upon every accident 
reported. Records of whether it 
was “preventable” or not, are kept 
on an up-to-date card for each 
driver. Safety Awards are an im- 
portant factor in making a driver 
use his knowledge of safety in actual 
performance, for the recognition 
given for his efforts adds to his pride 
in having done a good job. 
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IMPARTIAL VALUATIONS 


of 
INDUSTRIAL and COMMERCIAL 
PROPERTY 
Forty years of factuel eppreisel service to 
America’s more conservative business insti- 
tutions. District offices in principel cities. 














St. Louis — Washington 
Underwriters 


OF THE 
ST. LOUIS FIRE & MARINE INSURANCE COMPANY 


AND THE 


WASHINGTON FIRE & MARINE INSURANCE COMPANY 


ST. LOUIS, MO. 


Rated "'A-+," Excellent, in Best 











AUTOMOBILE RATE INCREASES 


been made in the la 
by the National Bureau of Casualty ages in a number of states, the last latter a direct result of our economic 
Underwriters in securing approval twelve having been approved effec- inflationary spiral, caused an adverse 
trend in automobile underwriting 
experience which required prompt 


+ INSIDERABLE progress has of rate increases on automobile lia- _ tive July 16. Mounting accident fre 
st 


two months bility and property damage cover- quency and higher claim costs, the 


*RIVATE PASSENGER COMMERCIAI : = ‘ 
. , . , and, in some instances, substantial 

State B. I Pp. D B. I P. D e ‘ 
; rate increases. Following is a sum 
\labama enees i mary of average statewide rate level 
\rizona Wed } 5 
\rkansas 
California 
Connecticut i . 
Delaware 19.7 23.9 ' reau’s request for increases of 28% 
District of Colum! ) te. Tay, : a 
Florida - , R to 30% in automobile liability and 
Illinois y 25.8 property damage rates, lowa Com 
— a { 1S.f . missioner Fisher indicated that lowa 
AL Aalric . il ‘ * b ° ” ‘ 
0 ee Ae wat >> ‘ re experience would justify a boost of 
Michigan 1] +3 : + only 5% to /* 
Minnesota 
Mississippi ots 
Missowr: ’ tees . by the Bureau have been disapproved 
swevada . . . r 
ig ee 7/I 2? d by the Insurance Department. The 
New York ( +2 filings called for increases of 7.1% 
Ohio .. “it - oe “ on private passenger bodily injury 
Oregon 4 ye ke . ? ’ - 
Rhode Island rates, £9.09" On private passenger 
South Carolina property damage rates and 14.1% 
sx Jakot: at: 
South Dakota on commercial vehicle property 
Vermont . 
Washington 


changes effective since June 1. 
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NEW PUBLICATIONS 


Automobile Assigned Risk Plans: A 
single-page chart analysis of the 
presently in effect in the 
United States, excluding Massachu- 
setts and Hawaii. Included is in- 
formation as to risks, 
whether an investigation fee or de- 
posit premium is required, when the 
issued and sur- 


plans 


classes of 


policy must be 
charge s 

15 cents per copy, available from 
the editor, Law Publications, As- 
sociation of Casualty and Surety 
Companies, 60 John Street, New 
York 38, N. Y. 


How to Think More Efficiently: A 
24-page booklet summarizing the 
laws of straight thinking designed 
for mass distribution to executive 
and plant employees. Included are 
a brief summary of how problems 
make themselves felt, the shortest 
steps one should follow in defining 
and solving them, how to test and 
verify solutions and what to avoid 


when attacking puzzlers. Vest- 


pocket in size, the booklet is illus- 
trated for light reading. 

Single copy 25 cents, quantities 
with or without firm name imprint 
at lower cost, available from Edward 
F. Walsh, executive secretary, Hack- 
ensack Chamber of Commerce, 185 
Moore Street, Hackensack, N. J. 


Automobile Liability Security Law 
Pamphlets: Fourteen new pamphlets 
have been published incorporating 
the 1951 amendments and revisions 
of the laws in Arkansas, Georgia, 
Indiana, Kansas, Maine, Minnesota, 
Montana, New Mexico, New York, 
North Dakota, Oregon, Tennessee, 
Vermont, and West Virginia. A 
summary of the salient provisions 
and a complete text of the law is in- 
cluded in the pamphlets which are 


part of a supplement service keeping’ 


up to date the loose-leaf book “Auto- 
mobile Liability Security Laws of 
the United States and Canada.” 
Complete book (58 pamphlets) 
$12, plus additional charge for the 


supplement service. Individual state 
laws, 35 cents per copy, available 
from the editor, Law Publications, 
Association of Casualty and Surety 
Companies, 60 John Street, New 
York 38, N. Y 


Insurance Almanac, 1951 edition: 
This is volume two of the 39th an 
nual edition of this almanac. In 
cluded for ready reference use are 
facts and statistics on the officers, 
directors and operations of all classes 
of insurance companies, also insur 
ance department officials, all types 
and 
laws, 


of insurance organizations 
groups, brokers’ regulatory 
resident agents’ laws, legislative ses 
sions, new companies organized, re 
tired companies, agents and brokers, 
adjusters, actuaries, etc. 

$5—1,008 pages. If purchased 
with Volume No. I, $8 for the two 
Published by the Underwriters 
Printing and Publishing Company, 
116 John Street, New York 38, 
N. Y 





PENSION CONSULTANTS 





BOWLES, ANDREWS & TOWNE 


CONSULTING ACTUARIES 
Employee Benefit Plans 
RICHMOND - ATLANTA 





THE PENSION PLANNING CO. 
Actuaries 
The Oldest Independent Consultants 
in Employes Benefit Programs 
(including Pension and Prefit-Sharing Plans, 
Group Life Insurance, H lizati 
Surgical and 
30 Broad Street, N 
Digby 49595 








Miles M. Dawson & Son, Inc. 


Consulting Actuaries 
Experienced Consultants end 
Advisers on Pension Plans 
1014 Hope Street 108 Boylston Street 
Springdale, Conn. Boston 16, Mass. 





Wolfe, Corcoran & Linder 


Consulting Actuaries 
. Cc. Te . 





116 John Street, New York, N. Y. 











JOSEPH FREGGATT & CO., INC. * 
CONSULTANTS 
EMPLOYEE BENEFIT PLAN 
ACTUARIAL EVALUATIONS 
74 Trinity Place 
New York 6, N. Y. 

Whitehall 4-7440 





JACK J. SMICK, F.C.A.S. 
CONSULTANT 
Pension & Employee Benefit Plans 
38 PARK ROW 
NEW YORK 





WOODWARD and FONDILLER, Inc. 


Consulting Actuaries 
524 West 57th Street, New York 19 
Telephone Plaza 7-6612 








THE G. GILSON TERRIBERRY CO. 
Established 1929 


Consultonts on 
EMPLOYEE BENEFIT PROGRAMS 
F. P. Sloat, F.S.A 
D. T. Blankley, A.S.A. 
Stephen Stewart 
230 Park Avenue, New York 17, N. Y. 








WOODWARD, RYAN, SHARP 
& DAVIS 
PENSION CONSULTANTS 
& ACTUARIES 


41 PARK ROW 
NEW YoRK 








Telephone BA 7.4443 
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knowledge will save you money 
and give you better protection 


This man is your local U.S.F.&G. agent. He has spent years in study and 


practice to thoroughly understand all forms of insurance protection 


Proper insurance protection is vital to you and your business. It re- 


quires capable, professional counse] 


For instance, there are over 22 different policies for burglary protection 
alone. Do you know the policy that provides the exact protection you 
need? This man... your local U.S.F.&G. agent .. . knows! His advice 
is free. Consult him today. 


———$__—___— — 7 — 


To get the name of your nearest U.S. F. &G. agent or for claim service in 





an emergency, call Western Union by number and ask for Operator 25. | 








b ; CONSULT YOUR INSURANCI 
IGENT OR BROKER AS YOU WOULD 
; YOUR DOCTOR OR LAW YER 
eoeeeee SS) & s oe3seee# 


United States Fidelity & Guaranty Company, Baltimore 3, Md. 
Fidelity & Guaranty Insurance Corporation, Baltimore 3, Md. 


Fidelity Insurance Company of Canada, Toronto 
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SUPERVISORY TRAINING 


HEN you get through resting, would you 
mind getting this file for me,” dripping with 
sarcasm the supervisor thus addressed an 
employee who had just removed his glasses to rest his 
eyes after a long intensive period of application to the 
preparation of a detailed statement. Result—the em- 
ployee was angry at the unfairness of the comment 
about “resting.” What can he do? He can quit if 
repeated situations of a similar nature develop. What 
will he do? He will do what most employees do when 
they are needled by stupid supervisors—he will salve his 
self-respect by the only means_at his disposal, namely 
he will slow down on his productive effort to get back 
at the supervisor. The slow-down may last only a few 
minutes, or it may last several hours, but production 
will suffer. 

“When you have time, Miss Jones, will you please 
type this statement?’ Now there is a nice polite state- 
ment. Miss Jones places the statement on her desk 
and goes about her work. 

In about three or four hours the supervisor comes to 
Miss Jones’ desk and says, “Is that statement finished 
yet?” 

“T haven’t had time to do it as yet,” 
Jones. 

“You knew | 
you do it?” 

And so gi 
Jones damning bosses and their inconsideration. If the 
supervisor wanted the statement in three or four hours, 
he should have would like to have this 
statement by two o'clock, Miss Jones. Would you 
please arrange your work to do it.’”” Now Miss Jones 
knows what and 3y some mis- 
interpretation of courtesy, supervisors fail to be specific 
in their requests. “When you have time” is supposed 
to mean, “hop to it, babe, I need this statement now.” 


replies Miss 
wanted that, Miss Jones. Why didn’t 


, the misunderstanding and so goes Miss 


said so. “I 


when it is wanted 


Suggestions for Supervisors 


There are several suggestions that can be offered to 
supervisors to improve their techniques. Supervisors 
are professionals and as professionals they must be able 


68 


to cope with the problems of work production, training 
and human relations. We will talk about the super- 
visor’s qualifications and how to improve the effective- 
ness of the application. However, we must also talk 
about the rewards for supervisors who do a good all 
around job. The suggestions are: 

(1) Never use sarcasm in disciplining an employee or 

giving an instruction. 

Be definite in issuing instructions. Do not under- 
rate the employee’s intelligence, but do not over- 
rate his clairvoyant powers to read the mind. If 
you want something specific, so state it. If you 
want the employee to use his judgment, at least 
tell him what you want. 

Develop emotional stability. Emotional stability 
is a characteristic or facet of temperament, but 
emotions can be controlled. A supervisor must 
learn to control anger. Discipline should be 
corrective, but when given in anger it produces 
resentment. 

Never discipline an employee in the presence of 
other employees. This hurts his self-respect. 

Give credit to employees where credit is due. 
When a good job has been done, do not hesitate 
to pay a compliment. Giving credit for good work 
goes beyond complimenting the employee. It in 
cludes letting management know about the good 
work of the employee. Do not appropriate the 
work of others for personal glory—let them share 
the credit. If management is sound, the supervisor 
will be credited for developing efficient and 
capable employees. 

In handling grievances and complaints always let 
the employee tell his story in his own words with- 
out interruption. “The boiling kettle never ex- 
plodes”-—letting off steam relieves pressure and 
goes a long way in settling disputes. Get both 
sides of each story. Make decisions based on fact. 
Make no promises that cannot be fulfilled. Do 
not procrastinate in handling grievances. 

Delegate routine matters to others so that more 
time can be spent on the important phases of 
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supervision. Do not spend all the time on details. 
At least 25% of the supervisor’s work should deal 
with the planning and improvement phases of the 
work. 

Listen to all suggestions for improving the work 
or for simplifying the procedures. Too many 
supervisors resent suggestions on the assumption 
that suggestions are in fact criticisms of present 
methods. Some supervisors are afraid of new 
ideas, fearful that they will not be able to cope 
with new systems. Supervisors should encourage 
and inspire suggestions from the employees. 
Greet all new employees personally and see that 
the new employee’s introduction into the company 
is planned. See that the new employee meets 
the other employees. See that the work is ex- 
plained. Describe the benefits available to em- 
ployees in a thorough manner so that they are 
fully understood. Discuss rules, regulations and 
policies. Make sure that the employee fully under 
stands what is expected of him. Misunderstand- 
ings spring from misinformation or the lack of 
information. 

Set the example for the department. The em- 
ployees will follow the example of immediate 
management. By “immediate management” I 
mean the supervisory level to whom they report. 
That would be their direct management. When 
the supervisor comes in late as a regular practice, 
tardiness will become prevalent among the em- 
ployees. When the supervisor is not available, 
the employees soon lose the benefits of leadership 
and direction and go about their business on their 
own. The supervisor should know more about the 
work than any of the employees and should have 
an objective viewpoint concerning the work. Em- 
ployees do not respect supervisors who do not 
know the work. 


Qualities of Supervision 


At first glance, the list of qualities of a good super- 
visor appear impossible to obtain. Just bear in mind that 
most of these qualities are attainable by training and 
effort. When the supervisor understands their im- 
portance and realizes that his (or her) success may 
depend on their possession, he has the motivation to 
cultivate them. The supervisor, of course, needs man- 
agement’s support and approval in his efforts to raise 
the calibre of supervision. He must personally benefit 
as the organization will benefit by intelligent direction : 
(1) A supervisor should be enthusiastic. Enthusiasm 

(of a mature kind) is contagious. 

(2) A supervisor should be patient and tolerant. Do 
not set your standards of conduct for employees 
so high that you are in a constant state of dis- 
appointment. A supervisor needs patience in deal- 
ing with people. 


Learn how good your 
photocopy machine 
really is... 


use Kodagraph 
Contact 


~~ Paper 
im A, ; 


You'll start to get 
full value from your present photo- 
copy machine the day you switch 
to this new Kodak paper. 

Then, you'll see your letters, re- 
ports, charts, and other work repro- 
duced with a new sparkle—every 
detail needle-sharp...in dense 
photographic blacks, clean whites 

Kodagraph Contact Paper sets 
new standards for contact photo- 
copying ... and it’s much easier to 
use because of its wide latitude and 
amazing uniformity—from sheet to 
sheet, package to package. These 
features allow you to trim operating 
costs—eliminate trial-and-error test- 
ing, split-sec ond timing. 

But see for yourself. Just specify 
Kodagraph Contact Paper next time. 

Write today for free booklet. 


[Xedagraph 
Contac? Paper 


“THE BIG NEW PLUS” IN THE 
OFFICE COPY FIELD 
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A supervisor maintains a cheerful attitude. There EASTMAN KODAK COMPANY 


ay be few things i > business and economic 

may be few things in the business and economic industrial Photographic 

picture to make the supervisor cheerful; however, Division, é 

he does not carry his doubts and worries to the Rochester 4, N.Y. eT 
employees. 
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MODULAR EQUIPMENT 


NEW line of wood modular office 

equipment has been developed by the 
Globe-Wernicke Company to save space, 
time and money in office operations. A 
saving of 18.3% in floor area plus greater 
eficiency is claimed. Desk and center 
runners are the basic pieces to be com- 
bined with various standard sectional 
units for letter files, cabinets and card 
index cases. A patented interlocking fea- 
ture makes assembling and rearranging 
the units easy. Partition combinations 
secure semi-privacy or complete privacy. 
All units have leveling adjustments to 
compensate for floor unevenness. 


MACHINE CUSHION 


HE Ritchie cushion manufactured by 

the Safeguard Corporation will ac- 
commodate both electrical and manual 
typewriters, I.B.M. electric bookkeeping 
machines, adding machines, calculators, 
addressographs, and many other types of 
ofice equipment. The sponge rubber 
cushion anchors the machine, eliminates 
much of the vibration, takes up the oper- 
ating shock and protects polished surfaces. 
The air chamber corners are available 
separately for use under the legs of heavy 
machines. 
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AUTO CLOTHES RACK 


ASL installed in a few moments in 
any make of automobile this clothes 
rack helps field mun look spic-and-span 
after a long ride. It will carry up to 
thirty garments with adjustable rubber 
stoppers on the rod holding them in any 
desired position. Since the rack just 
springs into position and has no bolts, 
nuts or screws, it can easily be removed 
and replaced as desired. It hugs the top 
of the car, is out of the way, does not 
interfere with headroom and is designed 
so as not to damage the upholstery. It is 
made by the Specialized Products Com- 
pany. 


De eaiieennel 


CANCELLATION CALCULATOR 


HIS endorsement and _ cancellation 
calculator, known as the “Calco 
Duplex,” has been introduced by Calco 
Products, Incorporated. It includes one, 
three and five year pro rata and short 
rate direct reading unearned premium 
scales plus multiplication scales for com- 
puting or checking rates and premiums. 
It provides short rate percentages in the 
second and third years of three year 
policies by both individual days and five 
day steps. There are special factors for 
cancelling policies written at term rules 
other than 24 annual premiums for three 
years. The calculator is of plastic con- 
struction with large clear numbers. 
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NON-SLIP WAX 


HIS all weather slip-proofed floor 

wax is said to make floors safe under 
all conditions, especially when water has 
been either tracked in or accidentally 
spilled. It has a powerful aversion to 
dirt and, twenty-four hours after appli- 
cation, develops strong water resistance. 
Manufactured by Chemical 
Baltimore, it is not harmed by freezing 
temperatures and is said to have excep- 
tional spreading and leveling properties. 


Service of 
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SWITCHBOARD SERVICE 


ANAGEMENT U today, 

more so than ever before, 

is concerned with the purely 
functional phases of operating an 
insurance office in order to save 
time, smooth out activities and facili- 
tate services in those departments 
which so often are left “on their 
own.” Among those functions now 
receiving more attention from the 
alert executive concerned with pub- 
lic and customer goodwill is the op- 
eration of the telephone switchboard 
that serves his establishment. 

It is true that in the office switch 
board lies the heart of minute-to- 
minute operations, a virtual lifeline 
upon which the entire staff must de- 
pend. Yet, how often does manage 
ment take stock of the quality of 
switchboard service, the competency 
of those who are responsible for its 
operation, and of the procedures and 
methods for dealing with those who 
call? 

More and more insurance men 
have come to realize that the office 
telephone switchboard is actually a 
“projection” of management itself, 
and, to the outside world, that it 
is the management and ts the com- 
pany. 


Two Objectives 


In general, there are two vitally 
important objectives in operating the 
average insurance oifice telephone 
switchboard: (a) to facilitate the 
work of office employees ; and, (b) to 
convey to the public a business-like, 
courteous and efficient impression 
of a service-minded organization. 

What, it may be asked, is there to 
switchboard service in addition to 
pleasant voiced operators, and 
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proper use of good equipment? It 
may be said here that there is much 
more than this to consider, and es 
pecially at a time when every im 
provement in office 
vitally important. 
gation and study by Bell System 
personnel has established the best 
techniques and methods for operat- 
ing the PBX, or private branch com 
pany exchange. This information 1s 


operations 1s 
Years of investi 


being made available to all employ 
ers interested in their 
switchboard operations. 


mnproving 


One medium successfully used for 
this purpose has 
The vital 
points of proper switchboard con 


been the motion 


picture. and essential 
duct are now available in a twenty 
minute film subject entitled, “The 
Invisible Receptionist,” produced for 
the Bell System by Wilding Picture 
Productions, Inc. 

Sound motion pictures of this type 
have proved so successful in operator 
training programs conducted by the 
Bell System, that this new picture 


has been produced especially for 


private company switchboard at 


tendants. Arrangements have now 
made to show it 


tomers’ 


been before cus 
attendants, at 


no cost to the employer 


switchboard 


“The Invisible Receptionist” has 
been produced along human interest 
lines in dramatic dialog form, which 
not only helps the operator in what 
to say in a given switchboard situa 
tion, but, also, how to say it. As 
the picture opens, Irene, an attrac 
tive and well-trained private switch 
board attendant and _ receptionist, 
tells how she learned the importance 
of giving the best possible service 
and why it work 


makes her more 


pleasant. Through a series of drama 
tic and lifelike incidents taken from 
her own past history, she reveals 
what happens when a switchboard 
fails to follow established 


practices, and how much trouble she 


attendant 


causes—not only for the telephone 


users, but for herself as well 

Her experience covers the opera 
tion of a small cordless board, as well 
as of larger one-position, two-posi 
tion, and multiple 
Several sequences show her learning 


how to operate these boards at the 


switchboards. 


telephone company training school 
The handling of cords and keys is 
covered in a sequence at the multiple 
board 


The Firm's Hostess 


Irene points out that a switch 


board attendant is an invisible re 
that 
much a hostess for her firm as if she 


were visible, but that being invisible 


ceptionist and she is just as 


is more challenging because she has 
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Switchboard Service—Continued 


to express her complete personality 
with only her voice and actions. The 
film portrays : 
Tone of service 
ner. 

Answering incoming calls with an 
identifying announcement. 
Attendant addresses incoming caller 
by name when either she recognizes 
his voice or he gives his name. 
Giving progress reports at regular 
intervals. 

Use of the establishment’s own di- 
rectory of extension telephones when 
not sure of number. 

Assignment of non-operating duties 
that require attendant to leave 
switchboard. 

Demonstration of the handling of 
cords and keys, and ‘ringing. 
Answering with key open to avoid 
plug-ins. 

Rotating cords 

Record of frequently called num- 
bers. 

Provision of ready reference type 
of company directory for larger 
boards. 

Record of alternative nearby exten- 
sions for use in completing incoming 
toll and other important calls. 
Holding extension user on Tine on 
outgoing toll calls. 

Attendant calls long distance and 
remains on line long enough to iden- 
tify call if delay is encountered. 
Attendant consults her frequently 
called number list and places long 
distance call. 

Attendant arranges to have 
party advised that toll call is wait- 


voice and man- 


called 
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“Say it” on Fox River cotton-fiber paper, and it 
will always be there! Cotton-fiber assures per 
manence for policies, special settlements, office 
forms, all vital correspondence. Hardest file 
handling hardly shows. Stoys white for years 

has that currency-feel thot mokes an impres 
sion of stability. Ask your printer for bond, 
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ing when called extension is found 
busy. 

Extension user asks for long dis- 
tance and places his own toll call. 
Training and re-training attend- 
ants. 

Placement of attendants. 

Providing relief attendants. 
\ssistance given by telephone com 
pany service advisers. 

Assistance given in training and 
other forms of help at larger multiple 
boards. 

In making this special assistance 
in switchboard operating available to 
its customers, the Bell Telephone 
System believes that it is performing 
not only a public service, but is also 
helping to improve an increasingly 
important office service in times of 
man-power shortages when com- 
munications operating efficiency is 
the by-word in all lines of business, 
commerce and industry. 

Arrangements for private screen- 
ings of “The Invisible Receptionist” 
may be arranged by contacting the 
telephone business office, or by re- 
quest to the telephone company 
service adviser who regularly visits 
all customer switchboards. 


ELECTRONIC DEVELOPMENT 


CATHODE ray tube storage 
Fee developed by Prof. F. C. 
Williams, noted English radar ex- 
pert, is being introduced by Inter- 


Business Machines Cor- 
poration into its new electronic 
calculators. IBM will use the Wil- 
liams system under a licensing agree- 
ment with the National Research 
Development Corporation of Lon- 
don. The agreement gives IBM 
full use throughout the world of 
NRDC patents in the computing 
field. 

In the cathode ray storage system, 
information required in a calcula- 
tion is stored in the form of dots and 
dashes on the face of the tube in a 
manner similar to the projection of 
a picture on the familiar home tele- 
vision tube. The information is read 
back from the tube to the electronic 
computer in a few millionths of a 
second, by passing the cathode ray 
beam over the same area. As many 
as 2,048 items of information have 
been stored on a cathode ray tube 
with a 24-square-inch screen. 


national 


PRODUCT 
LITERATURE 


H23—Fluorescent Lighting 
Equipment 

A condensed sage of the Edwin F. 

Guth Company's line of commercial institu- 

tional and industrial luminaries. Various 

types of lighting fixtures are illustrated with 
short descriptions and complete data. 


H24—Insulated Record Files 


This Herring-Hall-Marvin Safe Company 
folder describes their line of three and four 
drawer letter files designed to make certified 
fire protection conveniently accessible at the 
point where records are used. The models 
are illustrated, their features described and 
complete specifications furnished. The tests 
to which the files were subjected by the 
Underwriters’ Laboratories before being 
labeled are explained in full. 


H25—Tite-On Roofs 


The Rubberoid Company has prepared a 
folder demonstrating the construction of 
their roofing shingles which makes them wind 
resistant. The shingles are suitable either 
for use as a new roof or as a re-roofing 
material. 


H26—The Printing Calculator 


Automatic division, short cut multipli- 
cation, addition and subtraction on the 
Remington Rand printing calculator are 
described in this twelve page illustrated 
booklet. The methods of operation are fully 
described and a few of the many uses to 
which the machine can be put are men- 
tioned. 


H27—Legible Markings 


This is a sixteen page booklet illustrating 
the rubber type markers and marking acces- 
sories manufactured by Wm. A. Force and 
Company, Incorporated. The various meth- 
ods of stamping, the type faces available 
and the special stamps, pads, inks, and pen- 
cils manufactured by the company are all 
covered in the booklet. 
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allows full treble-to-bass range. 
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AROUND THE OFFICE—Continued 


(4) A supervisor is loyal to his employer and sincerely 
tries to interpret the policies to the success of the 
organization. He honestly interprets the rules and 
regulations and applies them fairly and without 
prejudice or favoritism. 

A supervisor is dependable—when given an assign- 
ment, he can be depended upon to accomplish the 
task and surmount ordinary obstacles. He inspires 
confidence in his associates because he has con- 
fidence in himself. He also has confidence in his 
employees because he trains them and therefore, 
knows their capacities and abilities. 

A supervisor is thorough in his planning. He 
studies his organization and plugs up the weak- 
nesses. He develops understudies and by training, 
he develops flexibility in his employees so that he 
can meet all emergencies. 

A supervisor represents the interests of his em- 
ployees and he protects those interests. If the 
supervisor does not represent the best interests of 
his employees, it may develop that they will seek 
outside agencies to represent them and if necessary 
to protect them. 


So far we have talked about the responsibilities of 
supervision. These responsibilities can be explained and, 
by training, the supervisors can be taught how to ac- 
complish the tasks assigned to them. There is a col- 
lateral point of consideration. Suppose the supervisors 
do all that we have recommended and handle the affairs 
of their departments in such a way that morale is im- 
proved, production is increased and job satisfaction is 
developed. Top-management must be aware of this and 
must appraise and reward for meritorious service. The 
privileges of a supervisor are not in the field of personal 
prerogatives—to be able to come and go as one pleases, 
or do as one pleases. The contrary is true. The super- 
visor has to work harder, work longer hours, be punc- 
tual, and as we said, set the pace by personal example. 
Financial reward is one of the surest ways to inspire 
meritorious conduct and encourage one to suffer the 
risks and responsibilities of leadership. 

With high income tax rates, financial rewards are 
somewhat limited in effect. Other privileges can be 
added to make supervision worthwhile. In some com- 
panies, supervisors make very little more than the high- 
est paid subordinate employee. Other companies have 
provided club memberships (required in the business, 
of course) and have made company cars available to the 
supervisors (for convenience of transportation on com- 
pany business, of course). The main point is not how 
the recognition of the supervisor is accomplished—it is 
that it is accomplished. The supervisors are the first line 
of defense in selling and demonstrating the American 
way of life and the free enterprise system. The best 
salesmen are the ones who benefit from and have a stake 
in the thing they are selling—you can’t sell what you 
don’t believe. Train them, make them part of manage- 
ment’s team, give them responsibilities, hold them ac- 
countable for results and then reward them for intelli- 
gent service. You just cannot beat that combination. 
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HUMAN REACTIONS TO 


STANDARDS AND CONTROLS 


N THE several branches of in 

surance there are countless op- 

portunities for the development 
of formal standards and controls. In 
the sales end, sales quotas of many 
kinds may be set up regarding the 
performance of branches, agencies, 
or individual salesmen. These quotas 
may even be related to specific kinds 
of policies, kinds of risks, and sec- 
tions of the country. Budgets to con- 
trol individual sales expenses a: well 
as the total cost of sales may be set 
up. Statistical standards regarding 
lapses, cancellations, and renewals of 
policies may be set up as a means of 
measuring sales performance. As a 
further control, standards may be 
set up regarding losses, by types of 
risk, by section of the country, and 
so on, to aid in the planning of activi 
ties in the future and as an aid to 
judging past performance. 

Aside from the restrictive statu- 
tory controls which may be imposed 
on investment activities, administra- 
tive standards and controls may be 
set up by management to guide and 
to measure the performance of the 
organization in the field of invest- 
ments. Standards may be set up 
regarding the types of investment 
which are to make up the investment 
portfe lio, regarding the projected 
yields and returns, and gains and 
losses. Standards may be set up re- 
garding the costs and expenses of 
the investment activities themselves. 
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JOHN D. GLOVER 
Associate Professor of Business Ad- 
ministration, Harvard University 
Graduate School of Business 
Administration 


To mention just one other field 
where standards and controls have 
already been developed on a broad 
scale, there is the whole area of in- 
ternal operations. Standards and 
controls may be set up to govern 


budgets and work loads in billing — 


and accounting work, for the actu- 
arial department, for research, for 
branch offices and even the salaries 
of company officers. (Although I 
guess he would be a brash man in 
deed who would attempt to set 
standards of the work loads of the 
vice-presidents of his own com 
pany!) 


The Human Problems 


The human problems involved in 
the development, installation, and 
management use of standards and 
control systems require just as much 
attention as the technical accounting, 
statistical, and analytical problems 
which are involved. The human 
misunderstandings, resentments, and 
resistances which may be generated 
unintentionally by the development 
and use of these tools of management 
can not only nullify the possible 
benefits which might be derived from 


them, but can even go so far as to 
disrupt and demoralize the organiza- 
tion. The morale of the organiza- 
tion—the will of the people to give 
their best and to co-operate, and to 
derive satisfaction from their work 
can be seriously damaged if the 
human aspects of building and using 
standards and controls are 
bungled and botched. On the other 
hand, if the human problems in 
volved in developing, installing, and 
using these standards and controls 
are well understood and well han 
dled, systems and measures which 
are far from perfect themselves can 
actually lead to excellent results. 
Now just what is all this about 
these human problems involved in 
the setting up and in the using of 
management standards and 
trols? What can experience and re 
search—and common sense—tell us 
that is helpful in avoiding possible 
pitfalls and gaining the most we can 
from these proven and promising 
instruments of modern management ? 
It seems to me, in the first place, 
we must frequently remind our- 
selves of the obvious fact that or 
ganizations are made up of people 
human beings. And, as one sage has 
put it, “Who is more human than 
people ?” 
cal thought and logical understand- 
ing. But we also have feelings and 
emotions. We have preferences and 
(Continued on the 
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Human Reactions—Continued 


prejudices and we all have our own 
ideas as to what is the right, or good 
way and is the wrong, or evil way 
of doing things. In part, our ideas 
are logical and well thought out. In 
part—perhaps in larger part—our 
ideas are nonlogical. I do not say 
these ideas are necessarily “illogical” 

-just nonlogical. That is to say, we 
haven't thought all these ideas out 
and put them into words. But these 
nonlogical ideas and attitudes which 
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we have play a large part in gov- 
erning our opinions and _ actions. 
Such ideas as we have concerning 
“loyalty,” “devotion to duty,” and 
even of “good” and “evil” are pretty 
much of this non-logical nature. 
That's one important thing about 
people to remember. 


Informal Organization 


In the second place, while we think 
of ourselves and others around us in 
our organizations as individuals, we 
sometimes seem to forget the fact 
that people in organizations are not 
isolated and not unrelated. Every 
individual in an organization has a 
position which is related, in some 
way or another, to the positions of 
other people. To some extent, these 
positions and their relationships may 
be described in organization man- 
uals, directives, letters of appoint- 
ment, and so on. But more often 
than not, just what a job really con- 
sists of, and the real relationship of 
the individual to others is part of 
what has been called “informal or- 
ganization.” “Informal organiza- 
tion” is that social code of behavior 
in each organization which estab- 
lishes the traditional, customary, 
and habitual ways of doing things 
and of working together. The au- 
thority, responsibility, and prestige 
of each job and of each individual 
in the organization is determined 
very largely by this “informal or- 
ganization.” The regard in which 
individuals are held, the way they 
feel about their own jobs and the 
jobs of others, and their ideas as to 
the “proper” way of doing things, 
the way they get together for joint 
effort, are all aspects of this “in- 
formal organization.” 

“Informal organization” to some 
extent is an outgrowth of planned, 
conscious, effort and thought. But 
to a larger extent it “just grows.” 
“Informal organization,” like indi- 
viduals, is partly logical—partly 
nonlogical—that is to say just plain 
human. 

Now, let’s look very briefly at 
standards and controls—say a de- 
partmental budget or a sales quota. 
Such a control is a summary of ex- 
pected results of human behavior 
and activity. A control is also a 
device for measuring the efficiency 
of people—workers, salesmen, man- 
agers. Both as plan and as device 


for appraising results, a control of 
this kind has implications for human 
feelings, attitudes, reactions, be- 
havior, and relationships. The more 
“precise,” the more detailed, is the 
standard, the more rigid is the defi- 
nition of acceptable results of human 
behavior, the less latitude there is 
for variation, and the more definite 
are the behavior and actions which 
are implied. As the standard be- 
comes more detailed in terms of spe- 
cific results expected, the closer it 
comes to indicating not only how 
efficiently the job is to be done but 
how it is to be done; and, in appear- 
ance, the more exact and penetrating 
can be the judgments of human per- 
formance. The more precise the 
standard, the more likely it is to be 
in contrast to the variability of 
human attitudes and behavior. Here, 
we have a suggestion as to what may 
be the basis for some of the human 
problems in the design and use of 
standards and control in 
ment. 


manage- 


Three Groups 


These human problems can be 
thought of as being related to three 
different groups of people in the 
organization: those who are meas- 
ured or “controlled” by the standard, 
those in managerial positions who 
use these devices of administration, 
and those who develop these instru- 
ments. Let’s take a look at each of 
these groups as they may be affected 
by standards and controls of various 
sorts. 

As to the people who are measured 
or “controlled,” we see first of all, 
that they are, roughly, of two sorts. 
First, there are those at the working 
level—clerks in a billing department, 
say, or individual salesmen in the 
field. The standards or quotas under 
which they work are pressures from 
above to accomplish given results. 
And quite commonly a formal stand- 
ard may be an important factor in 
determining their pay. The second 
group which is expected to conform 
to formal standards are the people in 
supervisory jobs, like departmental 
supervisors and district sales man- 
agers. The efficiency with which 
they do their supervisory jobs is 
measured by a formal standard. And 
they, in turn, are likely to relay this 
formal measuring process on down 
below. As we shall see, the person 
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Human Reactions—Continued 


in a supervisory job is “in the 
middle”; he is expected to conform 
to the standard, but he is also an 
administrative user of this manage- 
ment tool. 


Uncomfortable Questions 


Probably the most acute problems 
affecting those who are expected to 
conform to standards are those aris- 
ing out of the effects of the use of 
these standards on the relations be- 
tween these people and their su- 
periors. For one consequence of the 
introduction of formal management 
standards is that the boss may be led 
to ask all sorts of uncomfortable 
questions, to ask for explanations of 
this and that variation from plan, 
budget, or quota. On the basis of 
their record, as revealed by control 
reports and analyses, subordinates 
can expect blame and censure. Any- 
one who has worked in an organiza- 
tion for any length of time is familiar 
enough with the mental anguish and 
worries that people down below can 
suffer over what the boss may think 
or do. In fact, a subordinate may 


get “put on the spot” with his boss 
over the matter of a standard or a 
control even before it is put into 
effect. The subordinate may resist 
the new standard or control because 
he does not understand it, or because 
in his reasoned judgment the pro- 
jected control is inappropriate to the 
situation, or just because he feels, 
somehow, that this newfangled gad 
get goes against the traditional and 
“right” way of doing things. Shall 
he oppose the idea, and run the risk 
of looking stupid or of arousing the 
boss’s suspicions that he “lacks 
vision” or that he is “hiding some- 
thing”? Or shall he acquiesce in 
something he does not really believe 
in and will have to live with? Hav- 
ing been put on such a spot, a man 
in this frame of mind will not lose 
any love on the accountants and 
statisticians who have rigged up this 
control. 


A standard may also bring the 
supervisor or manager into a situa- 
tion of conflict with his own sub- 
ordinates. More often than not, a 
control stands as a continuous pres 
sure on the supervisor to urge, to 
cajole, to persuade, and to lead his 
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people into working harder, working 
differently. He is forced to become 
an advocate and pleader for change. 
And the bitter irony may be that, 
at the very time he is trying to bring 
about the necessary changes, his own 
personal preferences incline to the 
old ways rather than to the new 
ways. 


Division and Friction 


As a matter of fact, the lower-level 
supervisor may be so unsympathetic 
with the standard which has been set 
for his people—and, indirectly, for 
himself—that he cannot honestly or 
effectively give it his support. Or 
the onus of enforcing it on his un- 
willing subordinates may be just too 
great for him. Thus the lower-level 
supervisor may be thrust into a posi- 
tion of conflict between the people 
above him and those below. In spite 
of the “loyalty” which his own 
supervisors expect of him, a man in 
this position may very well side with 
the people under him and just not 
try to enforce the standard. A 
branch office manager, for instance, 
who has to “live with his men” and 
who, in any case, is more likely to 
have a “field” rather than a “home- 
office” point of view, cannot neces- 
sarily be counted on to be very en- 
thusiastic about a budget set by the 
home office which fails, in his opin- 
ion, to take into account the realities 
of the particular local situation. If 
the resistances from below are great 
enough, he may feel himself com- 
pelled to join with his men in attack 
ing the home office. And instead of 
solidarity, the organization begins to 
show signs of division and friction. 


Now the “informal organization” 
is not completely rigid and incapable 
of change. Given time, it can adapt 
to new situations and absorb changes 
and new management devices. It 
may take some time, but more often 
than not, the new way of doing 
things may eventually become the 
accepted way. Unfortunately for or- 
ganizational solidarity and cohesion, 
the people up above—the people in 
the home office, or the efficiency ex- 
perts, or even the “line” adminis- 
trators—can think up new and better 
ways of doing things, and of measur- 
ing efficiency, and so on, faster than 
the informal organization can assim- 
ilate them. 
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Change and the evolution toward 
improved administrative and con- 
trol techniques frequently proceed at 
a pace faster than “informal organi- 
zation,” with slower rates of adapta- 
tion, can keep up. Hence, the lower- 
level supervisor is not just “on the 
spot” occasionally. He may be “in 
the middle” over a long period of 
years. The pressures and impetus 
for change keep coming down upon 
him in wave after wave. The people 
below complain and resist. Friction 
develops between the supervisor and 
his people, and between the super- 
visor and the management above; 
for, before the people who actually 
do the work get used to one set of 
changes in methods, goals, or quotas, 
the pressure is on them to do things 
still differently. 


Higher Administrative Levels 


Now as to the people farther up 
the line who use standards—right 
up to the president of the company 
they also present human problems 
to the accountants and statisticians, 
the planners, and the budgeteers. 
Staff proponents of modern control 
devices have frequently met some 
of their stiffest opposition at the 
higher administrative levels of the 
“line.” Sometimes this resistance 
stems from the failure of people in 
higher management positions to un- 
derstand the technical construction 
of these devices and systems. A dif- 
ferent sort of resistance comes from 
the fairly common instinctive dis- 
like for the administrative evolution 
which may be implicit in the adop- 
tion of stronger, or, especially, more 
detailed controls at the higher levels. 
Many top people in business have 
been brought up under the adminis- 
trative philosophy—and there is a 
great deal to be said in favor of it 
which holds that people down below 
should be given free rein in running 
their show, being responsible only 
for “over-all results.” In more than 
one case this’ traditional “‘line’’ point 
of view has ruled out, so far as those 
particular companies are concerned, 
the more extensive and the more 
detailed and precise sort of controls. 
Many “old timers” think some of 
these controls are excessively restric- 
tive and that they hamper the people 
who have to do the work. And there 
is a lot in this, too. Some detailed 
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controls just degenerate into so much 
“red tape.” 

An organization is in for trouble, 
on the other hand, if its managers at 
the upper level take their new tools 
of control too seriously and too lit- 
erally. An executive who is “over- 
sold” on formal controls can bring 
about major upsets in an organiza- 
tion and even demoralization among 
the people below him. A man who 
is oversold—and that includes the 
accountant and the statistician—is 
likely to forget that any standard in 
order to be comprehensible to the 
“average” man must necessarily be 
based on a very limited number of 
variables, probably not more than 
three or four at the most. Yet the 
actual costs of the work of any given 
department, say, or the actual sales 
volume in any given district for a 
particular period, are in fact, the 
resultants of a large number of vari- 
ables. Some of these variables may 
be controllable only in part or not at 
all. They may be irregular in oc- 
currence, or they may even be un- 
known. In short, the typical stand- 
ard or control figure is necessarily 
only an approximation. Less char- 
itably, but not incorrectly, it can be 
called an “oversimplification.” The 
executive who is oversold on the 
accuracy or usefulness of a formal 
standard automatically shifts the 
burden for explanations of devia- 
tions of actual from standard away 
from the standard and onto the 
people below him. He does this in 
spite of the necessarily approximate 














"The girls in the filing department have 
made a new rule that you should know 
about . . . We require a 48-hour notice 
when you want a letter over two days old!" 


nature of the standard. Quite under- 
standably, the people below are likely 
to regard this as “unreasonable” and 
“unfair.” And  unreasonableness 
and unfairness are death to high 
morale. 

A special point needs to be made 
in connection with the limitations of 
standards, budgets, quotas, and the 
like. They are the logically con- 
structed formulas of logically minded 
technicians. They are almost cer- 
tain, therefore, not to make allow- 
ance, much less specific provision for 
human frailty, idiosyncrasy, and un- 
predictability, or for what may be 
called the human “irrelevancies” of 
life as it is. And yet, these irrele- 
vancies of how people feel about 
themselves and each other, and what 
they feel is a good job, or about what 
is even possible “under the circum- 
stances” are very real to the people 
concerned. And, if the whole situa- 
tion were explored thoroughly, these 
seeming “irrelevancies” might well 
be found to be just as concrete and 
as relevant as the variables which 
the technicians chose to make up the 
formula for the determination of the 
standard. The potential which such 
a situation may have for discord is 
obvious. We all know that the fail- 
ure of a literal-minded boss to take 
human realities into account has a 
singularly exasperating effect on his 
people. 

(To be continued) 


GOOD GROOMING AID 
} Fernie Shave,” a new kind of 


masculine grooming aid, which 
offers relief trom worry about not 
having been freshly shaved for those 
all-important dinner and after-din- 
ner calls has been introduced by 
Max Factor Hollywood. 

The new grooming accessory, 
which can be applied in just a few 
seconds, is a compressed talc de- 
signed to thoroughly and lastingly 
conceal even a dark beard. When 
applied immediately after a shave, it 
makes a close-shave effect last hours 
longer than it otherwise would. For 
those whose skins are too sensitive 
for a second shave during the day, 
it offers a soothing way out. Far 
less detectable than after-shave talc, 
“Lazy Shave” comes in a com- 
pressed form which doesn’t spill, 
and can be handily carried on the 
person or kept in an office drawer. 
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* Current literature and Prices on any of the following products and services may be hed without > 4 
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FILING CABINETS 
Card File 
Fibre Board 
Insulated 
Metal 
Micro 
Portable 
Rotary 
Stencil 
Tabulating Card 
Visible 

10. Wooden 


FILING SUPPLIES 
129. Cards 
11. Fasteners 
12. Folders 
13. Index Tabs 
14. Supports 


MACHINES, ACCOUNTING 
. Adding 
. Billing 
. Bookkeeping 
. Calculating 
. Payroll 
. Tabulating 


MACHINES, MAILING 
. Dating Stamps 
. Envelope Sealers 
. Mail ners 
. Postal Meters 
. Postal Scales 
. Sorters 
. Time Stamp 
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To BEST'S INSURANCE NEWS 
75 Fulton St., New York 38, N. Y. 
Please forward complete information 

and prices on the items checked. 
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a REPRODUCING 


: posing 

. Direct Copying 

. Duplicating 

. Micro-filming 

. Mimeograph Slip Sheet 
. Typewriter, Electric 

. Typewriter, Manual 


MACHINES, MISCELLANEOUS 
32. Addressing 
33. Checkwriting 
34. Dictating 
35. Intercommunication 
36. waaay 
37. Paper Fastening 


OFFICE ACCESSORIES 
38. Ash Trays & Stands 
105. Bulletin Boards 
39. Cash Boxes 
40. Chair Cushions 
41. Currency Trays 
42. Desk Lamps 
43. Desk Pads 
44. Desk Trays 
45. Drawer Trays 
46. Moisteners 
47. Name Plates 
48. Pen & Ink Sets 
49. Waste Baskets 


OFFICE FURNITURE 
a Air Conditioners 
- 
Sa. 
oa. 
134. 
54. Desks 
55. Fluorescent Ligheins 
108. Incandescent Lighting 
56. Matched Suites 
57. Safes 
89. Stands, Typewriter 
58. Stools 
59. Tables 
60. Wardrobes 


PAPER 
119. Card Index 
120. Duplicator 
70. Envelopes 
135. Labels 
121. Letterhead 
= Policy 
123. Ledger 
124. Thin (Copy) 


SERVICES 
62. Accounting System 
127. Fili on ng 
63. Fire Pretection 
64. Office Planning 
115. Photocopying 
65. Record System 
66. Sales Incentives 
128. Salvage Services 
125. Truck Alarm Systems 


SUPPLIES, GENERAL 
68. Business Forms 
69. Duplicating Supplies 
71. Erasers (Specialized) 
112. Floor Polish (Non-Slip) 
72. Loose Leaf Books & 
Systems 

. Marking Devices 

. Paper Perforators 

. Pens 

. Pencils 

. Pencil Sharpeners 

. Staple Removers 


SUPPLIES, TYPEWRITER 


82. i Material 
83. Copyholders 

85. Justifier 

86. Line Indicator 

87. Pads 

88. Ribbons & Carbons 


TELEPHONE ACCESSORIES 
90. Cord Cover 
91. Holder 
92. Index 
94. Silencer 
95. Stands 


MISCELLANEOUS 

131. Accident Diagraming 
. Advertising Blotters 
. Advertising Specialties 
. Birthday Cards 
. Building Evaluation 
. Display Material 
. Fire Extinguishers 
. First Aid 
. Greeting Cards 
. Leather 
. Policy Wallets 
. Promotional Gifts 
. Recording Door Lock 
. Short Rate Calculators 
. Silencer for Dictating 

Machines 

. Visual Policy Jackets 
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Another agency? An efficiency expert or an industrial engineer? An advertising agency? Or to the 


insurance company it represents? 


When our agents have problems—anything from “Why don’t I get more profit out of my business?” to 
“What's the best way to set up my agency organization?” —they take them up with our Agency Systems 
Department. This is a department of specialists... specialists with over 20 years experience in personally 
advising agents on all phases of successful agency operation. 


As an indication of how alert you are to today’s best procedures, how do you rate on these sample 


“True or False” questions: 


If an agency produces sufficient premium volume, 
the profit on the business will take care of itself. 
An agency should concentrate its entire selling 


efforts on new prospects. 


Production in an agency is not affected by the way 


in which daily reports are filed. 


Whether or not you represent one of our 
companies, get your copy of the latest “True 
or False” from our Agency Systems Dept. 





---------------------; 


! Agency Systems Department 


Agent's Name. 


Royal-Liverpoo! Insurance Group, 150 William St., N.Y. 38, N.Y. 


Please send me [] ‘True or False” () Further particulars 
regarding Agency Systems service. 





Address. 











Represent Royal-Liverpool Insurance Group: Yes (1) 


No 2 


oe ~d 








100th ANNIVERSARY IN THE UNITED STATES—ROYAL INSURANCE COMPANY, LIMITED 





ROYALE LIVERPOOL INSURANCE GROUP 


CASUALTY + FIRE 
150 WILLIAM ST., NEW YORK 38, N.Y. 


W. C. RATE REVISIONS 


N INCREASE of 10.3% in 
Pall eonnes compensation rates 
filed by the National Council on 
Compensation Insurance has been 
approved by Commissioner Harvey 
Chesney of Maryland. The rates, 
which reflect an average increase in 
benefits of 12.1% voted by the 
legislature, became effective July 1 
on all new and renewal policies and 
on all outstanding policies expiring 
after August 1. Also effective July 
1 was an increase of 6.5% in 
Indiana on workmen’s compensation 
rates. This increase is also based on 
increased benefits. 
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ROYAL INSURANCE COMPANY, LIMITED - ROYAL INDEMNITY COMPANY - AMERICAN & 


FOREIGN INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE CO., 
LTD. - NEWARK INSURANCE COMPANY - QUEEN INSURANCE COMPANY OF AMERICA 


THE LIVERPOOL & LONDON & GLOBE INSURANCE CO. LIMITED - GLOBE INDEMNITY 


MARINE 


COMPANY + STAR INSURANCE COMPANY OF AMERICA - THAMES & MERSEY MARINE 
INSURANCE COMPANY, LTD. - VIRGINIA FIRE & MARINE INSURANCE COMPANY 





Increased workmen’s compensa- 
tion rates have also been filed in 
California. They result from higher 
benefit schedules. The proposed 
increase is 3.2%. 


Increases of up to 25% on certain 
workmen’s compensation classifica- 
tions were recently announced by 
the Ohio Insurance Department. 
The higher rates, it is stated, stem 
from increased claims and larger 
benefits provided by the State 
Legislature at its recent session. 


Commissioner Artemas C. Leslie 
of Pennsylvania has approved re 
visions in workmen’s compensation 
rates proposed by the Pennsylvania 


Compensation Rating and Inspection 
Bureau. The new rates apply to all 
classifications except coal mining 
and became effective on July 1, 1951. 
On the average, the new rates are 
4.4% lower than those previously 
in effect. The average reduction for 
classifications in the manufacture 
and utilities group is 2.5%, for those 
in the contracting and quarrying 
group 6.8%, and for those in the 
other industries group 5.2%. The 
rates for 111 classifications are re 
duced, 28 are increased and 46 
remain the same. It is estimated that 
the reduction in rates will result in 
savings to policyholders of approxi 


mately $1,500,000 








>. 
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Open Sesame—from page 35 


the prospect’s pre-existent need, we 
also magnify that need in the pros- 
pect’s mind more and more. In most 
cases we do not have to prove the 
reliability of the company, because 
that is usually taken for granted. 
But where it isn’t, the industry pro- 
vides numerous sales aids to accom- 
plish this purpose. 

The fourth question that must be 
satisfied in the prospect’s mind is 
the price—can he get more for his 
money elsewhere? Are the benefits 
and advantages that our policy pro- 
vides worth to him what we ask him 
to pay? Well, here again most pros- 
pects know that insurance premiums, 
for a given benefit, are pretty well 
stabilized and besides, the price de- 
cision is usually of little consequence 
if we have really sold him on the 
benefits and advantages that he will 
gain through the possession of the 
policy, and have gained the follow- 
ing three necessary decisions : 

Ist. Established in his mind the 
need. 

2nd. Proved that our policy will 
serve his purpose satisfactorily. 

3rd. Gained his confidence and 
satisfied him as to the reliability of 
our company and of our policy. 

When these four decisions have 
been gained, there remains only the 
fifth question to be satisfied in the 


prospect's mind and that is, “When 
to buy?” We all know that the right 
time to buy is now! If we have 
properly qualified our prospect be- 
fore calling on him, we have every 
reason to believe that he can buy 
now. 


Proper Appeals 


Keeping in mind the fact that a 
man does not buy until he has made 
these necessary decisions and is im- 
pelled to buy because of the proper 
appeals made by the salesman to his 
buying motives, let’s see how we, in 
the insurance business, can use our 
understanding of the buying motives 
to our advantage. 

Most commodities that are sold 
have an appeal to only one, or per- 
haps two, of the buying motives. 
Our commodity has a direct appeal 
to all five. How? Because of the 
very nature of insurance. In the 
final analysis, is it not money? 
Money to be delivered on some re- 
mote tomorrow, or to the designated 
beneficiary in the event of premature 
death? But it is money, and money 
appeals to the desire for gain. With 
money we can purchase commodities 
that will add to our comfort and 
convenience, and certainly the appeal 
of insurance to our desire for pro- 
tection and security is self-evident 
Money represents financial security. 
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FEATURE STORY 
One of the features 

of American insurance 
is that the Agent who 
sells Service, Safety 
and Security is always 
“a good man to know!” 
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Is not accident and health insurance 
a direct protection against financial 
uncertainties in life? How many 
times have we heard a man boast 
about the amount of insurance he is 
carrying for the protection and se- 
curity of his loved ones? How many 
times have we heard a woman tell 
her friends, in a proud manner, how 
much insurance her husband is 
carrying? Even the children are 
aware of the amount of insurance 
their daddy carries. Certainly, a 
man cannot help but feel pride in 
carrying sufficient insurance to pro 
tect himself and his loved ones. 

As to the buying motive, “satis- 
faction of affection,” a man with 
money can certainly more adequately 
demonstrate his affection for his 
loved ones, than a man can without 
money, and with insurance he can 
perpetuate his affection even beyond 
his life! -Therefore, in our profes- 
sion we are in the fortunate position 
of selling a commodity which effec- 
tively appeals to all of the buying 
motives. 


Effective Appeals 


Note that I said “effectively ap- 
peals.” How? By the skillful use 
of the proven and tested ideas and 
techniques in appeals to these buy- 
ing motives I have previously termed 
“power tools.” The “effective” use, 
in appealing to the prospect’s buy- 
ing motives, can easily make that 
difference in our maximum earnings 
of up to hundreds of dollars in a 
week or thousands of dollars in a 
year. 

To what, then, do we appeal in 
using these power tools? Why do 
men insure? Why does a man de 
prive himself of some of the money 
that he could spend on today’s lux 
uries and in having a good time 
today? Why? Many insure because 
of some young person believing in 
him enough to start down the road of 
life with him, not knowing, not ask- 
ing, what was ahead, but trusting 
him to take care of them and he 
honors that trust, and cherishes that 
life. Men insure because small eyes, 
that have no choice, look up at him 
and smile at him with instinctive 
faith that is beyond understanding 
and men cannot violate that faith. 

Men insure because trusting 
Johnnie and Sue know that daddy 
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will provide even though lying in a 
hospital—they ask not how—they 
know that nothing will stop daddy. 
Men insure because they do not want 
to test the love and affection of 
friends and relatives by asking that 
they support them and their family 
during the living death of disability. 
Men insure because a woman, whose 
youth is past, spent that youth build- 
ing happiness into his life; because 
she, a mother, was willing to give 
her life to her family and men are 
responsible for that gift. Men insure 
because they know the inevitable 
course of life is from youth to age, 
and they know that saving a little 
money without a definite plan is not 
easy. They know that some day they 
will be ready for a well-earned rest 
from the labors of earning a living 
They want to be free to enjoy lite 
in the all too few hours left to them. 
For these reasons men insure, and 
because of such motivation, men will 
continue to insure in the generations 
to come. Men insure for the love of 
a woman or a child. Men insure not 
because somebody is going to be 
disabled or die, but because some- 
body is going to live. 


HEALTH INSURANCE 
COVERAGE 


ESPITE the recent declaration 

of the American Medical Asso- 
ciation that the danger of a national 
health plan is no longer imminent, 
it seems that the issue is by no means 
dead. President Truman reaffirmed 
his belief in its desirability in an 
address calling for a workable plan 
which will enable all Americans to 
pay for necessary medical care. He 
took issue with stated figures that 
nearly half the people have some 
form of voluntary pre-paid medical 
care with the assertion that 
than 4,000,000 Americans have rea- 
sonably complete medical care insur- 
ance and 75,000,000 have no health 
insurance at all.’”” Also Federal Se- 
curity Administrator Oscar Ewing 
has recommended a plan for limited 
hospital care for persons over sixty- 
five and their dependents who are 
covered by social security benefits. 
He estimates that the $200,000,000 
a year cost of the program could be 
met from present social security de- 


“less 


ductions. 
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Unlimited Opportunity 
for a Limited Number 
of Qualified Men... 





Everything to help you sell: National Mag- 
azine Advertising; Network Television and 
Radio; Power-Packed Direct Mail. Licensed 
in all 48 states, District of Columbia, Can- 
ada, Alaska and Hawaii; Service offices in 


all principal cities. 


For further information, write to 


H. C. CARDEN, Supt. of Agencies. 


—y 
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The Lergest Exclusive Health and rr 


TE 
Accident Compony in the Werld Lak fia 


WUTUAL BEMEFIT WEALTO & ACCIBEMT 


association 
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OMAHA, NEBRASKA 





Every other American is covered 
health 
according to a comprehensive study 
of United States voluntary health 
insurance plans (Blue Cross, Blue 
Shield, miscellaneous independent 
plans and insurance company plans ) 
recently submitted to the sponsoring 
United States Senate sub-committee 
by a group of four experts, including 
Morris Pike, second vice president 
of the John Hancock Mutual Life 
Insurance Company of Boston 
Hospital insurance alone is held by 


by some type of insurance 


23,000,000 people, 31,000,000 have 
coverage against both hospital and 
surgical expenses, another 17,000,- 
000 have hospital, surgical and lim- 
ited medical insurance, and the final 
4,000,000 persons have 
comprehensive medical-care insur- 
ance (including hospital, surgical 
and relatively complete medical in- 
surance) the report stated. Fewer 
than 6,000,000 persons had some 
protection against the cost of hospital 
care in 1939 as contrasted with 


today’s 75,000,000. 


so-called 








POLICY FORM DEVELOPMENTS 


HE National Bureau of Casu- 

alty Underwriters has intro- 
duced new standard provision house- 
holders’ limited theft and valuable 
papers, records and accounts re- 
ceivable policies and householders’ 
limited theft endorsement. Also, the 
burglary insurance manual and en- 
dorsement supplement has been re- 
vised. The changes are effective 
countrywide on July 2, 1951 except 
in Texas for which a future separate 
announcement will be made. The 
limited theft policy and endorsement 
apply only to premises used only for 
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private residence occupancy and are 
intended for those householders by 
whom the residence and outside 
theft policy is considered too ex- 
pensive. As its name indicates, it is 
a limited coverage and is not in- 
tended to replace the residence and 
outside theft policy. The valuable 
papers, records and accounts re- 
ceivable policy is a combination of 
the present valuable papers and ac- 
counts receivable coverages. 

The automatic reinstatement of 
loss clause recommended by the in- 
surance Executives Association has 





Reynolds 





been adopted in Connecticut, Maine, 
Massachusetts, New Jersey, Rhode 
Island and Vermont. It became ef- 
fective in the New England States 
on July 2. Nevada, Nebraska and 
Washington have approved the in- 
stallment payment of term fire in- 
surance premiums, while Nevada, 
North Carolina and Washington 
have approved annual renewal plans 
for writing fire and allied lines. 
Commissioner Waldo C. Cheek of 
North Carolina, in giving his ap- 
proval, included a plea for an im- 
mediate study and possible revision 
of the term rule itself. The addi- 
tional extended endorse- 
ment recommended by the Insurance 
Executives Association the 
Eastern Underwriters Association 
has been approved in Connecticut, 
Maine, New York, Rhode Island 
and Vermont. It became effective in 
Connecticut, Maine, Rhode Island 
and Vermont on July 2 and be- 
comes effective in New York on 
September 1. Filing requirements 
for catastrophe fire insurance poli- 
cies have been suspended in Ohio. 
A minimum un-insured retention of 
$100,000 by the insured is required. 


coverage 


and 


The North Carolina department 
has approved the fire insurance de- 
ductible plan of the Federal In- 
surance Company and the Washing- 
ton Department is expected to ap- 
prove this type of policy on a lim- 
ited basis. 


The members of the New England 
Association of Insurance Agents 
heard both sides of the argument on 
such deductibles at their mid-sum- 
mer meeting. Fred W. Wrenn of 
Chubb & Son defended their use on 
the grounds that by this means in- 
sureds were won back to the agency 
market from self-insurance and 
Lloyd’s coverages. Frederick W. 
Doremus, secretary of the Eastern 
Underwriters Association, charged 
however that any such gain, which 
he characterized exceedingly 
small, was at the risk of placing all 
fire business in jeopardy. He pre- 
dicted that the use of deductibles 
would spread from large risks to 
the smaller ones thus reducing 
agent’s commissions and destroying 
the credibility of the statistics on 
which fire rates are based. 


as 
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QUIZ fh MONT 


The following questions and answers are from an examination given 
the students of the course in ocean marine protection and indemnity 
conducted by the School of Insurance of The Insurance Society of 
New York. Additional questions from this examination will appear 


in the September issue. 


Legend: 

An able-bodied seaman signed ar- 
ticles at New York for a voyage 
from U. S. Atlantic ports, north of 
Hatteras, to Copenhagen and return 
at wages of $264 per month and 
found. He was injured in the course 
of duty, but under circumstances in- 
volving no negligence on the part of 
the ship, her owner, or any fellow 
seaman. The seaman required hospi- 
talization at Copenhagen, and could 
not rejoin his vessel before it sailed, 
and hence had to be repatriated on 
another ship returning to New York 
a week later. The seaman was de- 
clared fit for duty by a U. S. Marine 
—— doctor on arrival at New 
York. 


1. de 


reasonable 


the shipowner lable for 
hospital expenses in- 
curred at Copenhagen? 

Yes, under the doctrine of main- 
tenance and cure, the shipowner is 
required to arrange for proper care 
and treatment. Since the seaman re- 
quired hospitalization at Copen- 
hagen, the shipowner would be liable 
for reasonable hospital expenses in- 
curred at that port. It is assumed 
there was no U. S. Public Health 
Service Hospital available at Copen 
hagen. In this case, the shipowner 
would be liable for the expenses of 
private hospitalization. 


2. Is the seaman under the above 
circumstances entitled to wages to 
the end of the voyage? 

Yes, the seaman would be entitled 
to wages to the end of the voyage. 
This feature was undoubtedly incor- 
porated in the articles signed at New 
York prior to commencement of the 
voyage. The statement of facts 
would indicate in this case that his 
vessel sailed before the repatriation 
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vessel, since the vessel on which he 
returned to New York arrived a 
week later. However, even if this 
assumption be correct, I believe the 
articles would provide only for wages 
to the end of the voyage of the vessel 
on which he was a crew member. 


3. Provided the employer has sup- 
plied and paid for the seman’s hos- 
pitalization, and his return transpor- 
tation, is the seaman entitled to claim 
against his employer for maintenance 
and cure? 

No, in this statement of facts, he 
was an in-patient at Copenhagen and 
therefore ineligible for maintenance 
and cure at this port. On arrival at 
New York the seaman was declared 
fit for duty and required no period 
of time as an out-patient. Since the 
shipowner paid for his hospitaliza- 
tion, the cure proportion has been 
satisfied. As mentioned, there was 
no period of maintenance in this 


case. 


4. If the shipowner failed to pro- 
vide the necessary hospitalization, 


and the seaman obtained and himself 


paid for reasonable hospital treat- 
ment, would the employer (ship- 
owner) be liable to reimburse him? 

Yes, the shipowner would be 
liable to reimburse the seaman for 
the reasonable hospital treatment ob- 
tained and paid for by the seaman, 
if he (the shipowner) failed to pro- 
vide this, since the shipowner is 
charged with this duty of providing 
the necessary medical care for his 
crew. 


5. Would the seaman be entitled 
to claim against his employer for 
pecuniary damages if he was pro- 
vided with a safe place to work, but 


~. 


the injury was sustained through the 
negligence of one of the other sea- 
men working with him? 

Yes, the seaman would be entitled 
to claim against his employer for 
pecuniary damages if the injury was 
sustained through the negligence of 
another seaman since the law pro- 
vides that a seaman is entitled to 
recover damages if the injury is 
caused by the fault of a fellow 
servant. 


6. Compute the seaman’s claim 
against the owners if the above men- 
tioned circumstances were slightly 
altered in the following manner; he 
signed articles on September 1, 1949 
—was paid his full earned wages up 
to the time of signing off by the 
captain and entered a hospital at 
Copenhagen on September 15, 1949 
—ship’s articles terminated on Sep- 
tember 30, 1949. Furthermore, the 
seaman required two weeks of out- 
patient treatment at a U. S. Marine 
Hospital on return to New York. 
Maintenance rate at the time was $6 
per day. Assume no negligence what- 
soever is involved. 

The seaman’s claim 
$216 computed as follows : 


wi vuld be 


Wages from April 15 to April 
30, 15 days @ $264/mo.. . 
Out-patient treatment at New 
York, 2 weeks, 14 days @ 


$132 


$216 

Since he was paid his full earned 
wages up to time of signing off the 
vessel April 15th, his unearned 
wages would be computed only from 
that day—entering hospital—to end 
of voyage. There is no out-patient 

(Continued on the next page) 








Quiz of the Month—Continued 


treatment at Copenhagen, so main- 
tenance would be limited to the two 
weeks at New York. I further as- 
sume the hospitalization expenses at 
Copenhagen were paid for by ship- 
owner. There would be no charge 
for the treatment at the U. S. Marine 
Hospital at New York. 

7. Under similar circumstances as 
mentioned in question No. 6, but 
with negligence of a fellow worker 
indicated, but with no permanent 
disability suffered by the claimant, 


how much money would you offer in 
settlement of the seaman’s claim? 

This would depend on the sea- 
man’s rank or grade to some extent, 
but I would offer something in the 
vicinity of $350 to $425. It would 
depend upon the amount of pain and 
suffering involved. If pain and suf- 
fering were involved, I would add 
about one-third of the special dam- 
ages for this item and therefore I 
say offer between $350 and $425 in 
settlement depending on the man’s 
grade and amount of pain and suf- 
fering involved. 





accident and health 


hospitalization 


general casualty 


_life insurance 
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Continental Casualty Company 
and Associates: Continental Assurance Company 
Transportation Insurance Company 

Continental Companies Building « Chicago 4 





8. Would the assured shipowner’s 
P & I underwriters be liable to re- 
imburse the shipowner for all of the 
payment mentioned in questions 


Nos. 6 and 7? 


Yes, the shipowner’s P & I under- 
writers would be liable to reimburse 
the shipowner for all of the payment 
mentioned in questions Nos. 6 and 
7, provided they were reasonably 
incurred, since the shipowner is 
liable for these expenses. Coverage 
under the P & I policy is afforded 
by Clauses 1 and 2 in this case. I 
believe any P & I underwriter 
would consider the payment of $225 
to $250 reasonable in taking the re- 
lease when there was negligence of 
a fellow servant, even though no per- 
manent disability was suffered, in 
the light of present day experience 
with seamen’s claims. 


9. Under what circumstances 
would P & I underwriters be in- 
volved in a claim by a seaman arising 
out of a dispute concerning earned 
wages? 


P & I underwriters would be in- 
volved in a claim arising out of a 
dispute concerning earned wages 
only if the claim of the seaman was 
not just and meritorious. The P & I 
policy covers the expenses incurred 
in resisting any unfounded claim by 
master or crew, etc. If it turns out 
the seaman’s claim was just, the P 
& I underwriters would not be con- 
cerned. 


10. To what extent does the cus- 
tomary P & I policy cover burial 
expense reasonably incurred for any 
seaman of the insured vessel? 

The customary P & I policy cov- 
ers burial expenses of a member of 
the crew up to an amount not ex- 
ceeding $200 when necessarily and 
reasonably incurred by the assured. 


$240,000 VERDICT 


NE of the victims of the wreck 

last Thanksgiving Eve on the 
Long Island Railroad has_ been 
awarded damages of $240,000. Sher- 
wood B. Faubel lost the use of his 
right arm in the wreck and subse- 
quently lost a $10,000 a year position 
as comptroller of a cabinet making 
firm. 


Best's Fire and Casualty News 




















FREEDOM OF THE PRESS... Elijah Lovejoy 
wrote for the St. Louis Observer condemning 
slavery and recommending gradual emancipa- 


tion. He was requested to moderate the tone of 


his articles, but replied by reiterating his views 
and stressing his right to publish them. Threats 
of mob violence forced him to move to Alton, 
Illinois, where, in 1837, his presses were de- 
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UNITED STATES FIRE INSURANCE CO 
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stroyed and he was killed. The incident strength- 
ened abolitionist sentiment and Lovejoy became 
a hero to friend and foe alike. 
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Our strict adherence to the principles of democracy 
has gained the confidence of the Agents of 


America, of which we have a great appreciation. 
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HOME OFFICE AND 
FIELD APPOINTMENTS 


Aetna (Fire) Group: frank A. Aiken, 
group secretary, has been transferred 
from Hartford to New York to suc- 
ceed Baxter Gentry in charge of marine 
business in the metropolitan and suburban 
areas. Mr. Gentry will be identified with 
multiple line underwriting in the home 
office 


se 2 @ 


Aetna Life Affiliated Cos.: A 


marine service office has been opened 
in Washington, D. C., for the Automo 
bile Insurance Company and the Standard 
Fire Insurance Company with Robert A 
Hunt, state agent in charge, assisted by 
Robert G. Ray, special agent, and John 
P. Gillette, underwriter 


new 


~*~ * 


America Fore Group: The following 
have been announced for the 
group: Louis Moeckel, formerly secre 
tary, has been elected controller, and 
Henry C. Kilian, formerly traveling au 
ditor, elected assistant controller. /rank 
G. Haley, formerly superintendent of the 
automobile department, has been elected 
secretary of all companies of the group 
and will continue to assist vice president 
G. L. Kerr. Henry L. Francis, tormerly 
with the accounts department of the 
Fidelity & Casualty Company, and James 
E. Guy, formerly automobile manager at 
Chicago, have been elected assistant sec- 
retaries. In addition, Mr. Guy will super- 
vise the automobile department of the 
western department. Raymond F. Jack 
son and William E. Matchett have also 
been elected assistant secretaries, and aré 
stationed in the western department 
Thomas D. Hughes, formerly secretary 
of the Fidelity-Phenix only, has in ad 
dition been elected secretary of the Con 
tinental, American Eagle, and Niagara 
Companies, replacing Victor Kurbyweit 
secretary of the Continental, as super 
visor of the local and brokerage depart 
ments. Mr. Kurbvweit has been elected 
secretary of the Fidelity Phenix, Amer 
ican Eagle, and Niagara Companies. He 
will have general executive duties in the 
home office 


elections 


For the fire companies, the following 
have been c lected secretaries \ 1 h 
Dekker—formerly assistant secretary in 
the western department, assumes super 
vision of the reactivated use and 
pancy department in the home 
John T. Horan—formerly an 
the fire companies, supervises the New 
England and Long Island territories: 
Herbert FE formerly assistant 


occu 
office 
officer of 


Soward, 
secretary in the western department; and 
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Loyal A. Williamson, formerly assistant 
secretary in the loss department at the 
home office. Frederick G. Buswell, for 
merly general adjuster in the loss depart 
ment of the fire companies, has been 
elected an assistant secretary, and also 
!, Homer Donica, formerly manager of 
the inland marine department at the home 
iffice 

For the Fidelity & Casualty Company, 
John R. Irving, formerly an assistant sec 
retary, has been elected a secretary, and 
will continue supervision of the statistical 
department. Melford J. Pitre, superintend 
ent of the engineering department, has 
also been elected a secretary. Albert J 
Miller, formerly supervisor of bond pro 
duction activities, has been elected an as 
sistant secretary, and has assumed duties 
in the bonding department under vice 
president John C. Brodsky. 

The following group officers have re 
tired: vice presidents William F. Dooley 
and Charles L. Newmiller; and assistant 
secretary Charles J, Lingenfelder 


e = 


American-Associated Cos.: fred 
Perabo, tormerly claims manager at the 
Hiouston branch office, has been made field 
superintendent of bodily injury claims, 
and Byron J. Wiederkehr, tormerly as 
sistant superintendent, has been promoted 
to head office field superintendent of lia 
bility underwriting. Coleman T. Mobley, 
formerly claims supervisor at the Grand 
Rapids, Michigan office, succeeds Mr. Pe 
rabo. R. B. Thomas, formerly assistant 
branch manager at New Orleans, has been 
named assistant branch manager at th« 
Chicago office William B. Homan has 
been promoted from liability underwriting 
supervisor at Chicago to underwriting 
manager at New Orleans; Kimbell | 
Johnson, from senior underwriter at the 
head office liability division to underwrit 
ing manager at the Hartford branch; 
A. J. Kinkel, Jr., from senior underwriter, 
liability division, to supervisor of work 
men’s compensaation and liability under 
writing in the Chicago branch office; 
irthur F. Nieft, from senior automobilk 
underwriter to supervisor of automobile 
underwriting at Chicago, succeeding 
James McDiarmid, who has resigned ; and 
Eugene H. Lilly, from head office surety 
underwriter to supervisor, bond and bur 
glary underwriting at Kansas City. 


* * * 


American Fidelity: Samuel 
formerly with the Standard Accident 
Group, has joined this company in charge 
of engineering and inspection work in 
Massachusetts, Connecticut and Rhode 
Island. 


Lanza, 


American Indemnity: 4. ©. Gorman, 
formerly manager of the Massachusetts 
Bonding & Insurance Company at Seattle, 
has been made manager of the San Fran 
cisco branch of this company 


~*~ * * 


American Insurance Group: Vice 
president John P. Young, Jr. has been 
transferred from the Western Department 
to the home office. John G. McFarland 
has been promoted from assistant man 
ager to manager to succeed Mr. Young 
Fred H. Sabin and Kenneth C. Nelson 
have been made assistant managers of the 
Western Department 


Richard B. Combs has been appointed 
special agent at the Hartford ofhce re 
placing Wayne W. Watson, who has been 
transferred to New Jersey. Donald Gra 
ham, Jr., has been named staff adjuster 
in the same office, replacing Lamar | 
Chamberlain, who has been recalled for 
military service. Ralph W’. Knapp has 
been appointed special agent for the San 
Joaquin Valley territory in California, 
and Warren E. Brooker, special agent for 
the Cuyahoga County, Ohio territory, en 
abling special agent Thomas Hutch to 
concentrate his attentions on the north 
eastern Ohio field. Paul Schooler has 
been named special agent in Southwestern 
Texas 


American Surety Group: Jackson Fer 
ren has been made assistant manager of 
the Philadelphia office. Walter N. Mark 
and George A. Valrance have been made 
special agents in Omaha and Detroit re- 
spectively. 


x * 


Atlantic Cos.: /. Kenneth Hinton, for- 
merly manager of the St. Louis office, 
has been transferred to Chicago to take 
charge of that section of the midwest 
division. Alfred E. Huber, formerly state 
agent in charge of the Grand Rapids 
office, has been made manager of the 
St. Louis office, and is succeeded by 
Howard W. Blodgett, who has been 
transferred from Detroit. 


A new office has been opened in In 
dianapolis, Indiana, with Harold A. Haus 
mann, formerly marine manager of the 
Detroit office, as manager. Robert F. 
Hunt, formerly with the American Asso- 


Continued on the next pace) 
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Field Appointments—Continued 


ciated Group in Newark, has joined the 
Newark office of the companies as cas 
ualty special agent. 


x~* * 


Carr & Co., Inc., Francis C.: The fol 


lowing officers of this insurance broker- 
age firm have been named: Chairman of 
the Board, F. Porter Gore; president, 
George Dwight; vice presidents, David 
T. Brophy, and Hugh B. Kelly and secre- 


tary and treasurer, J. E. Duffy 


Chambers Claims Service: This El 
Dorado, Arkansas organization has 
moved its offices to the Murphy Building. 


x * * 


Employers’ Group: Louis F. Ballerene, 
formerly assistant secretary of the Con- 
tinental Casualty Company and manager 
of their eastern surety department, has 
become associated with this group in an 
executive capacity in charge of bonding 
matters. Kenneth W. Fisher, formerly 
with the fidelity department, has been 
made an underwriter in the consolidated 
fidelity, burglary and plate glass depart- 
ment. 





AND THEN 


THE CLIENT SAID I | OQ! 


The agent had said all the right things. He’d pointed out the risks, told the’ 
whole story, and answered objections. He’d been convincing, agreeable, 


and brief. But still the client said NO! 


Such situations arise in spite of everything the agent can do. Pearl 
American recognizes that it takes teamwork between company and 
agent to turn tough customers into YES men. That’s why we make it a 
point to treat agents’ problems as our own problems. Without the com- 
pany’s flexible attitude, prompt service, good reputation, and expert 
underwriters’ and fieldmen’s advice, the agent's best efforts are often 


only half the battle. 


To win the entire battle, more and more agents and brokers are finding 
that it pays to be on the team with Pearl American, 


Pan Puvcrscan 


PEARL ASSURANCE COMPANY, LTD. 
EUREKA SECURITY FIRE & MARINE INSURANCE CO. 
MONARCH FIRE INSURANCE COMPANY 


HOME OFFICE: 19 RECTOR ST., NEW YORK 6, N. Y. 


CLEVELAND, 320 Bulkley Bidg. 
PHILADELPHIA, 436 Walnut Street 
SAN FRANCISCO, 369 Pine Street 


NEW YORK, 85 John Street 
CINCINNATI, 1423-24 Corew Tower 
CHICAGO, 175 W. Jockson Bivd, 





Excelsior: Allan C. Boggs, Jr., has been 
appointed special agent for Michigan, and 
the northern part of Indiana, enabling 
John B. Irish, formerly special agent for 
both Michigan and Illinois, to devote all 
his attention to the latter state. 


x « 


Farm Bureau Insurance Cos.: The fol 
lowing have been appointed to a new 
operations office, which has been organ 
ized for the establishment of new regional 
offices Curry, formerly in the 
treasurer's office, has been placed in 
charge of reports and controls; W. H. 
Vichols, formerly manager of the meth- 
ods department, in charge of plans and 
schedules ; J. A. Applegate, iormerly pro 
cedure analyst in the methods department, 
in charge of operational standards, meth 
ods, and procedural manuals; and A. M. 
Burdge, formerly senior special agent, 
has been appointed to lead groups of sales, 
underwriting, claims, and other special 
ists in setting up regional offices. 

Dr. Robert A. Rennie, iormerly eco- 
nomic consultant to the International 
Bank and assistant professor of political 
economy at Johns Hopkins University, has 
been named director of research 

Fred Van Newkirk, Robert Culp and 
W. E. Stevenson have been named re 
gional manager, underwriting manager 
and claims manager respectively of the 
projected New England regional office. 
Mr. Newkirk was regional claims man- 
ager at Harrisburg, Penna., Mr. Culp has 
been serving as home office manager of 
the commercial automobile underwriting 
division and Mr. Stevenson was claims 
supervisor for the Connecticut and Rhode 
Island area. 


x * * 


Federation Ins. Co. of Canada: The 
following staff appointments have been 
made: Harold Cavey, automobile, hail 
and inland marine manager; D. K. Honor, 
manager of Windsor, Ontario office; 
L. A, Stephens, supervisor of agencies, 
Vancouver, B. C.; and P. S. MacEwan, 
Inspector at Brantford, Ontario 


x * * 


Fire Ass'n of Phila.: Edwin E. 
formerly assistant superintendent of the 
middle engineering department for Em- 
ployers’ Liability Group, has been ap 
pointed as head of the newly organized 
casualty engineering department. 


Stein, 


x *« * 


Fireman's Fund Group: Paul D. Tomp 
kins has been named hail department spe 
cial agent in Kansas, Colorado and Wy: 
ming. L. J. Burke will have similar duties 
in Illinois. Thomas J. Ryan has been 
made a special agent in Eastern Missouri. 

\ new indemnity claim department has 
been established in the Dallas, Texas 
office under the supervision of H. Wade 
Thurmond 

For the Fireman’s Fund Insurance 
Company: David J. L. Sherwood, for 
merly special agent in Connecticut, has 
been promoted to superintendent of pro 
duction of the eastern fire department ; 
Walter F. Tolman, who has been a special 
agent in northern New Hampshire and 
Vermont succeeds Mr. Sherwood in Con- 
necticut ; and George F. Johnson has suc 
ceeded John V. Heavey, who resigned as 
special agent in New Jersey 
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Glens Falls Group: For the Glens Falls 

and Commerce Insurance Companies, | Hi] Pe get! 
William F. Maloney has been appointed | apbiti 

special agent for Connecticut, western ; \N 
Massachusetts, and a portion of Rhode W\ 
Island, replacing D. Leslie Olsen, who has 7 fl P Y= 
resigned. 

W. C. Gilliam has been appointed claims 
manager of the Detroit office for the 
Glens Falls Indemnity Company 

Forrest M, McPhaul has been named 
special agent in south and south central 
Texas. 











~x~* * * 


Home Group: For the Home Insurance 
Company, Otis T. Coleman has been pro 
moted from special agent to state agent 
at the Rochester office, succeeding the late 
Frank A. Beugless. Charles E. Lewis, 
formerly supervisor of the company’s New 
York State underwriting unit, has been 
transferred to Rochester as special agent 
to assist Mr. Coleman in the west central 
New York area. Arthur C. York, Jr., 
formerly special agent in the New Orleans 
office, has been transferred to the Char 
lotte, North Carolina office 

For the Home Indemnity Company, 
Carl Typermass, formerly general man 
ager of the New York metropolitan de 


partment, with supervision over the city SSS ee 








———— 
and suburban territories, has been ap SSS 


pointed assistant controller. 
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Insurors’ Corporation: Fk. E. Stephen 
son, formerly with the Continental Fire 
& Casualty Insurance Corporation in the 


capacities of assistant secretary and sec Working For You 


retary-treasurer, has become associate: 
with this organization as manager of the 
accounting department y j Tics afe' *nginee are >» -e > 
A g departm Zurich-American safety engineers are prepared to help 
a you appraise new risks and improve those already on 
; your books. The staff includes specialists in every major 
James & Co., Fred S.: Donald K. Wil . 
son, C.P.C.U., formerly Pittsburgh man ; 
ager of the Fire Association of Phil risk, from the smallest to the largest and most complex. 
adelphia, has been named to direct the 
fire and allied lines department at the 
Pittsburgh office. At the same office J. H tock ; r 
Bigenwald has been made office manager Their practical contribution to- 


T . . . if ] 1 . ba ‘ 
and T. H. Conderman, assistant to the pl ward safety and eficiency builds 
vice president ES ] 


industrial field—men qualified to service every kind of 





good will for your agency—helps 


(ERIC) acacia 


INSURANCE COMPANIES 


~*~ * * 


Lyle Adjustment Co.: Stanley S. Rus 
sell has been made manager of the 
Yuma, Arizona office, succeeding J. ¢ 


Elmore, who has resigned : 
Zurich General Accident and Liability Insurance Company, Ltd. 


American Guarantee and Liability Insurance Company 


+ 2 & 
HEAD OFFICE: 135 S$. LA SALLE ST., CHICAGO 3, ILLINOIS 


MacDonald & Co., D. K.: Robert B. 
McMullen, formerly a safety engineer 
for M. P. Totten & Company, has joined 
the brokerage department as a specialist 
in contractor and transportation insur- 
ance 





!, Glancy has 


Marine Office of America: William Merrimack Mutual: John 
D. Beaumont, formerly senior underwriter been appointed special agent in Ohio for 
at the head office, has been appointed this company and the Cambridge Mutual 
assistant manager of the southern de Fire Insurance Company 
x*** partment, in charge of Texas 
x~** * 
Manufacturers Casualty: James A 
Hughes has been named an assistant sec “nt National of Hartford: Donald S. Knief 
retary and placed in charge of fidelity and has been appointed state agent for eastern 
surety lines in the Western Department : ; Michigan. William L. Collens, formerly 
Maryland Casualty: Stephen Bedell, special agent in central Pennsylvania, has 
Raymond L. Clark, who recently left formerly assistant manager, has been been transferred to the home office as 
the American Automobile to join this appointed resident vice president of the assistant director of education, and is 
company, has been made Illinois State New York office succeeding Charles S succeeded by Ernest W’. Smith. Patrick 
agent Ashley, who has retired. (Continued on the next page 
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| | E are, and have always been, a firm believer in the 


American Agency System. For 108 years we have had full con- 
fidence in our agents’ ability to handle a real insurance program 


for the American public. We salute you. 


THE HARFORD MUTUAL INSURANCE COMPANY 
BEL AIR, MARYLAND 
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Standard Accident Insurance Co., Detroit 
Planet Insurance Company, Detroit 
Pilot Insurance Company, Toronto 
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Ilome Office 
640 Temple Ave., Detroit 32, Michigan 
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Field Appointments—Continued 


J. O'Connor has been appointed special 
agent in Indiana, and state agent L). B 
Davidson, formerly in charge of Marion 
County and the northeastern Indiana ter 
ritory, has resigned 


i ee 


National Retailers Mutual: Ben Bau 
mann, tormerly manager of the business 
extension survey department of Lumber 
mens Mutual Casualty Company, has 
joined this company to specialize in the 
large risk field 


~*~ * * 


Northwestern Mutual Fire: Howard D 
Heath, assistant vice president, has been 
appointed manager and Charles R 
Snyder, recently transferred to Chicago 
from the Pacific northwest, has assumed 
the duties of active claim manager for 


the midwestern department 


~*~ * * 


Ohio Farmers: The Columbus, Ohio of 
fice, formerly located in the Buckeye 
Building, has been moved to new quarters 
at 40 South Third Street 


x « * 


Retail Credit Co.: A new branch of 
fice, under R. WW. Dietrich, department 
manager, has been opened in Philadel 
phia, and another in New Brunswick, 
New Jersey, under A. T. Tiller, formerly 
assistant manager of the Newark office 


ee 2. 


Schiff, Terhune & Co., Inc.: Leslie 
Bruchs, vice president, has been appointed 
as executive in charge of all branch of 
fices in addition to his other duties. Frank 
FE. Schiff, has been appointed treasurer 
and director 

x *«* * 


Security-Connecticut Cos.: Harry / 
Geiss, formerly associated with the Gott 
schalk General Agency in New Orleans, 
has been made special agent for Louisiana 


x~* * * 


Simpson & Co., Inc., James: /Villiam 
S. Franks has been appointed assistant 
marine underwriter for this Boston gen 
eral agency 

x* * * 


Treaty Management Corporation: 
Vincent Mellor, formerly assistant secre- 
tary of the General Reinsurance Corpora- 
tion, has been appointed secretary of this 
corporation which serves as underwriting 
manager for the Casualty Reinsurance 
Association of America 


: @& @ 


Trinity Universal: &. C. Rooney, for 
merly with the National Surety Corpo 
ration as assistant manager of the Okla 
homa City office, has been named manager 
of operations in Oklahoma. Charles | 
Egan, formerly associated with the Na 
tional Union Group, has been made special 
agent at the Indianapolis branch office 
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ASS’N NOTES 


American Ass'n of Managing Gen- 
eral Agents: The following officers have 
been elected President, H. E. Cragg 
(Wheeling, West Virginia); vice presi 
dents, Carl N. Homer and Jules E 
Simoneaux (San Francisco, California) ; 
and secretary-treasurer, Herbert Cobl 
Stebbins (Denver, Colorado). 


~*~ *«* * 


American Institute for Property & 
Lia. Undrs.: Robert M. Morse has been 
appointed director of the ne wly 
advisory department 


created 
educational 


~x * * 


American International Underwriters: 
The Firemen’s Insurance Company of 
Newark has been entered in Jamaica, 
British West Indies, and Harry Ldmond- 
son has been appointed agent in the 
capital, Kingston 


ea @ 


Ass'n of Casualty & Surety Cos.: 
Wallace J. Falvey (president, Massachu- 
setts Bonding and Insurance Company) 
has been re-elected chairman of the ad- 
visory committee of the accident preven- 
tion department, and M. J. Pitre (secre- 
tary, Fidelity & Casualty Company) has 
been elected chairman of the department’ s 
engineering and project committee. Mar 
land K. Strasser (educational director of 
the public safety division, accident pre- 
menoth i department) has been appointed 
field representative in the San Francisco 
office. 

The following companies have become 
members: The Firemen’s Insurance Com- 
pany of Newark with its affiliates, 
Girard Insurance of Philadelphia, Mil 
waukee Insurance of Milwaukee and Na- 
tional-Ben Franklin of Pittsburgh Insur- 
ance Companies; and the North River 
Insurance, United States Fire Insurance 
and Westchester Fire Insurance com- 
panies of the Crum & Forster Group. 
The total membership has now reached 
104 companies. 


“ * * 


Bond Club of New Orleans: John J 
Zollinger, Jr. (Sharff & Jones, Inc.) has 
been elected president. Other officers 
elected were: vice president J. B. San- 
ford (White, Hattier & Sanford); and 
secretary-treasurer Charles Manion (Mer- 
rill, Lynch, Pierce, Fenner & Beane) 


x~* * 


Florida Ass'n of Independent Ins. Ad- 
justers: The following officers have been 
elected: President Thomas M. McElveen 
(Thomas M. McElveen Company): Ist 
vice president Joseph D. Pomeroy (Pom- 
eroy & Pomeroy); 2nd vice president 
John T. Sewell (John T. Sewell & Com- 
pany); and secretary-treasurer Walter 
Foster (Walter Foster, Adjuster) 


® &.@ 


follow- 


Florida Field Conference: The 
ing officers have been elected Presi- 
dent E. F. Gaskins (state agent American 
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Insurance Company); vice president Hl’. 
Rk. Melton, Jr. (special agent America 
Fore Group); and _ secretary-treasurer 
R. L. Lewand (special agent New Hamp 
shire Fire Insurance Company ) 


fe PR. 


General Adjustment Bureau: 
Dickey (president of the Agricultural 
Insurance Company) and Harold Junker 
(president of the North River Insurance 
Company) have been elected to the board 
of directors 


~*~ *« * 


Health & Accident Underwriters Con- 
ference: The American Pr 
Health Insurance Company of New York 
has joined this conference bringing th 
total membership to 159 companies and 
9 associate members. 


gressiy 
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Insurance Executives Ass'n: The scope 
of this association has been enlarged to 
include all forms of insurance except life 
The internal organization has also been 
changed by the elimination of the offi 
of trustees and the elevation of the chair 
man to the position of chief executive 
officer. John R. Cooney, president of th 
Loyalty G roup, current holds the chair 
manship and Harold C. Conick, head of 
the Royal-Liverpool Gens is vice chair 

man 


es 
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Insurance Society of New York: 
Joseph J. Magrath of Chubb & Son, has 
been elected treasurer, replacing the late 
Archibald J. Smith. All other: officers 
have been re-elected. The following have 
been elected to the board of directors 

Kenneth E, Black (vice president, Home 
Insurance); J. Dewey Dorsett (general 
manager, Association of Casualty & Sur 

ety Companies); and Walter D. Owens 
(president, United States Casualty on 

pany) for a term of one year. Ellis H 
Carson (president, National Surety Cor 

poration); Laurence S. Kennedy (presi 
dent, Marsh & McLennan, Inc.); and 
Robert W. Watt (president, Seaboard 
Surety Company) have been elected for 
a term of two years. H. C. Conick 
manager, Royal-Liverpool Group); / 
Victor Herd (vice president of America 
Fore Group); and Raymond H. Weins 
(executive vice president of the Equitabk 
Life Assurance Society) have been elected 
for a term of three years. H. Clay John 
son (general counsel, Roval-Liverpool 
Group) has been elected a director, fill 
ing the vacancy left by the late Mr 
Smith 


(U.S 


y 
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Mutual Fire Ins. Ass'n of New Eng- 
land: The following officers have been 
re-elected: President Harold K. Bartlett 
(President Traders & Mechanics Insur 
ance Company) ; first vice president Ed 
ward C. Nichols (senior vice president 
Merrimac & Cambridge Mutual Fire In 
surance Companies); sccond vice presi- 
dent Clifford A. Peterson (president Mer- 
chants & Farmers Mutual Fire Insurance 
Company); Edward D. Sirois continues 
as secretary-treasurer and Ethel M. Pratt 
as assistant secretary. 


of Fire Underwriters: 
¢ vice president 
\merica For sroup) has been elected 
urman of the executive committec 
1. Kattleman (president National 
mn Fire Insurance Company) has been 
d to the executive committee, re 
placing J. C. Hullett (executive vice presi 
ent Hartfc rd Fire Ins suri ance Company) 
appointed chairman of the 
on laws. 


Nat'l Board 


Victor He xecutis 


elects 


who has been 


committec 
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National Insurance Buyers Ass'n: Th« 
following officers have been re-elected for 
the New York Chapter: President Ernest 
Clark (J. C. Penney Company) ; Ist 
president B. E. Kelley (Ebasco Serv 
orporated); 2nd vice president 

(W. T. Grant Company) ; 

D. McGuinness (Port of 

of New York); and treasure 


Wilcox Com 


ice (Babcock 
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N. J. Ass'n of Mutual 
Agents: 2 Lal 


elected presi lent of this association 


Insurance 


uglas ontaine has been 
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N. Y. Fire Ins. Rating Organization: 
Kenneth O. Smith, formerly district sec 
retary ot the Rochester district office, has 
beer appointe 1 director of the State 
le special risks department 
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WORKMEN'S COMP 


HIE accompanying tables have been compiled by 
the New York Insurance Department from Insur- 
ance Expense Exhibits filed by companies licensed to do 
business in New York. These tables show country-wide 
earned premiums and incurred losses on a net premium 
basis (after reinsurance). Incurred losses are based on 
case estimate reserves and exclude allocated claim ex 
penses. 
For the years 1949 and 1950 the tabulations include 


ATION EXPERI 


figures of both casualty and fire insurers writing work- 
men’s compensation insurance. The columnar arrange- 
ment of expense groups has been changed to conform 
with the revised form of Insurance Expense Exhibit. 
Because of fluctuations in premium volume from year 
to year, expense ratios have been adjusted so as to relate 
certain types of expense to written premiums in order to 
present more accurate results. It will also be noted that 
expense ratios do not include Federal income taxes. 
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$3,979,549 
5,415,482 


6,598,620 


$3,916,548 
5,354,936 
6,376,257 
6,761,768 
5,917,699 


6,688,837 
5,990,749 
+ These ratios show results before consideration of Federal inc« 
Includes other acquisition expense 
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BEST’S FIRE & CASUALTY 
AGGREGATES & AVERAGES 


gives you a thorough and complete 
knowledge of the insurance business 
—as a whole; of stock, mutual, re- 
ciprocal and Lloyds; of individual 
companies; of company groups and 
of all lines of coverage. Write for 
folders. 
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AETNA (Fire) Group 


Hartford, Connecticut 
New Director 


Henry Sturgis Morgan, son of the late J. P. Morgan 
and great-great-grandson of Joseph Morgan, one of 
the founders of the Aetna Insurance Company and the 
proprietor of the coffee house in which the Aetna was 
organized 132 years ago, has been elected a director 
of all companies in the group 


AMERICA FORE Group 
New York, New York 


Insurance Leader Dies 


Bernard Mott Culver, who retired last December as 
chairman of the boards of the Group, died at his home 
July 19. He was one of the best known figures in the 
business and held a number of major positions in im- 
portant industry associations and committees. 


AMERICAN Fidelity & Casualty Company, Inc. 
Richmond, Virginia 


Motor Service Contracts Held Insurance 


The attorney-general of Michigan has ruled that self- 
insurance or service agreements between motor truck 
carriers and service organizations, utilizing insurance 
facilities, embody an insurance element and therefore 
come under the purview of the state’s insurance code. 
Such agreements would thus require filing and approval 
by the insurance department and would be subject to 
the payment of a premium tax. The American Fidelity 
and Casualty Company and its service organization, 
Markel Service, Inc., have been ordered to discontinue 
any such agreements in Michigan and have been assessed 
an estimated $40,000 for back premium taxes and 
penalties. 

The company is appealing this order in the Circuit 
Court of Michigan. 
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AMERICAN Insurance Company 
Newark, New Jersey 


New Director 


Donald B. Kipp was recently elected a director to 
fill the vacancy of the late Charles R. Hardin. Mr. Kipp 
is a member of the firm of Pitney, Hardin and Ward. 


THE CENTRAL MANUFACTURERS’ Mutual 
Insurance Company, Van Wert, Ohio 


Name Changed 


On June 22, 1951, the corporate title of this company 
was shortened to Central Mutual Insurance Company. 
Policies, endorsements, applications, and other forms 
bearing the former name will be used until supplies are 
exhausted. 


COMPANION Life Insurance Company 
New York, New York 


Enters A. & H. Field 


The Companion Life, a wholly-owned subsidiary 
of the Mutual Benefit Health & Accident Association 
of Omaha, has entered the accident and health field 
with four basic individual policies. 


DEARBORN NATIONAL Casualty Company 
DEARBORN NATIONAL Insurance Company 
Detroit, Michigan 


Further Extension 


An additional thirty days was granted by Ingram 
County Circuit Court Judge Louis Coash to the com 
panies to complete their rehabilitation. The court set 


(Continued on the next page) 
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DEARBORN NATIONAL—Continued 

July 31 as the date for completion of a hearing on the 
Michigan Insurance Department’s application for re 
ceivership. Company executives are negotiating for an 
R.F.C. loan and plan the formation of a new multiple 
line company. 


THE EXCESS Management Corporation 


THE TREATY Management Corporation 
New York, New York 


New Director 


Paul B. Sommers, retired president of the American 
Insurance Company of Newark, has been elected a 
director of The Excess Management Corporation and 
The Treaty Management Corporation, underwriting 
managers of The Casualty Reinsurance Association of 
America, and will serve in an advisory capacity. 





FIDELITY AND DEPOSIT Company of Maryland 
Baltimore, Maryland 


New Directors 


D. Luke Hopkins, executive vice president and di 
rector Safe Deposit & Trust Company, Baltimore, and 
Richard A. Froehlinger, president The Arundel Cor- 
poration, Baltimore, were directors of the 
company at a recent meeting of the board of directors. 
The new directors fill the vacancies created by the 
recent deaths of Edward N. Rich and Joseph V. Hogan. 


elected 


GENERAL MUTUAL Insurance Company 
Albany, New York 


Discontinues Auto Dividend 
April the board of directors of this mutual 


dividend 
period 


During 
voted to discontinue the payment of the 10% 
on automobile policies expiring during the 
October 1 through December 31, 1950. 


HEALTH INSURANCE PLAN of Greater N. Y. 
New York, New York 


Research Grant 


\ grant of $155,000 to the Health Insurance Plan 
was recently made by the Rockefeller Foundation. This 
grant, supplementing a grant of $150,000 by the Com 
monwealth Fund, makes possible a research program 
by a group of biostatisticians into the family experience 
of the Plan’s 275,000 members. 








Anchor’s 


Re 


Comprehensive “3-D” Blanket Bond 
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Small in Cost...Big in Performance 
IDEALLY SUITED TO THE SMALL BUSINESS RISK 


You can set your cap for a real sale,” 
says Bos’n Dan—the “3-D” Man, 
“when you take ANcuor’s Jr. Com- 
PREHENSIVE BLANKET Bonp aboard.” 
It’s as trim as they come and holds to 
the line in price and coverage. 
“Gentlemen prefer Bonds,” he says, 
“especially ANcHor’s Jr. ComPRE- 
HENSIVE for small business risks.” 


Hazard 
$2,500.00 TOTAL 


$2,500 COMPLE TE COVERAGE lncleding: 


ot more than 9 employees 

#1,000.00 ne mesty Coverage 

Primary Commercial Form* 

500.00 Money & Securities 

Blanket, Inside and Outside Premises* 

500.00 Safe Deposit Box Coverage 
Safe Deposit Boxes* 

500.00 Forgery & Alteration Cover —Outgoing 

Paper, excluding Employee — Forgery 


Blanket Fidelity, 
(Broad Form). 


on Leasec 


* Increased limits available 


SEE YOUR ANCHOR MAN FOR COMPLETE DETAILS OR WRITE.. 
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HOUSTON Fire and Casualty Insurance 
Company, Fort Worth, Texas 
Increases Capital 

Capital of this company has been increased from 
$1,000,000 to $1,250,000 and $750,000 contributed to 
surplus through the sale of additional stock at $40 per 
share, par value $10 each 
approximately $3,287,000 


Policvholders’ surplus is now 


MARQUETTE Casualty Company 


New Orleans, Louisiana 
Company Appointment 
Fred H. Schindler was recently made a director of 


the Mr. Schindler has been an 
broker in New Orleans for many years. 


company. insurance 


MERRIMACK Mutual Fire Insurance Company 
Andover, Massachusetts 


Increases Dividends 


On July 1 this company increased its rate of dividend 
on fire and allied lines from 15% to 20%. 


METROPOLITAN Life 
New York, New York 


Insurance Company 


To Write Catastrophe A. & H. 


The Metropolitan has joined the Liberty Mutual, 
Prudential and Equitable in offering catastrophe acci- 
dent and health insurance written on a group basis to 
cover prolonged and expensive illnesses and accidents 
The plan is intended to supplement basic hospital pro- 
tection and contains deductible and coinsurance features. 
Maximum limits of from $1,500 to $5,000 over and above 
basic benefits are provided with the insured assuming 
the first $100 of expense in excess of the benefits pro- 
vided by the basic hospital-surgical plan and sharing 
25% of additional expense. Exact specifications of the 
plan may vary to fit the needs of a particular group of 
employees where a basic hospital-surgical plan is ‘in 
effect. 


A Progressive Company 
for Aggressive Agents , 
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Complete Facilities in 
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MIDWESTERN Insurance Company 
Oklahoma City, Oklahoma 


Company Appointment 


J. H. Abright was recently elected president. He 
previously served as vice president of the Superior 
Insurance Company, Dallas, Texas. 


MUTUAL BENEFIT Fire Insurance Company 
MUTUAL BENEFIT Casualty Insurance Company 


Huntingdon, Pennsylvania 
Merged—Changes Title 


The Mutual Benefit Fire absorbed its companion 
casualty carrier as of May 17, 1951. Concurrent with 
the merger, the surviving Mutual Benefit Fire changed 
its title to Mutual Benefit Insurance Company. 


PAWTUCKET Mutual Fire Insurance Company 
Pawtucket, Rhode Island 


Policyholders’ Dividends Increased 


A uniform 20% dividend scale on fire and allied lines 
was adopted on July 1 by this company. Previously the 
20% return was only applicable to risks located in the 
six New England States 


15%. 


The dividend elsewhere was 
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PHOENIX of London Group 
London, England 


Lowther Retires 


W. E. Lowther, general counsel of the group, retired 
effective July 1 but will continue as a director for the 
Phoenix Indemnity, Columbia Insurance Company and 
Imperial Assurance Company. He is succeeded by 
George B. Wesley, general superintendent of claims. 
Mr. Wesley will continue to exercise overall supervision 
of losses in addition to his new duties. George W. 
Hoefler has been appointed regional supervisor of 
claims and will have charge of casualty and automobile 
physical damage losses other than those under the 
jurisdiction of the branch offices in Boston, Chicago, 
New York, Philadelphia and San Francisco. 


PREFERRED ACCIDENT Insurance Company 
New York, New York 


Massachusetts W. C. Claimants to Be Paid 


The $155,000 deposit which the Preferred had in 
Massachusetts will be adequate to pay all workmen’s 
compensation claimants in full, Commissioner Sullivan 
has reported. The commissioner has been appointed 
temporary ancillary receiver in that state pending the 
appointment July 2 of a permanent one. 


| Claim Deadline Set 
| 


October 31 has been set by New York Insurance 
Commissioner Alfred J. Bohlinger as the deadline for 
the filing of claims by all New Jersey claimants. Proof 
of claim must be in writing and certified. 


PROGRESS Insurance Association 
Chicago, Illinois 


Being Liquidated—Lowe Fined 

This reciprocal, which was organized in 1942 and 
wrote full coverage automobile insurance of as much 
as $1,000,000 per year, was placed in liquidation as of 
June 21, 1951. The final date set for the filing of 
claims is January 7, 1952. 

William F. Lowe, attorney-in-fact for the defunct 
reciprocal was found guilty of falsification of records 
and books and of filing a false annual statement. A fine 
of $1,000 was paid by Mr. Lowe. 





| PRUDENTIAL Insurance Company 


| Newark, New Jersey 


Everett Named Division Head 


Second vice president Ardell T. Everett has been 

named to head the “sickness and accident” division of 

| the company when it enters the non-group accident and 
| (Continued 100) 
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FINANCIAL STATEMENTS DECEMBER 31, 1950 


VALUATIONS ON BASIS APPROVED BY NATIONAL ASSOCIATION OF INSURANCE COMMISSIONERS 


Total Admitted Liabilities Surplus to 
Companies Capital Assets (except capital) Policyholders 


Firemen's Insurance Company of Newark, N. J. $12,625,000. $103,339,366. $59,095,773. $44,243,593. 


Organized i855 


The Girard Fire & Marine Insurance Company 1,000,000. 10,147,710. 6,856,269. 3,291,441. 


Organized 1853 


National-Ben Franklin Fire Insurance Company 1,000,000. 9,795,730. 6,388,425. 3,407,305. 


Organized 1866 


Milwaukee Insurance Company of Milwaukee, Wis. 2,000,000. 26,621,995. 17,269,325. 9,352,670. 


Orgonized 1852 


The Metropolitan Casualty Insurance Co. of N. Y. 1,500,000. 34,858,112. 26,225,057. 8,633,056. 


Organized 1874 


Commercial Casualty Insurance Company 1,000,000. 39,807,677. 30,226,458. 9,581,219. 


Organized 1907 


Royal General Insurance Company of Canada 100,000. 425,988. 24,127. 401,861. 


Organized 1906 


Pittsburgh Underwriters - Keystone Underwriters 


HOME OFFICE 
10 Park Place 
WESTERN DEPARTMENT Newark I, New Jersey PACIFIC DEPARTMENT 
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Chicago 3, Illinois ~~ <a San Francisco 6, Calif, 
* tandard 
Wists 
any nso FOKEIGN DEPARTMENTS 
102 Maiden Lane 
New York 5, New York 
206 Sansome Street 
San Francisco 4, Calif. 


SOUTHWESTERN DEPARTMENT 
912 Commerce Street 
Dallas 2, Texas CANADIAN DEPARTMENTS 
800 Bay St., Toronto 2, Ontario 
535 Homer St., Vancouver, B. C. 
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PRUDENTIAL—Continued 


health field early in 1952. In choosing the name of this 
new division the company made a departure from the 
usual designation of “accident and health” to emphasize 
the importance of sickness as a cause of disability. Out 
of 208 persons disabled each minute of each day in the 
United States, 189 are as the result of sickness and 
only 19 as the result of accident. 


ROYAL-LIVERPOOL Group 
Liverpool, England 


Houlihan Retires 


H. C. Houlihan has retired as vice president of Royal 
Indemnity and Globe Indemnity Companies and loss and 
claims executive for the group. He is succeeded by John 
P. McCormick, whose authority and responsibility will 
cover the countrywide scope of fire, inland marine, 
casualty and surety losses and claims. In addition to 
his position as vice president of the Globe and Royal 
Indemnity Companies, Mr. McCormick has been made 
vice president of all the group’s domestic fire companies. 


SAFETY DRIVERS Insurance Corporation 
UNITED AUTOMOBILE Association, Inc. 


Kansas City, Missouri 
Warning Sounded 


A warning to Illinois motorists to beware of solicitors 
for “phony automobile and safety clubs” has been issued 
by State Director of Insurance J. Edward Day. He 
indicated that several automobile clubs and safety asso- 
ciations recently organized in Missouri have been flood- 
ing Illinois motorists with direct mail applications for 
membership. Among them is the American Automobile 
Owner’s Safety Association of Kansas City, Missouri, 
solicitors for Safety Drivers Insurance Corporation. 
Another is the Union Automobile Club of St. Louis and 
Kansas City. The department has ordered both to cease 
operations in Illinois. The United Automobile Associa- 
tion Inc., a Missouri corporation, was recently enjoined 
by the department from doing business in Illinois, 
through an injunction obtained in the Madison county 
circuit court. 


SECURITY Insurance Company 


New Haven, Connecticut 
Enters Greece 


This company has been entered in Greece to write 
all lines permitted by its charter. The firm of Nellos 
A. Canellopoulos-Christos Adamantiades, Ltd., 6 Dra- 
gatsaniou Street, Athens, has been appointed its agent. 
The foreign business of the company is managed by the 
American International Underwriters. 


Best’s Fire and Casualty News 








SUPERIOR Insurance Company 


Dallas, Texas 


New Vice President 


R. D. Coughanour, Jr., was recently named a vice 
president succeeding J. H. Abright, who resigned. 
Mr. Coughanour will direct production and agency 
relations for the company as operations are broadened 
to include fire lines. He was previously with the Trinity 
Universal. 


TEXAS Fire Insurance Company 
Beaumont, Texas 


Now Operating 


This new company has been licensed by the Texas 
Insurance Department and expects to begin operation 
in August. Initial resources are $100,000 capital and 
$50,000 surplus produced through the sale of stock at 
$15 per share, par value $10. Sponsors include Leslie 
D. Lowry, president ; B. Hubert O’Fiel and Stanley W. 
Izard, vice presidents and Paul R. Lowry, secretary- 
treasurer. Underwriting will be supervised by C. E. 
Whisman at one time superintendent of the Kansas 
branch office of the United States Fidelity and Guar- 
anty Company and later branch manager at Charlotte, 
North Carolina of the Employers Mutual Liability In- 
surance Company of Wisconsin 


UTILITIES Insurance Company 


St. Louis, Missouri 


Executive Change 


Tom Baker has resigned as executive vice president 
to enter the production field in St. Louis 


WASHINGTON FARM Mutua! Insurance 
Company, Spokane, Washington 


Licensed 


This new mutual began business upon receipt of its 
license January 25, 1951 with a contributed surplus of 
$275,000. It is sponsored by the Washington State 
Farm Bureau to write vehicle and general casualty 
lines for its members. Coverages are written at a devi- 
ation from manual, with policy contracts containing a 
clause limiting the assessment liability of policyholders 
to one additional annual premium. Active management 
of the company is directed by Lowell D. Pittman, man- 
ager, who has had varied experience in the insurance 
field. 

The officers include: Ralph T. Gillespie, president ; 
W. E. Falconer and Iver Youngquist, vice presidents 
and Arthur A. Ziegler, secretary-treasurer. The direc- 
torate includes the aforementioned officers, except for the 
secretary-treasurer, and a number of Washington 
farmers. 
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Loss requires proof 
of current actual 
cash values..are your 
clients prepared? 


@ Reliance on book values for insur- 
ance is misleading and dangerous. 
Actual cash values established by 
Continuous American Appraisal 
Service furnish the proper basis for 
coverage, re-rating, and proof of loss. 
The insured will appreciate such 
counsel from you. 
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Stock Companies .. 
Automobile Insurance Trends 
Compa’ oer Changes ...... 
Consolidated ed arniigs 
Dividend Cha u 


Executive Comment 
Insurance Groups .... 
Insurance St Trends’ ° 
| Coees of New "York, “The 
It Has Been Sai 
Multiple Line U eccnsanseos we 
Uperating nee 
Stock Casualty 
Review and Preview 
Tax Burden, ee 
Underwriting by Lines— 
Stock Casualty ........ a a OE EEE Ee July 
Mutual Casualty leat paresaedes 6a0eetha oookdanesdasseaen Aug. 
Underwriting Kesults— 
Stock Fire 
Uninsurable. NE es as Sobek oun oncanandectadnkin .»May 


ACCIDENT & HEALTH 


& H. Developments (monthly) 
0: aibnen of A. & H., The—J. FP. Folimann, Jr. 
Insurance and the Worker— Leslie P. Hemry 
Keystone to Success, The—Clayton F. Lundquist 
Open Sesame, The—Raymond R. Ross 
Social Insurance Systems in Bareve— Ser ©. McCullough . 
Standards for Social Security—0O. A. Kulp . . 


GENERAL 


soo, Gopestenites ons hase Mircnaed H. Witmeyer.. 
ts’ Commiss 

aueat's Responsibility, 

Annual! Keport—H. 

Ass Kisk EK lense 

Atom, The—dward J. Kehoe 

Automobile Liability Experience 

Automvubile Mauual Kevined 

Automobile Rate Increases 

Buyers’ Round Table 

C.P.C.U, Questions & Answers—American Institute 

Part I—Insurance Principles and Practices M 
Part 11—Insurance Principles gee — ee 

Your Partner—&. 4 

Concise Contractse—Ben 

Consider the Essentiale—Ralph ‘“ Alerander 

Coo tion for Satety—Harold CO. Zulauf 

Curing Collection Ills—William #. Blatz ........ 

Deductibles?, How About— 
Make Haste Slowly—#dward ¥. Sane 3 
See Case & Waste=v. * Dems ecccceee erececcccese -++.Mar. 


Expense Studies . 
Health and Accident Meetin 
— os be Attendant. Frobleme—Frank A. Christen- 


Insuring Cit ° — 122 

Insuring De une 18 

Insuring Hospitals—Richard C. Sleeper 
nterstate Compacts—Bernar 


ad R. Stone evoccenccovesosocoo Rian 


Insurance—Lowis 
Past ene, The—E£rnest L. 
lans, Risks renee Hansen ... 
Plant Protection -Rdward J. Ke 
Policy Coverage, Boceat, peepee in—James M. Cahiil. . 
Policy Form velopmen 
Preserve Com tition ftuasei H. Matthias 
Problems in rvin r Claims—D. M. P: 


SFAREGFePACFFEESS CI 


Research— 

Rieke. Involved in Pension -- alae Hansen . 

Sabotage, Insurance Agains 

Safe Driving Program—C. F. * pegekinn € Co... 

Safety Dramatized—Lyne 8. Metcalfe 

Safety and Fire Control (monthly) 

Gafety Measures for the Inland Marine Risk—William H. 
Rodée es 





For August, 1951 


July 21° 


School and Camp Insurance—G. Kingman Reid .. 
Study and Experience—Leurence K. Falls . 
Supervisory Problems—W. Fy 1 2 gaue 
ane for a Stretch- aye 
uday's Provieus-—Joh 

Uninsured Motorist, The alfred *. Bohlinger 

1.8.A. vs. Insurance Board of Clevela 
Workmen's Compensation Experience 


LEGAL & CLAIMS 


Crime of Arson, The—William L. Wiesinger . Ja 
Home Office and Local Trial Counsel—Frank “Van Orman ..Mar. 
Income Tax Consequences of Insurance—Calvin N. Souther ..July 
we Adjusters, What Companies Expect fro 


A 
Inland Marine, Decisions and Trends in—Olarence R. Conklin 
May 47, June 


24 


Judge Says, The—Thomas FE. Lipscomb (monthly) 
Legal Spotlight, The (monthly) 

3s Logic (monthly) 
Municipal Auto Inxurance—John W. English 
Province of The Court -_ The Jury, The—Albert Stump ...Ju 
Public Adjuster, The—William Goodman ........... eee 
When to Make an Otter Fred B. Hanson 


OFFICE METHODS 


American Opportunity Program—W. Harold Leonhart 
Around the Office—Guy Fergason (monthly) 
Automatic Stencil Cutting—Lewis T. Bolger 

Booklets (monthly) 

Employee Training—Julee M. Graubard 

Evolution of Accounts Checking—L. L. 

Feeding Workers in Small Offices—Jack Lambert 
Film Libraries Preserved 

Flow Chart, The—Guy Fergason 

How ta Make a Joh Analveta— Guy Feroason ..... ecccevcces ° 
Human Reactions to Standards and Contest - 


John D. Glover Au 
Job Analysis Data—Guy Fergas S 
Modern Aids to Office Efficiency y RE 
Modernize Your Dictation—Richard O. Pall 
Office Arrangement—Guy Fergason 
Office Equipment Directory (monthly) 
Office Manuals—Guy Fergason 
Principles of Planning—Hugh H. Hickor 
Process Flow Charts—Guy st ps 
Production Reporte—Robert 0. Noel 
Products Literature ° 
Reducing Management Risk—W. Harold Leonhart 
Remote Control Dictation 
Pee. Hints on . 
Statistical Functions—Kenneth M. Hills ° “Ju 
Streamlining Paper Work—John L. Olxen, Jr. ....... Apr. 68, May #8 
Supervisory Training—Guy Fergason 
Switchboard Service—Lyne 8. Metcalfe 
Tabulating Machine Utilization— 
Robert Livermore and — Henees 
Unallocated Loss Expense—J/. Mills 
Work-Load Distribution—Guy ) 1--—E 


RATE CHANGES 


itomobile 
Massachusetts, Lancy Carolina .. 
North Dako 





of C. > . 
1. ” ‘Tenn., fa. . Va., Cal, Mo., 
Dei., Me., ~ 4 Me "Sor. ‘Ohio, 
t., Ark., Ind., ae oueten 
Elevator 
Countrywide, New York, Louisiana ................ peoe nei Feb. 12 
agaee Coverage 


neasee 
ave Hampshire 


ia. eccccceccccce Coecccccce stessesestcesseceseseesers+ My IG 


ass 

Ala., Ariz., Conn, D. of C., Fia., Iowa, Ky., Mich., Minn., 
Mo., Mont., N. “3 N. M., Ohio, Ore., Pa., 
Texas, Vt.. ven Ww. Va., Wis. 


Mississippi . July 4 
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Se ee 


= 
rth Carolina 
Hompitalteatiom 
© Crees (Mich.) .ccccccccsccccce 
oO. . > T. 
New York .... 
as 5 Cote. 3 . Fla., UL, 
Mich., 3 Ss Bs Ba 
Pw ~ Cate,, Del., a, Ky., Me., > 
ra. 8. b., &. C., s , Tenn., Vt., 
Personal I’roperty Fivater 
New York 
Workmen's Compensation 
Minnesota, Wisconsin 
Missouri, South Carolina, 
Michigan, Nebraska 
Kansus 


New York, North 
Maryland, 


Carolina . 


Indiana, California, Ohio, 


SELLING 


Direct Mail—Leonard J. Raymond 
Dishonest) Insurance mil 1. Lede 

Fifty Business Developers Standard. Kervice 
Fire Coverages, Provisions of —N. A 
Forgotten Lines, The—£ 

Human Tensions—J. Archer Kies 


3 » Me De 
liawaii, Puerto Rico . 


Pennsylvania . 


IlAma ap ey a H. hog - 


paesers 


July 57 
|. W. Schellenger ..........Apr. 55 


ag Cost r Relations—s 
Kind of Selling TL Like, The—Harry L. Erlicher ...........-Apr. 85 


Make Inquiries Pay OUf—W aed #. Blatz 
A. Lair 


Moods—Dr. Donat 


eececcccccecccces SUR 


Piay It Like a Pro—Frank tt. Beach 
Public Kmployee Blanket Bouds—Thomas F. Eader .. 


Sales Slants 
Seu More 
-July 84 


rom Other Fields (monthly) 
iniamd Marine—M. L. Crippen 
Selling Plate Glass—John J. Moore 


Sellug Dips frum the Home Ulhce (monthly) 
Talk Your Way to the Top—Minnesota Mutual 
Think Succese—J. M. Wylie 2.2.0 -ccccccceccccceeeecccnees .»-Feb. 


company Developments 


Conventions Ahead 
Editors’ Corner 


Home Office and Fie 


Fire Losses, Monthiy 
ae 


MISCELLANEOUS 


eposemense 


Insurance Stock Quotations 


Stock Index, Best's 
Qure of the th 


Ie 
uy 3 Ocean Marine Loss Adjusting .... 
. 62 General Insurance .. 


29 Advanced Cor 


e le Liability 
Mar. 79 Ocean Marine ... 


irse 
Underw riting | 


Dec. 105, Jan. 
-Feb. 101, Mar. 198 
° May 111 
seoedebesesencesnss¥eneesed June 50, July 97 

eee Aug. 85 


INSURANCE COMPANIES REPORTED UPON 


Accident and Casualty Ins. Co., Winterthur 
(Recent Changes) Feb. 105 

Aetna Casualty & Surety, Hartford 
(Volume Up) 

(Executive Changes) 

Aetna Fire Group, Hartford 
(Advancements)  ....cecceeeeeeere Jan 
(Tomlinson Ketires) ... ° 
(1950 Operating Results) 

(Official Staff Changes) 

Aetna (Fire) Group, Hartford 
(New Director) 

Aetna Life Group, Hartford 
(New Vice President) ......+--- . Jan. 

Albany Insurance, New York 
(Tharnall Advanced) ......+++++-Feb. 

Allemannia Fire, Pittsburgh 
(Merger Plans) ........-+ss+00+ es 

Allied Insurance, Los Angeles 
(Seeks Funds) 

Allstate Insurance, Chicago 
(Skillings Advanced) ......- 

Alpina tnosurance, Zurich 
tknters United States) 

America Fore tiroup, New York 
(Executive Changes) 

1950 Statement Figures) 
New Director) 

America Fore Group, New York 
(Culver Dies) .. 

American Employe rs’, 
(See Employers Group 


Apr. 119 
American Equitable, New York 
(See Dearborn National) . July 9 
American Fidelity, Kiehmond 
(Increases Dividend) ogteowvcecced Jan. 199 
(Executive Appointments) 
American Fidelity & Casualty, 
(Motor Service Contracts) 
American Fidelity Fire, Richmond 
(Executive Appointments) 
American Fidelity, Montpellier 
(Volume Advances) .......-++++. Mar. 113 
American Indemnity Group, Galvesten 
(New President) Mar. 113 
American Independent, Los Angeles 
(Liquidation Ordered) May 121 
American Insurance, Newark 
(New Director) .. 
American Marine & General, New York 
(See Northern (London) Group .Apr. 123 
American Marine a7 ndicates, New v- 
(Cornwell New Head) --. Jan. 109 
American Motorists, 
(Revised Dividend Schednle) 
American Policyholders, Boston 
(New Officers) 
American Reinsurance Group, New You 
(Pays Extra Dividend) Ja 
(New Director) . ° 
(1950 Results Improve) ........++ ‘Mar. 113 
American States, Indianapolis 
(Declares Common Stock Dividend) 
Feb. 106 


"Hoxton 
Associates) 


..Apr. 117 


American Surety, New York 
(To Absorb Affiliate) 
American Universal, Providence 
(Capital Increased) 
(Increases Capital) ....,- 
Anchor Casualty, St. Paul 
(Lowe Advanced) .........sse05+ May 121 


104 


Arrow Beetues Liability, Chestnut Hill 
(New Vice President) -Apr. 117 

Associated Veterans, Los Angeles 
(Executive Changes) ...........-Apr. 117 
(Stock Dividend) ay 121 

Atluntle Mutual Group, New Zoek 
(Official Stat Changes od 
(Form Approved) ..... 

(Deductible Kh educed) 

Audubon Insurance, Baton Rouge 
(Steck Dividend) 

Automobile Insurance, Ilartford 
(1950 Operating Kesults) .......-Mar. 

Automobile Mutual, Providence 
(See Factory ng Liability) 

Bakers Mutual, New York 
(Reduces E xtra Dividend) 

Berksiiire Mutual Fire, pitcsfield 
(Dividends Incres 

Birmingham Fire, Birmingham 
(Increasing Capital) 

Boston Insurance, Boston 
(Stock Dividend) 

(Cash Dividends) 

Ruffalo Insurnnece, Ratate 
(Executive Changes seeecceees BOD. 106 

Caledonian oie Edinburgh 
(Appoint U. 8. Marine Manager).May 121 

Californian Casualty, San Francisco 
(Inereases Dividend) = 

California State Automobile, San_Franci 
(Asmiened isk Decision F xpected) Apr 117 
(Supreme Court Decision) ......June 115 

Calvert Fire, Philadelphia 
(Executive Changes) seoeee Jan, 110 

Camden Fire, Camden 
Dt Mn -« acchtecneseos eet July 99 

Canadian Fire. ee 
(Executive Cha soseeeees Mar. 114 

Canadian indemnity, Winnipeg 
(Executive Cha ) -»Mar. 114 

Carolina Coounite, Rorlington 
(Exeentive Appointment) 

Central Manufacturers’, Van Wert 
(Name Changed) 

Central Safety Mutual, Kansas City 
(Unsupervised Carrier) -++»Mar. 114 

Central Surety, Kansas yeni 
(Inereases Dividend) 

Cherokee Fire, Nashville 
(Changes Name) 

Chubb & Son, New York 
(Mobley Admitted to Firm) ......Feb. 106 
(Executive Appointment) ........Apr. 118 

Church Fire, New York 
(New Vice President) 

Cincinnati Insurance, Ctactanst 
(New Company) ...... 

Citizens Automobile we Lake “City 
(See Inland Empire) 

Civil Service Employees, 

(New Carrier) 

Coal Merchants Mutual, Al 
(Adopta New Title) .........+....F@d. 107 

Columbia Insurance, New York 
(See Phoenix (London) Group) ..Apr. 124 

Combined Insurance, Chicago 
(Franklin Advanced) «-Mar. 115 

Commercial Standard, Fort Worth 
(Advancements) ............ «++++Mar, 115 

Companion Life, New ‘York 
(Enters A. & H. Field) . Aug. 95 


. Jan. 


.»-Mar. 115 
--».Apr. 118 


New York 


Constitution Seen, 


CTOCRBOS) ...6.0eeeee+++Mar, 115 
1 Board Vacancies) ..........Mar. 115 
Cumamentes Fire & Casualty, 
Change in Control) . 
Corroon & Keynolds, New York 
(Dividend Actions) ..........+..-Feb. 107 
Country Mutual, Milwaukee 
(New Mutual) govoncconaliiyts 118 
Crum & Pussies New York 
(Junker and Itoss Advanced) ....Feb. 107 
Dearborn National Group, Detsots 
(Decision Announ ) «Jan. 111 
Progress on Reorganization) -+-Apr. 119 
(Extension Granted) y 
(Fire Business Reinsured) 
Dearborn National Group, Detroit 
(Further Extension Granted) . 
Detroit Fire & Marine, Detroit 
(Lehr and Brownsom Advanced) Jan. 111 
Dixie Fire & aenalty Greer 
(To Increase Capita --May 122 
Druggists Mutual Fire, * Mitchell 
(See Grain eng National) ...June 116 
Eagie Star, Lo 
(Enters pe ~~ Field) ... 
Eastern Casualty, New York 
(To Increase Capital) ...........Mar. 116 
(Official Staff Changes) . -Mar. 116 
Empire Mutual Casualty, New York 
(Dividend Change) Ju 
Bmplevyers’ Gronp. Besten 
(Executive Appointment) ........Mar. 116 
Employers Group Associates, wen | 
(Executive Changes) 
Employers Insurance, Birmingham 
(Capital Tnerease) -Jan. 111 
Employers Mutual Tiability, Wausau 
(Reduces Auto Dividend) -July 9 
Eatate —— Los Angeles 
(New Company) 
Bureka Cacusity. Philadelphia 
(Executive Change) 
Excelsior Inanrance, Syracuse 
(Annaintmente) 
(Expanding Operations) | 
Excers Insurance, New Y 
(Executive Changes) 
Excess Management, New York 
rT Aug. 96 
Excess Reinenrance “Asnoclation, Hew York 
(Neoan Caren Added an. 112 
a Motual we RY Buiftaly 
(Reduces Comp. Dividends) ... --July 100 
Factory Jemmrance, Hartford 
(Rosa to Sneceed Plerce) Feb. 107 
Factory bantnat Liability. Providence 
.. Jan. 112 
LJ 


-+++-Apr. 119 


«+.Mar. 118 
June 115 


July 9 


(Redinees Maes. Anto Dividend) 

Farm Rnrean Mutual Cos., Columbu 
(Tynan Advanced) .... —— wT 
(Fixeentive Change) ..... . 
(Promotions) 

Farmera Mntnal. Lincoln 
(New President) ...............-Apr. 120 

Federal Life & Casualty, Detroit 
(Promotions) -«+»-Mar. 116 

Federal Mutual Fire, Boston 
(New Director) 

Fidelity Casualty, Philadelphia 
(New Company) 


129 
* Fans 115 


July 100 
June 116 
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Fidelity and Deposit, Baltimore 

(1950 Operations) 
Fidelity and Deposit, Baltimore 

(New Directors) .....0...ssccees Aug. 96 
Fidelity & Guaranty, Baltimore 

(Proposed Merger) ..............May 122 
Pitetite Life & Disability, Denver 

(See Fidelity National) ..........Apr. 120 
Fidelity National, Denver 

(Changes Name) o+see+-Apr. 120 
Fire Association, Philadelphia 

(Enters Bonding Field) .........May 123 
Fireman's Fund Group, San Francisco 

CTORSOd) ...6--eeee+--dam. 118 


rr * 
Fireman's Fund Insurance, San Francisco 
(Executive Appointments) ......June 116 
Fitchburg Moteet, porated 
(Correction Notice) 


Founders Ins. 
(Bee Founders 4 " Mi July = Jan. 113 
rt Motor Casualty, 
(Increases Capital) Jan. 113 
(See Motor Carriers Mutual) ....June 118 
General Accident Group, I’ hiladeiphia 
(Executive Appoiatments) cocoons 113 
(Executive anges) . 
General Insurance, Fort Wort 
(Capital Increase) . a 
Gaperes Mutual Fire, Philadeiphia 
(Declared Insolvent May 
General Mutua! Insuran 
(See Coal Merchants Metealy Y Fe. 107 
General Mutual, oy 
(Discontinues Auto Dividend) ....Aug. 96 
General Reinsurance Group, New York 
(Executive Appointments) ......Apr. 
baemag ry Change) ......es-eee--duly 
wens Tale Group, Glens Falls 
(Third-Quarter Report) 
(Appointments) .........+.. 
(Consolidates Departments) 
(Appointments) ........ Os cocccee 
Glens Falls Insurance, Glens Falls 
(Crowford Retires) ...........+.-Apr. 
Assurance, Columbus 
(New Accident & Health Ce) ++++Beb, 
Globe & Rutgers Fire, New Y: 
(Refinancing) 


Government Employees. Washington 
(Increases Anthorised Capital) ..Apr. 120 
(Increases Capital) ince nwoemale 116 
(Quarterly Dividend) .. June 116 

Grain Dealers Mutual, Indianapolis 
(See Grain Dealers Nati onal) ...June 116 

Grain Dealers National, Indianapolis 
(Writing Foll Coverage Auto) ..Jan. 114 
(Change in Title) ...............3une 116 
(Absorbs Mutual) June 116 

Great Lakes Anto, Chicago 
(Reciprocal Declared Inaolvent)..May 

Group Health Insurance, New York 
(New Medical Cover) un 

Guaranty Fire & Marine, Charleston 
(Surplus Lines Approved) .......July 

Gulf Inenrance. Daliae 
(Increasing Resources) 

Hanover Group, New Yor 
(New Director) 

Harbor Insurance, Diego 
(Tacreanes Capital) ........000+.-FOd. 

Hartford Accident. Hartford 
(Record Premiom Volume) ......Fe& 

Health Insurance, New York 
(Research Grant) 

Highway (asuaity, Chicago 
(Converts to Stock Rasis) .. 

Highway Motnal Casnalty, Chicago 
(Ree Highway Casualty) 

Home Group. New York 
(Mividend Increase) ....++.+++..Jan. 114 
(Appointmente) -+» Jan. 114 

Home Indemnity, New York 
(Fxeentive Annointmenta) May 124 
(Proposes Capital Increase) ....June 116 

Home Gpeurence, New York 
(19% 0) ting Results) ........Mar. 116 
} HrectoOrTS) ...0++-2-+++e00-Mar, 117 

Home Motual Insurance, 

‘ompany) 


+++-Mar. 


-. Jaly 


(New © coccccccccccccecSOm 106 
Temestend, Mutual, Appleton a6 


Jan. 

sseechen “rire and Casualty, ‘Fort Worth 

(Increases Capital) . Ang. 97 
Titint Meutunt Tacomas 

(Netnenrea Reciprocal) 
Tilinole Fire. Chicago 

(Approves Capital Tnerease) 
Imperial Asenrance. New York 

(See Thoents (London) Group) .Apr. 124 
Inland Empire. Rotse 

(Stock Acquired) . r. 
Insurance Co. of N. ae  Phtisasipiie 

(Installment Payments Upheld) June 117 


eocceveee Mar, 117 
-++-May 124 


For August, 1951 


ee 
(New Carrier See tecsseceses- NOD. 109 


Interboro Mutual, New York 
(Reduces Dividend) ..... June 117 

Interstate Fire, sanncons 
(New Company -May 125 

Iowa Hardware Mutuai’ aaaes City 
(Merged) July 101 

Jeffersun ——— ey Kew York 
(New Directo -Feb. 108 

Kansas Cit 
(OMcial Changes) . 

Keystone Mutual Cas ty. ate bitte ‘a rsh 
(Right S Intervention ase . dan. 115 
(Move to ve Mutual) ........Heb. 110 
(Developments in Case) oe Mar. 117 

Keystone er Caseatiy, a 
(Hearing Held 117 
Lafayette Fire, coe Orleans 
(Change in Capital, Name & 

CRATER) cccvcccsvescccsccccces June 117 

LaSalle Geevalty. Chicage 
(New Vice President) ........ ..Jam. 115 

Mutual, Boston 
Ilivan Advanced) ...........-Apr. 121 
(Appointments) --May 125 

London, Amsterdam & Zurich, Amsterdam 
Capeomaes Brokers’ Licenses 
es posed) 
on aity Group, Newark 

itle Changes) Jun 

Lasbarmen’ 6 Mutual Cossalty, Chicago 
(Kevises Dividend Schedule) ....Apr. 

Lumber Mutual Sasesits, New York 
(Increases Dividend ° - Apr 
(New Mem 


Reece tenses eeseee 


Mosatectacere ) Cygnett. pooeees —% 
Joins Company) Jan. 


weeeeeee 


Markel Service, "Richmond 
(See American Fidelity) .......... Aug. 95 
Marquette Casualty, New Orleans 
(Locreasing Capital) 


(Volume Up) . 
Massachusetts Bonding, Bosten 

(Executive Changes) ............Mar. 118 
Massachusetts Plate Glass, Boston 

(New President 
Merchants’ 

(New President) 
Merchants Mutual Casualty, Kansas ( “ity 

(In Trouble) Mar, 1 
Merrimack Mutual Fire, ‘Andover 

(Increases Dividends) 
Meservie Group, New Ly 

(Extra Dividends) 

(Meserole Deceased) 

(New Director) 
Metropolitan Life, New York 

(To Write Catastrophe A. & FI. Y .-Aug. 97 
Michigan Fire & Marine, Detrot 

(New Directors) y 126 
Michigan Mutual Auto, Traverse cue 

Gsores Home Office) “a June 118 

ity, 


Mid ern I 
(Rehablittated) qbeenteorcceesone Apr. 122 
es Insurance, Oklahoma City 
(Com Apogrntaneet) A 7 
Millers. Mutna Fire, Alton 
(Changes Title) June 118 
- June 118 


eee cere errr errr 





Milwaukee Mechanics, Milwaukee 
(Change in Title) ..... 
Mobile Fire & Marine, Alabama 
(Control Purchased) .. Jan. 116 
Motor Carriers Mutual, Des Moinen 
(Reinenred) yne 118 
Moters semuenare, New York 
(Court Rattle Inne 118 
(Ohio Court Retiennn Plea) July 101 
Mutual Benefit Casualty, Huntingdon 
(Merged) At 97 
Mutual Renefit Fire, Huntingdon 
(Merged) 
CEE. SEED Sandnensesssvecve 
Mutual | ay Boat. Omaha 
(Trial Date Set) . 


Aug. 97 
Aug. 97 


National of Hartford Group, ramems ~~! 
(Enters A. & TI. Field) .... Jan. 116 
National Fire, Martford 
(New Pirectora) .....ccecceeeee.Mar. 118 
(core Moetad) .... Vier 98a 
(Advancements) July 191 
National Retailers Mutuai, New York 
(New Director) J 
National Surety Gronp New hee 
(New Vice President) .... 
National Union Group, Pit 
(Executive Appointments) 


.-Feb. 111 
-Mar. 119 


New Castle Mutual, Wilmington 

(Moves — — veccracocsec GO 122 
‘ew Hampshire Greup, 
(Capital Increase Kecommended) Mar. 119 

New Hampshire Fire, Manchester 
(Executive Changes) cosscceseese iG 123 
(New Secretary) ....e0ecceseeveee July 102 

New York Casualty, New York 
(See American Surety) . 

New York State Fund, New York 
(Rates Reduced) 

North American Casualty, New York 
(Executive Changes) ........+++-Jdam. 117 
(Executive Change) .... May 126 

North British & Mercantile Group, London 
(Magenheimer Advanced) Jan. 117 

North River Insurance, New York 
(See U. 8. Fi Apr. 


Northeastern Insurance, Hartford 
(Executive Changes) ...........-Apr. 
Northern (Londom) Group, London 
(Clark Retires) ..c..ceceeeeeeeee SOR. 
{Appointment Feb. 
U. Mate) 


Northern Insurance, New Yor 
(New Directors) 

Ohio Grain Dealers, Columbus 
(See Western Mutual) ........--Apr. 

Ohio a Hamilton 
(Licens 

Pacifie indemnity: Los Angeles © 
(Gaynor, President) 

Pawtucket Mutual Fire, Pawtucket 
(Policyholders’ Dividends 

Increased) 

Peerless Casualty, Keene 
(Stock Dividend cocccccccecce SOM 
(White, Vice Presideat tt) .nevccceee 

Pennsylvania Threshermen, Harrisburg 
(Executive Changes y) Pre Ss 

Petroteum Casualty, Jefferson City 
(Incorporated) .....scecceeescesees 

Phoenix Group, London 
(Oficial Sta ’ Changes) ocececess JGR. 
(Executive Changes) -Apr. 

Phoenix of London “Gcoun, London 
(Lowther Retires) ug. 

Phoenix Indemnity, New York 
(See Phoenix (lengeo) Group) ..Apr. 

Phoenix Insurance, ord 
(New corccccccccocccc Om 

Preferred Accident, New York 
(Ordered Li 
(Claimants’ 
(Mass. W. C. 

Paid) 
(Claim Deadline Pu 

Progressive Fire, 

(Ae nel Ye ° eee 

Progress Ineurance, Chicago 
(Show Cause (rder) 

Progress Insurance, Chicago 
(Reing Liquidated) 
(Lowe Fined) 

Providence Washington, 
(190%) Stackhalderes Renort) 

Prudential Insurance, Newark 

(Everett Named Division Head) . 
oleae Mutual Fire, Quincy 
(New President) .......+0ee00+++ADP. 

Rainier National Inenrance Seattle 
(Alworhe N. tacifie Ina.) a 

Relinnee Insurance, Philadelphia 
(See Fire Assoctation) 

Republic Casualty, Louisville 
(New Company) ee 

Republile In<are nee, Dallas 
(Stock Dividend) 

Reserve Insurance, Chicago 
(Executive Appointments) ........Feb. 

Rhode Island Jncurance, Providence 
Surplne $1.10. 592) June 

Royal Exchange a irenp. ‘New York 
(Pxeentive Appointmentad . 

Roy: al Liverpool Group, Liverpool. 

teertion Sonetnt ments) 
(Houli han Retires) 
Softy Drivers Sagusenen, Kansas City 
New Campany June 120 
Safety Drivers capernann ‘st. 
(Warning Sounded) 
St. Paul (ireonp. St. Paul 


oo++Mar. 


Claimants to be 


Providence 
«oeee Mar. 


Aug. 


(Capital Increase Recommen 

(Indemnity Company) 
Saakotchewan Covernment, Regina 

(Renerte Sate Teese) 2 
Seaboard Fire & Marine, "New York 

(New Vice Preaident) J 
Seaboard Surety New Vork 

it nerensee Onerterts Mietdend) ..Mar. 
Security Insurance, New Haven 

Aug. 100 


(Enters Greece) 
Security Mutual Caanalty, apenas 
(Fveentive Changes) Mar. 121 
South Carolina Insurance, “Columbia 
(Capital Increase) May 





Southern Fire & Casualty, Knoxville 
(New Vice Presidents) M 


pringfield 
Pi Baecutive 


(White Advanced) 
Standard Fire, Hartford 
(See Automobile es ++++Mar. 
Standard Fire, Trent 
(New President) ............+.++.Mar,. 
Standard Fire, Trenton 
(New Director) 
Standard Insurance, Tulsa 
(New Vice President) 
State Farm Mutual Automobile, 
Kloomiagter 
(Executive Changes) . 
State Farm Cos., Bloomington 
(Chairman Decea pr. 
State Farm Fire & Cas., Bloomington 
(Executive Changes) Ju 
State Farm Mutual Auto., Stocemingtes 
(Rate Reductions) .......... Ma 
(Auto Rate Changes) . 
(New Officer) 
(Mid-Year Result Sept. 
State Farm Mutual to., ——.. 
(Cut Auto Rates) Ju 
Sterling Lasurance, Vieenae 
(Acquires Family Life) . 
a Insurance, Dallas 


leclarex Stock Dividend) ......Mar. 122 


Superior Insurance, Dallas 


(New Vice President) Aug. 101 


Texas Insurance, Beaumont 
oa —-_ eos ee 
‘extile insurance, a Jiieh ‘oint 
(Adds New Funds) ..............Jan. 


ta 

Transport Insurance, 

(Now Operating) ..............--J3an. 
Transportation Mutual, Paliatsights 

(Advancements) 
Travelers Group, Hartford 

(Executive Changes) ............Mar. 
Travelers Lasurance, ‘ord 


(Kecent Kiections) .... ........Feb. 112 


Treaty Management, New York 
(See Excess Management) ......4 Aug. 
Tri-State insurance, Tulsa 
(Stock Dividend) .... 
Union Mutual Fire, Providence 
(Elections) ... 
United Automobile, Kansas City 
(See Safety Drivers) 
United Fire & Casualty, Cedar Rapids 
(See Motor Carriers Mutual) ....June 
United Firemen’s, Philadelphia 
(See Phoenix (London) roup)..Apr. 
United Pacific, Tacoma 
(Official Staff Changes) 
United States Casualty, New York 
(Executive Appointment) June 
U. 8. Fidelity & Guaranty, Baltimore 
(See Fidelity & Guaranty) -May 
United States Fire, New York 
(Merger Plans) ........ 


U. 8. Guarantee, New York 


Pays -Jan. 120 
United States Liability, "Philadephia 
— = cccccccccssccece SURG 121 
U. 5. Adutual, © 
(Liquidator Appointed) .........Jam. 120 
U. 8S. Salvage, New York 
(Thompson, General Manager) 
Unity Fire, _ York 


Utica Mutual, 

(Revises Dividends) 

Utilities Insurance, St. Louis 
(Executive Appointments) 
(Executive Change) 

Washington Farm 
(Licensed) 

wo Physicians, Seattle 
(Dissolved) ...... «+eeees-JQB. 121 

Woetehouter Fire, New York 
(See U. 8. Fire) soeeeees Apr. 125 

Western Casuaity « ‘Surety. Fort sevtt 
(Stock Dividend) 

(Selis New Shares) ........ 

Western Pacific, Seattle 
(New Company) seeeee duly 102 

Wilttam Peun Fire, Philadeiphia 
(Suspension Order Revoked) ....Jan. 121 

Worcester Mutual Fire, Worcester 
(New Director) .....6..cceceeeess 
(Blections) .....66+.. 


LIST OF ADVERTISERS 





--In This Issue - - 


Aetna Insurance Group, Hartford, Conn . . 

Aetna Life Affiliated Companies, Hartford, Conn 

American Appraisal Co., The, Milwaukee, Wis ; 

American-Associated Insurance Cos., St. Louis, Mo 

American Casualty Co., Reading, Pa. ‘ 
American Fire and Casualty Co., Orlando, Fla. . 

American Home Fire Assurance Co., New York, N. Y. 

American Insurance Group, The, Newark, N. J - 

American Motorists Insurance Co., Chicago, II! 

American Reinsurance Group, New York Be 

American Surety Group, New York, N. eeses 

American Title and Insurance Co., Miaini, Fla 

Anchor ¢ Casualty Co., § saan 

Appleton & Cox, Ine., } Be : 

Bituminous Casualty Corp., Rock Island, Til 

Bowles, Andrews & Towne, Richmond, Va. ... 

Burns, Ine., Frank, Seattle, Wash. ninacuke 

Celina Mutual Casualty Co., The, Ce lina. Ohio os 

Central Surety and Insurance Corp., Kansas C ity, “Mo 

Cobb and Co., James O., Durham Cc 

Commercial Standard Insurance Co., Fort Worth, Texas 

Conover & Co., Chase, Chicago, Ill ous 

Continental Casualty Co., Chicago, 

Corroon & Reynolds, Inc., New York, } ‘ 

Cotton Insurance Association, Phe, Atlanta, 

C-O-Two Fire Equipment Co., Newark, N. J 

Crum & Forster, New York, N. Y. . daa ees 

Cudd & Coan, Inc., Spartanburg, Ss 

Dale & Co., Ltd., Montreal, Can pene 

Dawson & Son, Inc., Miles M., Springdale, Conn 

Dimling, Henry, Los Angeles, Cal eweéogese 

Dotson Company, H. 8S., Helena, Mont 

Fastman Kodak Co., Rochester . 

Employers Reinsurance Corp., Kansas © ity Mo 
Excess Insurance Co. of America, New York, N 

Excess Underwriters Ine. .. ¥. 

Fairfield & Ellis, Boston. Mass awe 

Fairfield, Ellis & ant, Ltd., Montreal. Can. . 

Fire Association Group, Philadelphia, Pa me 

Fireman's Fund Group, San Francisco, Cal 

Firemen’s Insurance Co., Newark, N. J. .. 

Fort Shelby Hotel, Detroit. Mich , - 

Foster & Son, J. E., Fort Worth, Texas 

Fox River Paper Corp., Appleton, Wis ‘ 

Froggatt & Co., Inec., Joseph mg? York. N. ¥ 

Fulton Fire Insurance Co., The, New York, N. Y 

Globe & Rutgers Fire Insurance C ‘o., New York, N "¥. 

Granite State Fire Insurance Co., Portsmouth, N. H 

Gray Mfg. Co., The, Hartford, Conn. 0.0s66ardsee 

Hampson & Son, Ltd., Robert, Montreal, Can 

Hann Ltd.. Francis M., Vancouver, 

Hanover Fire Insurance Co., The, } 

Harford Mutual Ins. Co., The, Bel : ‘ 

Hawkeye-Security Insurance Co., Des Moines 

Hobson. Christie & Co., B, ancouver. B.C. 

Hoey, Ellison & Frost 

Home Insurance Co., T 

Howard & Co., Robert, Montreal, Can. 

Hunter Lyon, Inc., Miami, Fla. .. 

Iilinois Fire Insurance Co., C hicago, 

Industrial Insurance Co., Des Moines, Towa eseve 

Insurance Co. of North America, Philadelphia, Pa 


Insurance Co. State of Pennsylvania, Philadelphia, Pa ‘ 


Inter-Ocean Reinsurance Co.. Cedar Rapids, Iowa 
Justrite Mfg. Co., Chicago, Tl EE : 
Kolob Corp., The. Salt Lake © ity. Utah 

La Mers Studio. New York, N 

Lantz & Co., William L., De Beit: * Mich 


Leonhart & Co., Baltimore, Md. 

Lioyd-Thomas Co., The, Chicago, lil. 

London Assurance Some. ‘The, New York, N. Y. 
Loyalty Group, Newark, eens 
Mahon Co., John H., The. Columbus, Ohio ::.: 
Manning & Sons, T. « Dallas, Texas . . 

Markel Service, Inc., Richmond, Va 

Melling & Bevingtons, Ltd., Montreal, “Can. 

Miami Colonial Hotel, Miami, Fla. . . 

Millers National Insurance Co., Chicago, Ti... 
Moyer Agency, Inc., R. Kirk, ew Orleans, La. . 
Mutual Benefit Health & Accident Assn., Omaha, N 
National Union Fire Insurance Co., Pittsburgh, Pa 
Nelson & Stross, New York, N. Y. . 

New Amsterdam Casualty Co., Baltimore, Md. . 

New Hampshire Fire Insurance Co., Manchester, N. 
New Zealand Insurance Co. Ltd., San Francisco, Cal. 
Northwestern Mutual Fire Assn., Seattle, Wash. 

Ohio Farmers Companies, LeRoy, Ohio .. 

Pacific National Fire Insurance Co., San Franc isco, Cal. 
Paull & Son, Inc., Alfred, Wheeling, W. V 

Pearl American Group, New York, N. Y. 

Peerless Casualty Co., Keene, N. H. . 

Pension Planning Co., The, New York, N. ¥ 
Phoenix-Connecticut Grou >, The, Hartford, Conn 
Preferred Fire Insurance Co., The, Topeka, Kan 
Provident Life & Accident Insurance Co., Chattanoog 
Redmond & Shaughnessy Ltd., Montreal, Can 

Reed, Shaw & McNaught, Ltd., Montreal, Can 
Reinsurance Agency Inc., Chicago, bat) 

Reinsurance Underwriters, Inc., San Francisco, Cal 
Rimmer & Co., Frank, Dallas, Texas .. ‘ 
Ritter General Agency, Denver, Colo. ... 
Royal-Liverpool Insurance Group, New {ook =. @. 
Royal Typewriter Co., Inc., New York, } 

Ryan Agency, Winnipeg, Can. “ . 
St. Louis Fire & Marine Insurance Co., St. Louis, Mo. 
Schroeder Hotel, Milwaukee, Wis 

Security-Connecticut Companies, New Haven, Conn 
Security Mutual Casualty Co., Chicago, I! 

Security National Insurance Co., Dallas, Texas - em 
Seibels, Bruce & Co., Columbia, 8. C. .. Opposite Inside Front Cover 
Sheppard Envelope Co., W erenste r, Mass oresws eT 
Sikes C °., Inc., The, Buffalo, 

Smick, Jack J., New York, anesedes 
Reathe rn Fire "& Casualty é 0. Knoxvitie. Tenn 
Standard of Detroit Group, Detroit, Mic ee 
Stewart, Smith (Canada) Ltd., eave Can 

Sun Insurance Office, Ltd., New York, N. Y. . 
Terriberry Co., The G. Gilson, New York. N. Y 
Tressel & Associates, Harry S., Chicago, Ill. .. 

Trinity Universal Insurance Co., Dallas, Texas . 

Tri State Insurance Cos., Tulsa. Okla ° - 
United Pacific Insurance Co., Tacoma, Wash. 

United States Casualty Co., New York, N. Y 

United States Fidelity & Guaranty Cos., Baltimore, Md. 
Utilities Insurance Co., St. Louis, Mo. 

Vale Technical Institute, Blairsville, Pa 9 sbeeregessore 
Washington Fire & Marine Insurance Co., St. Louis, Mo 
Weston Co., Byron, Dalton, Mass ctenene 
W'llis, Faber & >, atoatgent, Can ° 

Wilson & Co. Ltd., Toronto, Can. ... 

Wolfe. Corcoran & hinticr, New York, N. Y , 
Woodward and Fondiller, Inc.. New York, N. ¥ 
Woodward, Ryan, Sharp and Davis. New York, N. Y 
Worcester Mutual Fire Insurance Co., Worcester, Mass 
Zurich American Insurance Co., Chicago, TI! 





= 


nee 


L\ \ 
. 


The care and skill with which reinsurance contracts 
are drawn is the deciding factor in their usefulness. 


We offer wide and extensive facilities in providing adequate 
reinsurance coverage under present day conditions. 
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$9 JOHN STREET NEW YORK 38 N.Y. e 6 EAST 11th STREET, KANSAS CITY 6, MO, 


CasuaAatTY, FIRE, FIDEtirTty SURETY REtNSURANCE 





IF THE average person could see his insurance spread out before 
him like a jigsaw puzzle, the chances are he'd find some pieces 
missing. He'd see in an instant that his protection wasn’t so 
complete as he thought. 


The good insurance Agent does make the customer see his 
insurance as it really is. He becomes an insurance counselor, 
takes time to make a thorough analysis of the assured’s coverage. 
This thoughtful, professional service builds better relations be- 
tween the Agent and his customers . . . means more business in 


the long run. 

North America’s advertising and promotional program backs 
up our Agents in this businesslike way of selling insurance. It 
features the North America Agent as the man whose experience 
and expert counsel are available to help people get the broad 
protection they need. It points out the fact that, for real service 
— and insurance tailored to fit—the North America Agent is 


the man to see. 


Insurance Company of North America, founded 
1792 in Independence Hall, is the oldest Ameri- 
can stock fire and marine insurance company. It 
heads the North America Companies which meet 
the public demand for practically all types of 
Fire, Marine and Casualty insurance, including 
Automobile, Accident, Aviation and Liability in- 
surance; Fidelity and Surety Bonds. Sold only 
through Agents or Brokers. 


INSURANCE COMPANY OF 


NORTH AMERICA 


COMPANIES, 1600 ARCH STREET 
Philadelphia 1, Pa 


PROTECT WHAT YOU HAVEO 


Insurance Company of North America « Indemnity Insurance Company of North America « Philadelphia Fire and Marine Insurance Company 





